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►  SHOW  SPOTLIGHT 

New  FEP  headlines 
IBM  ComNet  rollout 

Controller  addresses  horsepower  deficit. 


IBIVI^s  374S  Oommii{il€dtlon 
CoRtrofler  at  a  glance 

Models  210  and  410 


Number  of  central  control  units 
(CCU) 


1  or  2 


Storage 


4M  bytes  or 
8M  bytes  per  CCU 


Maximum  duplex-line 
attachments 


512 


Maximum  line  speed 


1.54M  blt/sec 


Host  attachments 


Token-Ring 
Network  adapters 


T-1  lines 


Line  interfaces 


8 


RS-232, 
RS-366, 
CCITTV.24, 
V.25,  V.35, 
X.21,  wideband 
and  direct 
attach 


CHART  BY  SUSAN  J.  CHAMPENY 


SOURCE:  IBM,  RYE  BROOK,  N.Y. 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 


WASHINGTON,  D.C.  — 
As  expected,  IBM  last  week 
announced  a  high-end  front- 
end  processor  designed  to 
mitigate  the  performance 
limitations  of  its  present 
processor  and  advance  peer- 
to-peer  network  capabilities 
within  SNA. 

The  IBM  3745  Communi¬ 
cation  Controller,  one  of  26 
products  IBM  introduced  at 
Communication  Networks 
’88,  can  support  multiple  T-1 
links  and  more  connections 
than  the  company’s  current 
3725,  but  it  is  not  intended 
to  replace  that  device  (“IBM 
to  introduce  two  front-end 


processors,’’  NW,  Nov.  2). 

The  company  also  im¬ 
proved  Systems  Network  Ar¬ 
chitecture  support  for  X.25 
equipment,  doubled  the  ca¬ 
pacity  of  its  channel-to- 
channel  mainframe  link 
product  and  pledged  to  ex¬ 
pand  its  voice  management 
capabilities. 

Two  3745  models  will  be 
available:  the  Model  210  and 
the  Model  410.  Both  support 
modular  interfaces  and  can 
be  configured  to  support  a 
mix  of  as  many  as  eight  T-1 


►  COMNET  '88 

LAN  firms 
take  show 
by  storm 

Novell,  SynOptics, 
lOnet  offer  wares. 

BY  JOSH  GONZE 
AND  MARY  PETROSKY 

Network  World  Staff 


For  other  ComNet  ’88  cover¬ 
age,  see  pages  2,  4  and  7. 


lines,  eight  IBM  Token-Ring 
Networks  and  512  full-  or 
half-duplex  channels  operat¬ 
ing  at  up  to  56K  bit/sec.  As 
many  as  16  mainframe  con¬ 
nections  can  be  supported. 

The  Model  210  supports 
up  to  8M  bytes  of  memory 
and  a  45M-byte  hard  disk 
drive.  It  ranges  in  price  from 
$125,000  to  $1.3  million. 

See  page  47 


WASHINGTON,  D.C.  —  Local 
network  vendors  made  their  pres¬ 
ence  known  at  the  Communication 
Networks  ’88  show  here  last  week 
with  new  products  designed  to 
help  users  link  local  nets  with  larg¬ 
er  processors  and  cut  the  cost  of 
installing  personal  computer  net¬ 
works. 

At  this  year’s  ComNet,  some  50 
vendors  unveiled  or  exhibited  local 
networking  products.  The  high 
profile  struck  by  those  companies 
reflects  the  strength  of  the  local 

See  page  6 


►  NETWORK  EVOLUTION 

Bank  hones  its 


strategic 


BY  BOB  BROWN 

staff  Writer 


WALTHAM,  Mass.  — 
Bay  Banks,  Inc.,  one  of  the 
fastest  growing  banks  in 
New  England  for  the  past 
five  years,  owes  much  of 
its  success  to  a  strategic. 


edge 

proprietary  ATM  network 
it  put  in  place  in  the  late 
1970s. 

The  sprawling  network 
of  BayBanks  X-Press  24 
automated  teller  machines 
helped  BayBanks  increase 
assets  17%  on  average  for 
See  page  46 
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MANAGEMENT  UPDATE 


Managers  must  sculpt  styles 


to  tit  jobs,  say 


BY  PAUL  SUSCA 

Special  to  Network  World 


Defining  management  style  is  an  elu¬ 
sive  task.  In  some  situations,  a  manag¬ 
er's  unique  manner  of  expression  can  be 
calculated  for  maocimum  effectiveness.  At 
other  times,  it  can  simply  he  a  natural 


top  experts 

outgrowth  of  his  or  her  personality. 

For  managers  who  wish  to  take  on  the 
task  of  molding  their  style  to  fit  the  job, 
there  is  abundant  advice  on  what  ele¬ 
ments  to  include.  In  this  special  feature, 
Network  World  presents  the  views  of  tele¬ 
communications  managers,  management 

Continued  on  page  35 
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News 

►  A  federal  appeals  court 
says  the  FCC  can’t  order 
AT&T  and  the  RBHCs  to  re¬ 
fund  excess  earnings,  a  rul¬ 
ing  that  could  add  momen¬ 
tum  to  the  drive  for  price 
cap  regulation.  Page  2. 


►  Thanks  to  its  belt-tight¬ 
ening  campaign  last  year, 
AT&T  reports  a  $2  billion 
profit  for  1987,  despite  a 
dip  in  revenue.  Page  2. 

►  At  ComNet  ’88,  US 
Sprint  promises  long-dis¬ 
tance  rate  cuts  to  match 
those  announced  by  rivals 
AT&T  and  MCI  Communi¬ 
cations.  Page  2. 


1^  DEC  takes  the  wraps  off 
a  gateway  that  lets  DEC 
E-mail  and  IBM  PROFS  us¬ 
ers  exchange  documents. 
Page  4. 

►  IBM  reorganizes  its  cor¬ 
porate  structure,  shifting 
power  from  a  management 
committee  to  its  new  inde¬ 
pendent  business  units. 
Page  5. 


►  OPEN  NETWORK  ARCHITECTURE 

RBHCs  take  first 
step  toward  ONA 

Firms  file  FCC-ordered  plans. 

BY  KARYL  SCOTT 

Washington,  D.C.  Correspondent 


Features 

►  For  managers  trying  to 
link  departmental  personal 
computers  and  minicom¬ 
puters,  shopping  for  the 
right  local  net  means 
choosing  between  PC  nets 
and  terminal-server  sys¬ 
tems.  Page  37. 


WASHINGTON,  D.C.  —  The  regional  Bell  holding  com¬ 
panies  this  week  will  complete  the  first  phase  of  the 
FCC’s  Open  Network  Architecture  (ONA)  plan,  which  is 
designed  to  spur  development  of  enhanced  services  for 
business  and  residential  customers. 

ONA  is  one  of  the  primary  tenets  of  the  Federal  Com¬ 
munications  Commission’s  Third  Computer  Inquiry  rules. 
RBHC  compliance  with  the  ONA  plan  is  a  prerequisite  for 
permission  to  enter  the  enhanced  services  market. 

See  page  45 
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►  RATE  REGULATION 

Court  ruling  bars  FCC 
from  ordering  refunds 

Decision  a  boost  to  price  cap  plan. 


►  EARNINGS  REPORT 

AT&T  posts 
$2b  profit 
for  1987 

BY  PAM  POWERS 

Senior  Editor 


NEW  YORK  —  Despite  a  slight 
drop  in  revenue,  AT&T  posted  a  $2 
billion  profit  for  1987,  due  in  large 
measure  to  cost-cutting  efforts 
that  helped  the  carrier  rebound 
from  disappointing  1986  earnings. 

AT&T  reported  preliminary 
1987  earnings  of  $2,044  billion,  up 
from  $139  million  last  year,  on  rev¬ 
enue  of  $33,598  billion.  This  repre¬ 
sents  a  1%  decline  from  1986  reve¬ 
nue  of  $34,087  billion.  Revenue 
from  long-distance  services  and 
sales  of  computer  products  showed 
little  growth  during  the  year.  But  a 
corporatewide  restructuring  that 
eliminated  14,000  jobs  and  cut 
back  manufacturing  operations 
aided  in  AT&T’s  dramatic  improve¬ 
ment  in  earnings,  analysts  said. 

For  its  fiscal  fourth  quarter, 
ended  Dec.  31,  AT&T  posted  reve¬ 
nue  of  $8.6  billion,  up  1%  from  the 


BY  BOB  WALLACE 

Senior  Editor 


WASHINGTON,  D.C.  —  US 
Sprint  Communications  Co.  last 
week  said  it  will  cut  its  long-dis¬ 
tance  rates  by  an  average  of  4.1%, 
revamp  pricing  for  its  Virtual  Pri¬ 
vate  Network  (VPN)  service  and 
introduce  two  new  toll-free  800 
services. 

The  announcements,  made  at  the 
Communication  Networks  ’88  con¬ 
ference  here,  came  just  weeks  after 
competitors  AT&T  and  MCI  Com¬ 
munications  Corp.  announced  they 


$8,529  billion  posted  for  the  corre¬ 
sponding  quarter  in  1986.  Earnings 
soared  to  $498  million,  as  com¬ 
pared  with  a  loss  of  $1.17  million 
in  the  fourth  quarter  of  1986.  In 
that  quarter,  AT&T  took  a  onetime 
charge  for  layoffs  and  plant  clos¬ 
ings  that  sharply  cut  earnings. 

Revenue  from  the  sale  of  long¬ 
distance  services,  which  accounted 
for  nearly  60%  of  total  company 
revenue,  grew  by  less  than  3%  in 
1987,  to  $19,659  billion,  compared 
with  the  corresponding  1986  fig¬ 
ure  of  $19,108  billion.  Calling  vol¬ 
umes  increased  by  about  5%  for 
the  year,  AT&T  said,  and  were  par¬ 
ticularly  strong  in  international 
and  800  services. 

Another  30%  of  annual  revenue 
was  generated  by  computer  and 
communications  product  sales, 
which  totaled  $10,206  billion  in 
1987,  up  less  than  1%  from  the 
$10,178  billion  reported  in  1986. 
Despite  that  sluggish  growth, 
AT&T  spokeswoman  LuAnn  Gard¬ 
ner  said,  “We  feel  we  picked  up 
momentum  in  product  sales,  with 
sequential  increases  in  sales  every 
quarter.” 

Increased  sales  of  the  company’s 
5ESS  central  office  switch  account¬ 
ed  for  most  of  the  growth  in  prod¬ 
uct  revenue,  Gardner  said.  Sales  of 

See  page  46 


would  slash  their  long-distance 
rates  by  3.5%. 

Analysts  said  AT&T  is  closing 
the  gap  between  the  cost  of  its  ser¬ 
vices  and  those  offered  by  US 
Sprint  and  MCI.  Robert  Ellis,  presi¬ 
dent  of  The  Aries  Group,  Inc.,  a 
Rockville,  Md. -based  tariff  analy¬ 
sis  firm,  said  US  Sprint’s  service 
prices  are  currently  6%  to  10%  less 
than  AT&T’s.  But  once  the  planned 
price  reductions  take  effect,  US 
Sprint’s  differential  will  drop  to 
only  2%,  he  said. 

However,  Bill  Reed,  director  of 
electronic  communications  services 


BY  PAM  POWERS 

Senior  Editor 


WASHINGTON,  D.C.  —  In  a  rul¬ 
ing  that  may  strengthen  the  move 
to  adopt  price  cap  regulation  on 
AT&T  and  the  regional  Bell  hold¬ 
ing  companies,  a  federal  appeals 
court  last  week  barred  the  Federal 
Communications  Commission  from 
ordering  carriers  to  refund  money 
when  they  exceed  allowable  rates 
of  return. 

Because  the  court’s  decision 
points  out  problems  with  rate-of- 
return  regulation,  it  adds  fuel  to 
the  movement  to  abolish  such  reg¬ 
ulation  in  favor  of  a  price  cap  plan. 
AT&T,  the  RBHCs  and  the  FCC 
have  all  argued  for  the  plan,  say¬ 
ing  it  would  give  the  carriers  an  in¬ 
centive  to  operate  their  networks 
more  efficiently  and  pass  savings 
on  to  users. 

The  decision  to  invalidate  the 
FCC  refund  rule  is  an  immediate 


for  Link  Resources  Corp.,  a  New 
York-based  communications  con¬ 
sulting  group,  said  users  do  not 
buy  long-distance  service  on  price 
alone.  “Price  is  less  and  less  of  an 
issue  in  choosing  a  long-distance 
carrier,”  he  said.  “Price  is  simply 
one  of  many  deciding  factors  that 
include  quality  of  service  and  bill¬ 
ing.” 

US  Sprint’s  rate  reductions  will 
be  filed  with  the  FCC  this  month. 
The  proposed  cuts  call  for  at  least 
a  3.6%  cut  for  interstate  long-dis¬ 
tance  service.  US  Sprint’s  Dial  1 
WATS  and  Sprint  Advanced  WATS 
Plus  services  will  be  cut  5.7%. 
Rates  for  Ultra  800  will  drop  be¬ 
tween  5%  and  6%.  The  carrier  said 
the  price  of  its  Ultra  WATS  could 
drop  more  than  5.2%,  depending  on 
final  analysis  of  the  Bell  operating 
companies’  access  charge  reduc¬ 
tions. 

US  Sprint  also  announced  Fon- 
line  800  and  Openline  800,  two 
new  offerings  due  to  be  introduced 
in  the  second  half  of  this  year. 
These  toll-free  services  are  target¬ 
ed  at  small  and  medium-sized  busi¬ 
nesses. 

Ed  Meko,  director  of  pricing  and 
product  analysis  for  US  Sprint, 
said  pricing  for  the  two  services 
will  not  be  available  until  late  Feb¬ 
ruary  or  early  March. 

Fonline  800  will  use  dial-up 
lines  to  access  US  Sprint’s  long-dis¬ 
tance  network.  The  carrier  said  the 
service  is  designed  for  businesses 
with  up  to  1,200  hours  per  month 
of  800  service  per  location. 

Fonline  800  features  will  include 
single-number  service  for  inter- 

See  page  46 


victory  for  the  RBHCs:  They  can 
now  keep  multimillion  dollar  re¬ 
funds  that  the  FCC  had  said  late 
last  year  they  must  return  to  con¬ 
sumers. 

Analysts  had  mixed  reactions  as 
to  how  the  ruling  might  affect  the 
prices  consumers  pay  for  carrier 
services. 

In  an  opinion  issued  by  a  three- 
judge  panel,  the  appeals  court  in¬ 
validated  the  FCC’s  refund  rule, 
which  has  been  in  effect  since 
1985.  Under  that  rule,  the  carriers 
had  to  refund  to  customers  any 
revenue  generated  above  a  prede¬ 
termined  rate-of-return  ceiling 

The  FCC  has  imposed  rate-of-re¬ 
turn  regulations  on  several  seg¬ 
ments  of  the  carriers’  businesses. 
Under  the  refund  rule,  a  carrier 
could  earn  below  its  allowable 
profit  margin  from  private  lines, 
for  example,  but  still  be  forced  to 
refund  money  it  “overearned” 
from  another  service  segment. 

In  its  ruling,  the  court  said, 
“The  rule  requires  a  carrier  to  re¬ 
fund  any  earnings  above  the  upper 
bound  of  the  target  [rate  of  return], 
while  the  carrier  may  not  recoup 
any  earnings  shortfall  below  its 
target.  Thus,  over  the  long  run,  the 
carrier  is  guaranteed  to  fall  short 
of  its  required  rate  of  return.” 

In  its  response,  the  FCC  “ac¬ 
knowledged  that  the  rule  intro¬ 
duces  a  systematic  bias  that  oper¬ 
ates  to  depress  carrier  earnings 
below  their  target  over  the  long 
run.”  Consequently,  the  FCC  will 
review  the  procedure  and  either 
change  its  rule  to  allow  carriers  to 
compensate  for  earning  shortfalls 
by  raising  rates  or  it  will  abolish 
its  rule,  presumably  in  favor  of 
price  cap  regulation. 

In  the  meantime,  the  FCC  has 
told  the  RBHCs  they  don’t  have  to 

See  page  5 


Network  World  wants  to  make 
its  news  coverage  even  better, 
and  for  that  we  ask  your  help.  If 
you  know  of  an  interesting 
event  that  just  occurred  or  is 
about  to  occur,  please  call.  We’d 
also  like  to  know  how  you  opti¬ 
mize  your  networks.  Call  Editor 
Bruce  Hoard  toll  free  at  (800) 
343-6474. 


Correction:  The  article  “COO 
Amman  set  to  revamp  WU”  (AW, 
Jan.  25)  incorrectly  stated  the 
title  of  Western  Union  Corp. 
President  and  Chief  Executive 
Officer  Robert  Amman.  Con¬ 
trary  to  the  story,  Amman  has 
25  years  of  experience  in  the 
computer  and  communications 
industries,  including  14  years  as 
president  of  Wiltek,  Inc.  Net¬ 
work  World  regrets  the  errors. 
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AT&T  to  offer  combo 
of  SDN/Switched  56 


^  DATA  SERVICE  OPTION 


BY  BOB  WALLACE 

Senior  Editor 


WASHINGTON,  D.C.  —  AT&T 
last  week  detailed  plans  to  support 
Accunet  Switched  56  Service  under 
its  Software-Defined  Network 
(SDN)  service,  enabling  SDN  cus¬ 
tomers  to  support  56K  bit/sec  vir¬ 
tual  data  circuits. 

The  option,  announced  at  the 
Communication  Networks  ’88  con¬ 
ference  here,  is  designed  to  make 
data  network  applications  —  such 
as  bulk  data  transfer,  video  tele¬ 
conferencing,  graphics  transmis¬ 
sion  and  high-speed  facsimile  — 
attractive  to  SDN  users. 

Like  SDN,  the  data  option  is  de¬ 
signed  for  corporations  that  don’t 
have  enough  traffic  volume  to 
cost-justify  leased  facilities.  SDN  is 
provided  over  AT&T’s  switched 
network  but  offers  the  benefits  of 
a  private-line  network,  such  as  ex¬ 
tension  dialing. 

Analysts  said  integrating  the 
services  may  serve  to  boost  flag¬ 
ging  user  interest  in  Accunet 
Switched  56  Service,  an  offering 
typically  used  in  backup  applica¬ 
tions. 

AT&T  said  it  would  upgrade  100 
of  the  existing  550  SDN  serving  of¬ 


fices  to  support  Switched  56  data 
service.  That  will  more  than  dou¬ 
ble  the  number  of  Switched  56 
serving  offices,  which  today  num¬ 
ber  only  83. 

Increasing  the  number  of  access 
points  for  Switched  56  will  also 
lower  the  cost  of  the  service  in 
many  situations  by  lessening  the 
length  of  the  dedicated  access  cir- 


“AT&T  is  taking  advantage 
of  a  big  marketing 
opportunity  by  linking  the 
services,”  the  analyst  said. 
“[AT&T]  is  offering  users 
the  best  of  both  worlds.” 


cuits  needed  to  tap  an  AT&T  node 
supporting  Switched  56. 

SDN  users  will  be  able  to  access 
Switched  56  services  in  one  of  two 
ways.  “Static”  access  will  require 
use  of  a  dedicated  56K  bit/sec  Da- 
taphone  Digital  Service  link  or  a 
56K  bit/sec  DSO  channel  within  an 
Accunet  T1.5  channel  between  the 
user  site  and  the  SDN  serving  of¬ 
fice. 

“Dynamic”  access  will  be  sup¬ 
ported  over  dedicated  T-1  access 
trunks  only.  With  dynamic  access. 


customers  will  be  able  to  use  a  DSO 
channel  within  a  T-1  pipe  to  sup¬ 
port  a  Switched  56  access  link  one 
minute,  and  then  later  use  that 
same  channel  to  support  a  voice 
link  or  another  type  of  data  link. 

AT&T  will  file  the  SDN  option 
with  the  FCC  this  month.  The  car¬ 
rier  said  the  feature  will  be  avail¬ 
able  by  mid-year,  pending  FCC  ap¬ 
proval. 

Prices  for  the  feature  will  in¬ 
clude  a  onetime  installation  charge 
and  a  monthly  charge  for  each 
SDN  location  equipped  for  data 
transmission  at  56K  bit/sec. 

Bob  Reinhold,  a  consultant  with 
Network  Strategies,  Inc.,  a  Fairfax, 
Va.-based  communications  consult¬ 
ing  concern,  said  SDN  users  will 
find  several  uses  for  the  data-han- 
dling  option. 

The  SDN  data  option  “could  be 
used  for  backup  of  other  dedicated 
data  links,  for  point-of-sale  appli¬ 
cations  or  for  after-hours  down¬ 
loading  of  data  from  one  to  many 
locations,”  Reinhold  said. 

One  industry  analyst,  who  re¬ 
quested  anonymity,  suggested  the 
SDN- Accunet  Switched  56  service 
combination  represents  an  ac¬ 
knowledgment  by  AT&T  of  users’ 
need  for  hybrid  networks  compris¬ 
ing  leased  lines  for  data  and  on-de¬ 
mand  virtual  links  for  voice  com¬ 
munications. 

“AT&T  is  taking  advantage  of  a 
big  marketing  opportunity  by  link¬ 
ing  the  two  services,”  the  analyst 
said.  “[AT&T]  is  offering  users  the 
best  of  both  worlds.”  □ 


^DEC-TO-IBM 

DECnet-to-SNA  E-mail  gateway  debuts 


BY  JOSH  GONZE 

Senior  Writer 


WASHINGTON,  D.C.  —  Bolster¬ 
ing  the  bond  between  IBM’s  SNA 
and  DECnet,  Digital  Equipment 
Corp.  last  week  unveiled  an  elec¬ 
tronic  mail  gateway  that  lets  DEC 
E-mail  users  exchange  messages 
and  documents  with  users  of  IBM’s 
Professional  Office  System 
(PROFS). 

At  the  Communication  Networks 
’88  show  here,  DEC  also  an¬ 
nounced  that  its  DECnet/SNA 
Gateway  is  compatible  with  IBM 
processors  running  under  the  VM 
and  DOS/VSE  operating  systems. 

Technically,  that  capability  al¬ 
ready  existed  in  the  gateway,  but 
DEC  had  limited  its  approved  use 
to  computers  under  IBM’s  MVS  op¬ 
erating  system. 

All  DEC-to-IBM  application  gate¬ 
ways,  such  as  links  between  E-mail 
systems,  are  designed  to  work  in 
conjunction  with  DEC’S  Systems 
Network  Architecture  gateway. 
Since  PROFS  runs  on  VM-based 
computers  only,  the  certification 
was  necessary  to  support  the  new 
PROFS  E-mail  gateway. 

The  new  PROFS  E-mail  gateway, 
called  VAX  Message  Router/P 
Gateway,  preserves  the  existing 
user  interfaces,  so  end  users  do  not 
have  to  learn  new  E-mail  com¬ 
mands. 

For  example,  a  PROFS  user  can 


send  a  note  or  document  to  DEC’S 
All-In- 1  without  knowing  anything 
except  the  All-In-1  user’s  E-mail 
name. 

DEC  already  offers  an  E-mail 
gateway  to  IBM’s  DISOSS  —  an 
MVS-based  office  package  —  that 
works  in  conjunction  with  the 
same  SNA  gateway.  But  the  VM- 
based  PROFS  is  more  widely  used 
than  DISOSS  because  it  is  less  com¬ 
plex  and  less  expensive,  according 
to  Dale  Kutnick,  vice-president  of 
Stamford,  Conn. -based  consultancy 
Gartner  Group,  Inc. 

“This  announcement  brings  DEC 
further  into  the  IBM  world  and 
closer  to  the  commercial  accounts 
there,”  Kutnick  said. 

The  PROFS  link  also  allows  the 
exchange  of  text  messages  but  not 
documents  between  DECnet  and 
IBM’s  CMS  Notes  messaging  soft¬ 
ware. 

Compatibility  opens  door 

The  SNA  gateway’s  compatibil¬ 
ity  with  non-MVS  operating  sys¬ 
tems  opens  the  door  to  four  impor¬ 
tant  types  of  IBM-to-DEC 
applications,  according  to  Dave 
Korf,  manager  of  wide-area 
networking  and  systems  at  DEC. 

In  addition  to  the  PROFS  inter¬ 
face,  Korf  said  that  the  enhanced 
SNA  gateway  would  support  ter¬ 
minal  emulation,  an  applications 
programming  interface  and  remote 
job  entry. 


DEC’S  interfaces  for  linking  dif¬ 
ferent  E-mail  systems  are  grouped 
under  DEC’S  Mailbus  product  fam¬ 
ily.  Other  Mailbus  products  in¬ 
clude:  the  Message  Router/S  Gate¬ 
way,  for  IBM’s  SNA  Distribution 
Services;  VAX  Mailgate  for  MCI, 
for  MCI  Communications  Corp.’s 
MCI  Mail  network;  and  the  Mes¬ 
sage  Router  X.400  Gateway,  for 
X.400  networks. 

The  Mailbus  products  are  de¬ 
signed  to  run  on  any  VAX  or  Micro- 
VAX  in  a  DECnet  network. 

The  message  routers  contained 
in  each  Mailbus  E-mail  gateway 
work  in  conjunction  with  either  of 
two  DEC-to-IBM  gateways.  Be¬ 
sides  the  newly  enhanced  DECnet/ 
SNA  Gateway,  which  runs  on  a 
DEC  PDP-11,  DEC  offers  VMS/ 
SNA,  which  is  a  VAX-resident  soft¬ 
ware  connection. 

The  VAX  Message  Router/P 
Gateway  is  priced  from  $1,500  for 
a  VAXstation  II  to  $36,000  for  a 
VAX  8800.  It  will  be  available  in 
March. 

The  enhanced  SNA  gateway, 
designated  VI. 4,  appears  to  the 
SNA  network  as  a  PU  2  node,  and 
to  the  DECnet  network  as  a  DEC¬ 
net  Phase  IV  end  node. 

It  works  with  MVS/SP  and  MVS/ 
XA,  VM/SP,  DOS/VSE/SP,  CICS/ 
VS,  IMS/VS,  ACF/VTAM  and  ACF/ 
NCP. 

The  DECnet/SNA  Gateway  soft¬ 
ware  is  priced  at  $16,500.  □ 
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TELENEX  Products 
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(Cable  Management/Network  Control) 
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(Unlimited  Bandwidth  Electronic  Switch) 
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(64  X  64  Ports) 

□  AUTOSCOPE 

(Protocol/Performance  Analyzer) 

□  PORTASCOPE 

(Field  Service  Test  Instrument) 

□  T-SCOPE 

(T 1  Data  Line  Monitor) 

□  Product  Literature 

□  Technical  Advice 

□  Demonstration 

□  Price  Quotation 
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►  CORPORATE  REORGANIZATION 

IBM  shuffles  core  units 

Seeks  agility  to  deal  with  market  flux. 


BY  PAM  POWERS 

Senior  Editor 


ARMONK,  N.Y.  —  IBM  last  week 
announced  a  major  corporate  re¬ 
structuring  that  shifts  power  from 
a  management  committee  to  five 
independent  business  units  man¬ 
aged  by  the  top  executive  in  IBM’s 
current  communications  organiza¬ 
tion. 

Effective  immediately,  the  five 
business  units,  organized  by  prod¬ 
uct  areas,  will  have  worldwide  de¬ 
velopment  and  marketing  responsi¬ 
bilities  in  addition  to  overseeing 
U.S.  manufacturing  operations. 

Formerly,  IBM  divisions  were 
steered  by  a  management  commit¬ 
tee  headed  by  Chairman  John 
Akers.  The  new  structure  is  de¬ 
signed  to  give  the  business  units 
more  authority  and  greater  flexi¬ 
bility  to  react  to  market  forces. 

Analysts  said  IBM’s  disappoint¬ 
ing  financial  results  in  past  quar¬ 
ters  prompted  the  changes. 


FCC  barred  from 
ordering  refunds 

continued  from  page  2 
pay  their  currently  pending  re¬ 
funds.  The  RBHCs  all  earned  be¬ 
yond  their  allowable  rates  in  1987; 
several  had  been  ordered  to  return 
in  excess  of  $30  million. 

BellSouth  Corp.,  which  was  to 
refund  $16  million  to  consumers, 
said  it  was  a  “good  decision’’  to 
strike  down  a  ruling  that  did  not 
provide  for  earnings  shortfalls  but 
penalized  for  excess  earnings. 

But  Sam  Simon,  president  of  the 
Washington,  D.C. -based  consulting 
firm  Issue  Dynamics,  Inc.,  called 
the  decision  “a  great  loss  of  a  regu¬ 
latory  system  that  protected  the 
consumer.’’ 

Simon  said  the  FCC  could  con¬ 
ceivably  keep  the  rate-of-return 
regulation  by  establishing  a  proce¬ 
dure  by  which  the  carriers  could 
recoup  earnings  shortfalls  by  rais¬ 
ing  rates.  Under  that  scenario,  Si¬ 
mon  said,  “If  in  a  bad  year,  compa¬ 
nies  fall  50%  below  their  author¬ 
ized  rate  of  return,  they  could 
double  or  triple  their  rates  to  make 
50%  above  that  rate  the  next  year. 
We  could  see  wild  price  swings.’’ 

“My  opinion  is  that  the  FCC  will 
use  this  as  another  reason  [to 
strengthen  its  case]  that  rate-of-re¬ 
turn  regulation  is  flawed,”  said 
George  Dellinger,  a  partner  with 
Washington  Analysis  Corp.  in 
Washington,  D.C. 

“Rather  than  spending  time  fix¬ 
ing  a  flaw  in  a  regime  they  don’t 
like,  they  will  ask  for  the  opportu¬ 
nity  to  implement  a  price  cap,”  he 
added. 

The  FCC  has  already  proposed, 
in  a  separate  filing,  that  rate-of-re- 
turn  regulation  be  abolished  and 
price  caps  be  imposed  on  the  carri¬ 
ers  instead.  AT&T  would  be  sub¬ 
jected  to  a  price  cap  first,  followed 
by  the  RBHCs.  □ 


A  new  organization,  IBM  United 
States,  assumes  responsibility  for 
all  U.S.  operations.  Under  IBM 
United  States  are  five  independent 
business  units  and  a  sixth  U.S. 
sales  and  service  unit.  That  unit, 
formerly  called  Information  Sys¬ 
tems  and  Communications  Group, 
is  now  the  U.S.  Marketing  and  Ser¬ 
vices  Group. 

IBM  named  Terry  Lautenbach, 
formerly  group  executive  of  the  In¬ 
formation  Systems  and  Communi¬ 
cations  Group,  to  the  post  of  gener¬ 


al  manager  of  IBM  United  States. 

The  new  business  units  are: 

■  IBM  Communications  Systems. 
Responsible  for  all  communications 
products,  this  unit  contains  two  di¬ 
visions,  the  Communication  Prod¬ 
ucts  Division  (CPD)  and  Rolm  Sys¬ 
tems  Division.  Ellen  Hancock, 
former  president  of  CPD,  was 
named  general  manager  of  IBM 
Communications  Systems.  James 
Vanderslice,  formerly  an  executive 
in  the  Information  Systems  and 
Products  Group,  was  promoted  to 
president  of  CPD. 

■  IBM  Enterprise  Systems.  This 
unit  takes  responsibility  for  IBM 
System/370  products  and  related 
operating  systems  software.  It  is 
headed  by  Carl  Conti,  former 
group  executive  of  the  Information 


Systems  and  Storage  Group. 

■  IBM  Application  Business  Sys¬ 
tems.  This  unit  oversees  IBM  Sys- 
tem/3X  products,  low-end  storage 
and  related  software.  Stephen 
Schwartz,  former  president  of  the 
Systems  Products  Division,  is  now 
general  manager  of  this  group. 

■  IBM  Personal  Systems.  This  unit 
is  responsible  for  personal  comput¬ 
ers,  typewriters,  some  peripherals, 
copiers,  publishing  systems  and  re¬ 
lated  software,  among  other 
things.  The  unit  is  headed  by  Gen¬ 
eral  Manager  George  Conrades,  for¬ 
mer  group  executive  of  Informa¬ 
tion  Systems  and  Products  Group. 

■  IBM  Technology  Products.  This 
unit  is  responsible  for  semiconduc¬ 
tors  and  packaging  for  systems 
and  technology  products.  □ 
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Should  A  Matrix  Switch  Determine 
Your  Network's  Mix  Of  Circuit  Types? 

TELENEX  Doesn ’t  Think  So! 

You  shouldn’t  have  to  compromise  network  performance  to  accommodate 
high-speed  circuits.  You  must  with  a  TDM  switch.  Its  common-bus  architec¬ 
ture  limits  your  circuit  mix.  The  aggregate  speed  of  all  circuits  cannot  ex¬ 
ceed  the  bus  capacity.  As  high-speed  circuits  are  added,  available  bandwidth 
and  switching  capacity  are  diminished.  Just  by  adding  a  single  T1  line  you 
will  suffer  a  4:1,  8:1,  or  16:1  port  reduction  (if  T1  lines  can  be  handled  at  all)! 

Inevitably  there  will  be  a  conflict  for  service.  Who  gets  cut?  Who  gets  served? 

It’s  a  “no  win”  proposition. 

We  have  the  solution.  The  AGTONEX  Matrix  Switch.  It’s  a  TRUE  circuit 
switch  that  supports  high-speed  circuits  without  compromising  system  port 
capacity.  Every  circuit  has  an  independent  high-speed  path.  There’s  no  bus 
to  share. 

What  does  all  this  mean?  You  can  configure  an  AGTONEX  Matrix  Switch 
with  circuits  that  suit  your  network’s  requirements. 

•  Any  types  —  RS-232,  RS-449,  X.21,  V.35,  Tl,  G.703,  Coax,  etc. 

•  Any  speeds  —  from  50  bps  to  2.048  Mbps  and  beyond. 

•  Even  4-wire  analog. 

To  learn  more  about  the  advantages  offered  by  the  innovative  AGTONEX 
Matrix  Switch,  call  or  write. 
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Thie ^circuit  matrix  switching  from 
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LAN  firms  take  show  by  storm 
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network  market,  but  it  also  indi¬ 
cates  the  blurring  line  between  lo¬ 
cal-  and  wide-area  networks,  ac¬ 
cording  to  Darrell  Miller,  vice- 
president  for  corporate  marketing 
with  Novell,  Inc. 

Novell  and  a  number  of  other  lo¬ 
cal  networking  companies,  includ¬ 
ing  SynOptics  Communications, 
Inc.  and  lOnet  Communications, 
Inc.,  debuted  products  at  ComNet. 

Exhibiting  at  ComNet  for  the 
first  time,  Novell  announced 
NetWare  LU  6.2,  software  for  its 
family  of  Systems  Network  Archi¬ 
tecture  gateways  that  supports 
IBM’s  LU  6.2  protocol.  Novell  also 
introduced  two  Token-Ring  Net¬ 
work  gateway  products  that  pro¬ 
vide  direct  connections  to  IBM 
hosts. 

Novell,  like  Apple  Computer, 
Inc.  (“Apple  to  unveil  LU  6.2  gate¬ 
way  for  Macintosh,”  AW,  Jan.  25), 
has  joined  the  growing  ranks  of 
vendors  supporting  LU  6.2,  IBM’s 
protocol  for  program-to-program 
communications.  Novell  officials 
said  the  company  sees  support  for 
LU  6.2  as  part  of  a  larger  strategy 
of  helping  users  link  their  local 
networks  to  host  computers. 

Along  these  lines,  the  company 
announced  last  week  that  it  plans 
to  integrate  its  mainframe  commu¬ 
nications  products  into  NetWare 
and  will  expand  NetWare  connec¬ 
tivity  to  other  computing  environ¬ 
ments.  The  company  will  announce 
basic  3270-emulation  software  for 
workstations  will  be  included  with 
its  high-end  NetWare  offering,  ac¬ 
cording  to  Robert  Craven,  presi¬ 
dent  of  Novell’s  Communications 
Products  Division.  Gateway  soft¬ 
ware  will  be  integrated  into 
NetWare  in  the  future. 

NetWare  LU  6.2  consists  of  soft¬ 
ware  for  both  the  gateway  and  net¬ 
work  workstations.  It  is  designed 
to  support  network  applications 
that  use  LU  6.2  for  host  communi¬ 
cations. 

It  also  supports  3270-terminal 
and  host  emulation.  This  capabili¬ 
ty  is  unique  in  the  market,  said 
Craig  Burton,  senior  vice-president 
of  corporate  development  at  No¬ 
vell.  The  ability  to  toggle  between 
LU  6.2  and  3270  terminal-emula¬ 
tion  sessions  is  important  because 
“old  3270  applications  won’t  just 
go  away,”  Burton  said. 

The  NetWare  LU  6.2  software 
initially  will  be  implemented  on  a 
Token-Ring  or  coaxial  cable  gate¬ 
way  connected  to  an  IBM  3174  con¬ 
troller.  These  gateways  support 
128  and  five  host  sessions,  respec¬ 
tively.  Future  versions  of  NetWare 
LU  6.2  will  support  up  to  40  host 
sessions  through  a  cluster  control¬ 
ler  gateway,  and  16  or  64  sessions 
over  a  Synchronous  Data  Link  Con¬ 
trol  gateway. 

NetWare  LU  6.2  was  designed  to 
be  hardware-  and  vendor-indepen- 
dent.  As  a  result,  it  can  be  used 
with  coaxial  interface  boards  from 
Novell  as  well  as  from  Digital  Com¬ 
munications  Associates,  Inc.  (DCA) 
and  other  vendors.  It  will  run  on 
all  NetWare-supported  local  net¬ 
works  as  well  as  over  Network  Ba¬ 
sic  I/O  System-compatible  local 


nets  from  other  vendors.  The  soft¬ 
ware  currently  operates  under  MS- 
DOS;  OS/2  will  be  supported  in  a 
future  version. 

Novell  sees  LU  6.2  as  central  to 
IBM’s  Systems  Application  Archi¬ 
tecture,  which  is  aimed  at  provid¬ 
ing  applications  and  communica¬ 
tions  compatibility  across  the 
range  of  IBM’s  systems.  Burton 
said.  For  OS/2  networking,  LU  6.2 
will  eventually  replace  the  Server 
Message  Block  protocols  now  used 
for  workstation-to-server  commu¬ 
nications,  he  said. 

LU  6.2  capabilities  are  impor¬ 
tant  because  IBM  has  identified  LU 
6.2  as  its  long-term  strategy  for 


peer-to-peer  networking,  according 
to  Douglas  Gold,  senior  analyst  at 
International  Data  Corp.,  a  Fra¬ 
mingham,  Mass.-based  research 
firm.  “It’s  a  shrewd  move  for 
them.  Novell  is  setting  the  stage 
for  its  LANs  and  IBM’s  to  commu¬ 
nicate  on  a  peer-to-peer  basis,”  he 
said. 

Novell’s  new  Token-Ring  gate¬ 
way  provides  a  direct  Token-Ring 
connection  to  IBM  hosts  via  an  IBM 
3725  front-end  processor  or  3174 
controller.  This  gateway  software 
can  be  used  with  any  IBM  Token- 
Ring  or  compatible  network  inter¬ 
face  card.  It  can  run  on  a  Novell 
server  or  IBM  Personal  Computer, 
XT,  AT,  Personal  System/2  or  com¬ 
patible.  Networked  workstations 
must  run  3270-emulation  software. 


An  alternative  to  the  gateway, 
the  NetWare  Token  Ring  .  Multi 
product,  provides  a  single  user  on 
a  network  with  multiple  concur¬ 
rent  host  sessions  through  a  direct 
Token-Ring  connection  to  a  host. 
As  many  as  five  3270  display  ses¬ 
sions,  four  printer  sessions  and  one 
DOS  session  are  supported. 

NetWare  LU  6.2  will  be  included 
free  of  charge  with  all  Novell  gate¬ 
ways  beginning  in  the  second  quar¬ 
ter.  Upgrades  for  existing  gate¬ 
ways  cost  $100.  The  NetWare 
Token  Ring  Gateway  is  priced  at 
$550,  and  the  Token  Ring  Multi  is 
$395.  Both  will  be  available  during 
the  second  quarter  of  1988. 

In  a  development  that  could  low¬ 
er  the  cost  of  installing  an  Ether¬ 
net  network,  SynOptics  and  Mi- 
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com-Interlan,  Inc.  jointly  intro¬ 
duced  an  Ethernet  card  that  incor¬ 
porates  an  on-board,  personal  com¬ 
puter-based  transceiver  for 
unshielded  twisted-pair  wiring. 
Previously,  running  Ethernet  over 
twisted  pair  required  an  outboard 
transceiver  between  the  worksta¬ 
tion  and  the  wire. 

The  new  card  reduces  the  cost 
per  connection  for  a  SynOptics  net¬ 
work  from  about  $500  to  about 
$410,  according  to  Michael  Clair, 
vice-president  for  marketing  and 
sales  at  the  company. 

lOnet  Communications,  a  local 
networking  subsidiary  of  DCA,  an¬ 
nounced  a  Transmission  Control 
Protocol/Internet  Protocol  inter¬ 
face  that  enables  the  company’s 
lOnet  local  network  to  support 


TCP/IP  protocols. 

The  company  said  TCP/IP  sup¬ 
port  means  lOnet  users  will  be  able 
to  connect  Digital  Equipment  Corp. 
VAXes  and  Unix-based  machines 
to  their  networks. 

Aiming  for  a  share  in  the  gov¬ 
ernment  market,  where  TCP/IP  is 
widely  used,  lOnet  signed  a  con¬ 
tract  earlier  this  month  that  will 
allow  the  company  to  port  Net¬ 
work  Research  Corp.’s  TCP/IP 
software  to  its  own  network. 

lOnet  also  announced  a  new  re¬ 
lease  of  lOnet  local  networking 
software,  called  lONet  3.3,  that 
provides  disk  caching.  The  purpose 
of  disk  caching  is  to  store  more 
data  in  memory,  as  opposed  to 
disk,  and,  thus,  increase  network 
performance.  □ 


►  COMNET  ’88 


adds  to  X.25  line, 
enhances  3737  unit 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 

WASHINGTON,  D.C.  —  In  a  se¬ 
ries  of  product  announcements  at 
Communication  Networks  ’88  last 
week,  IBM  buttressed  its  X.25  net¬ 
work  offerings,  doubled  the  capac¬ 
ity  of  its  3737  mainframe  channel- 
to-channel  connector  and  pledged 
to  expand  its  voice  network  man¬ 
agement  offerings. 

The  X.25  products  address  ana- 


Everything  you  need  to  make  ends  meet. 


If  you  re  shopping 
for  short  haul,  you 
can  make  all  the 
right  connections 
with  just  one  call. 

To  Digital  Microwave.  Well  give  you  18  GHz  wideband 
microwave  with  672  circuits;  23  GHz  narrowband 
with  96.  And  fiber  optics  lightwave  that 
transmits  three  miles  without 
adding  repeaters. 

Our  high-gain 
systems  will  get  you  by 
with  smaller  antennas.  Or 
carry  your  message  over 
longer  distances. 

Even  in  the  middle  of 
nowhere.  Our  portable  short 
haul  system  comes  self-contained 

in  cushioned  road  cases,  perfect  for  quick  starts 
and  remote  locations. 

All  of  which  may  explain 
why  weVe  connected  more  than 
1,000,000  short  haul  circuit  miles 
around  the  world. 

And  if  that  number  seems 
impressive,  just  try  this  one: 

(800)  DMC-mVE. 

Digital 
microujQve 

HOW  TO  MAKE  ENDS  MEET 

170  Ro.se  Orchard  Wav;  San  Jose,  CA  95134 
O^New'York  408/943-0777 

publislier  tran.smits 
60  miles  to  their 
Newjersey  office. 


Our  DMC  23  portable 
is  the  best  system  going. 


lysts’  criticisms  that  IBM’s  X.25 
products  are  poor  performers,  too 
expensive  and  inadequately  sup¬ 
ported.  “IBM  customers  have  had 
difficulty  justifying  X.25  within 
their  SNA  networks,’’  said  Atul 
Kapoor,  vice-president  at  Kap- 
tronix,  Inc.,  a  Haworth,  N.J.,  con¬ 
sulting  firm. 

Last  week,  IBM  made  X.25  SNA 
Interconnection  (XI)  a  fully  sup¬ 
ported,  licensed  product.  Previous¬ 
ly,  it  was  available  only  as  a  spe¬ 
cial  option.  XI  enables  devices  with 
X.25  interfaces  to  be  supported  in 
SNA  networks.  A  second  release  of 
the  product,  which  will  be  avail¬ 
able  in  December,  is  said  to  provide 
improved  performance,  ease  of  use 
and  connectivity  options. 

The  company  also  unveiled  X.25 
SNA  Network  Supervisory  Func¬ 
tion,  which  enables  IBM’s  NetView 
network  management  tools  to  con¬ 
trol,  monitor,  test  and  collect  per¬ 
formance  information  from  X.25 
equipment.  “It  was  essential  for 
IBM  to  provide  NetView  support 
for  X.25  equipment,”  said  Frank 
Dzubeck,  president  of  Communica¬ 
tions  Network  Architects,  Inc.,  a 
Washington,  D.C.  consulting  firm. 

X.25  SNA  Network  Supervisory 
Function  comes  in  two  versions. 
The  first  release  will  be  available 
in  June,  and  the  second,  which  will 
enable  customers  to  add  nodes  to 
an  X.25  network  dynamically,  will 
be  shipped  in  October.  A  one-time 
licensing  fee  costs  between 
$12,000  and  $19,200. 

IBM  also  said  it  has  rewritten  its 
Network  Control  Program  Packet 
Switching  Interface  (NPSI)  and 
boosted  NPSI  performance  by  more 
than  40%.  NPSI  enables  an  IBM 
front-end  processor  to  be  directly 
connected  to  an  X.25  transport 
link.  Prior  to  the  announcement, 
many  customers  were  reportedly 
unhappy  with  NPSI’s  performance. 

IBM  did  not,  however,  lower 
prices  for  X.25  products,  a  common 
user  complaint.  Onetime  charges 
for  XI  range  from  $15,120  to 
$75,600  and  carry  a  monthly 
charge  ranging  from  $420  to 
$2,100. 

NSPI’s  licensing  fees  run  be¬ 
tween  $12,000  and  $32,400,  with 
monthly  fees  ranging  from  $250  to 
$675. 

Also  at  ComNet,  IBM  announced 
it  had  doubled  the  capacity  of  its 
3737  Remote  Channel-to-Channel 
’Unit.  Model  2  of  the  3737  is  a 
stand-alone  control  unit  that  en¬ 
ables  IBM  System/370-type  hosts 
to  be  channel-attached  using  T-1 
1.54M  bit/sec  digital  network  ser¬ 
vices.  In  European  applications, 
the  3737  will  support  T-1  equiva¬ 
lents  at  2.084M  bit/sec.  The  unit  is 
said  to  provide  point-to-point,  bi¬ 
directional  connections  under  the 
management  of  NetView/PC  with 
generic  alerts  sent  to  NetView. 

Because  it  supports  bidirectional 
links,  a  3737  actually  provides  a 

See  page  46 
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“TransLAN  GAVE  US  TRANSPARENT  COMMUNICAnON 
BETWEEN  PEOPLE  AND  EQUIPMENT  ACROSS  THE  COUNTRY.  ” 

— Douglas  Fcmbaim, 

VP  and  General  Manager,  ASIC  Division,  VLSI  Technology,  Inc. 


AS  a  rapidly  growing  leader 
,  in  the  Application  Specific 
Integrated  Circuit  (ASIC)  market, 
VLSI  Technology,  Inc.  needed 
to  be  able  to  easily  move  ASIC 
design  files  and  to  share  software 
design  tools  between  its  locations 
across  the  country — ^with  absolute 
accuracy.  A  network  of  leased 
lines  just  wasn’t  cutting  it 
anymore. 

VLSI  Technology  looked  at 
a  lot  of  alternatives.  They  chose 
Vitalink. 

Vitalink  interconnected  the 
LANs  at  each  facility  with  its 
TransLAN®  bridges,  using  its 
SatLAN^"  satellite  system  for  the 
long,  cross-country  hops,  and 
leased  lines  and  T1  microwave 
for  the  shorter  links. 

Fairbairn  says  this  about  the 
results:  “We  needed  to  improve 
our  communications  fast  to  keep 
our  competitive  advantage. 
Vitalink  met  our  tough  schedule 


and  the  system  worked  from 
day  one.  And  when  it  came  on 
line,  the  noise  and  problems 
we’d  been  having  with  our  data 
communications  disappeared 
and  our  connectivity  improved 
by  orders  of  magnitude.” 

TransLAN  can  help  you  gain 
a  competitive  edge  too.  TransLAN 
transparently  connects  your 
scattered  LANs  into  an  integrated 
wide  area  network  based  on  the 
IEEE  802.3  standard:  the  802 
WAN^**.  Your  people  can  share 
resources  and  data  throughout 
your  network — quickly,  easily, 
and  economically — ^whether 
they’re  around  the  corner  or 
around  the  world. 

TransLAN  and  the  802  WAN 
are  improving  network  perfor¬ 
mance,  connectivity,  and  manage¬ 
ability  in  over  2,000  locations 
right  now.  Call  the  TransLAN  Sales 
Support  Staff  today  to  learn  how 
you  can  improve  your  networks. 


your  productivity,  and  your 
profits  at  (800)  443-5740  or 
in  CA  (415)  794-1100.  Or  fill  out 
the  coupon  below  and  send  to 
Vitalink  Communications 
Corporation,  6607  Kaiser  Drive, 
Fremont,  CA  94555-9989. 


VITAUNK 

COMMUNICATIONS  CORPORATION 


Please  send  me  more  information 

Name _  Title _ 

Company _ 

Address - 

City - State _ Zip  Code - 

Telephone  L _ 2 _  Ext.  - 

Address  to:  Vitalink  Communications  Corporation, 
6607  Kaiser  Drive,  Fremont,  CA  94555-9989  mt  2-1 
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BELLCORE  appointee  to  usher  in  iSDN 

Bell  Communications  Research,  Inc.  recently  named  Patrick  White  to  the  post  of  assis¬ 
tant  vice-president  of  new  architecture  and  services  concepts  planning.  White  will  be  re¬ 
sponsible  for  overseeing  and  assisting  in  BELLCORE’S  attempts  to  evolve  the  current  tele¬ 
phone  system  into  a  software-controlled  network  that  will  support  Integrated  Services 
Digital  Network. 


►  NETWORK  MANAGEMENT 

Netiine  offers  mid-sized 
firms  net  control  option 


BY  PAM  POWERS 

Senior  Editor 


WASHINGTON,  D.C.  —  Start-up  Netiine 
Communications  Corp.  made  its  debut  here  last 
week  with  a  facilities-based  network  manage¬ 
ment  system  aimed  at  mid-sized  users  with  pri¬ 
vate  networks. 

Netiine  claims  to  be  the  first  company  to  pro¬ 
vide  a  customized  network  management  service 
that  is  both  carrier-  and  hardware-indepen¬ 
dent,  and  that  can  be  managed  either  at  the 
user  site  or  from  a  central  location.  The  co¬ 
founders  developing  this  comprehensive  man¬ 
agement  package  are  former  Telco  Systems,  Inc. 
Chairman  and  Chief  Executive  Officer  Philip 
Otto  and  former  US  Sprint  Communications  Co. 
Director  of  Transmission  Engineering  Ming  Lee. 

“We  have  expertise  we  can  package  for  users 
that  they  otherwise  wouldn’t  have  access  to,” 
said  Otto,  Netiine  chairman  and  CEO.  “Users  to¬ 
day  need  specialists  to  optimize  their  net¬ 
works.” 

Otto  and  Lee,  in  conjunction  with  Darrell 
Yim,  former  manager  of  network  services  for 
Macy’s  California,  Inc.,  are  developing  a  man¬ 
agement  system  that  will  be  available  by  the 
third  quarter  of  this  year  and  will  complement 
currently  available  capabilities,  Otto  said. 

The  six  individual  service  modules  that  will 


be  available  for  users  to  purchase  independent¬ 
ly  are:  network  management,  including  surveil¬ 
lance  and  control;  system  engineering  and  inte¬ 
gration,  including  design  and  capacity 
planning;  transmission  services  management; 
administration  and  operation;  maintenance; 
and  equipment  financing. 

Those  services  that  do  not  require  the  aid  of 
the  network  management  software  are  avail- 

Netiine  debuts  at  ComNet  ’88 

Business: 

H  Third-party  private  network  management  services 

. .  .  •  ,  .  .  .  .  .... 

Founders: 

□  Philip  Otto,  former  chairman  and  chief  executive  officer, 
Telco  Systems,  Inc. 

□  Ming  Lee,  former  director  of  transmission  engineering, 

US  Sprint  Communications  Co. 

0  Darrell  Yim,  former  manager  of  network  services,  Macy’s  i 
California,  Inc. 

Target  user: 

SI  Medium-sized  company  with  a  private  network 

Distribution  channel: 

0  Direct,  Initially  targeting  California  and  the  East  Coast 

Competitors: 

H  PacTei  Spectrum  Services 

113  Codex  Corp. 

Service  availability:  f 

0  Third-quarter  1988 

SOURCE:  NETUNE  COI^MUNICATIONS  CC«P.,  SAN  MATEO,  CAUF. 


able  immediately  to  users  and  include  configu¬ 
ration  control,  surveillance,  operations  and  ac¬ 
counting.  Netiine  will  provide  the  remaining 
services  with  the  aid  of  a  system  data  base  that 
will  contain  detailed  information  on  every  cus¬ 
tomer’s  network. 

The  system  will  run  on  a  32K  bit/sec  micro¬ 
processor-based  computer  system  that  will 
most  likely  support  three  software  platforms, 
according  to  Lee,  Netline’s  vice-president  of  op¬ 
erations  and  technology.  It  is  certain  that  the 
system  will  run  Unix,  and  it  may  also  run  OS/2 
and  MVS,  he  said.  The  system  will  interface 
with  a  variety  of  protocols,  including  IBM’s 
NetView  and  the  International  Standards  Orga¬ 
nization’s  Open  Systems  Interconnect  (OSI),  by 
processing  different  forms  of  text  into  a  uni¬ 
form  format. 

While  some  parts  of  the  software  will  be  de¬ 
veloped  in-house,  Otto  said  Netiine  will  also 
rely  on  other  vendors’  systems.  “There  are  a  lot 
of  sophisticated  network  management  tools  out 
there  that  work  well.  We’re  not  going  to  rein¬ 
vent  the  wheel.  We  are  evaluating  what  prod¬ 
ucts  to  package  into  our  service  on  an  OEM  ba¬ 
sis.” 

The  service  that  Netiine  will  offer  with  the 
help  of  Lee’s  management  system  is  different 
from  other  similar  services  on  the  market  in 
that  it  provides  either  centralized  or  on-site 
management  of  multi  vendor  networks.  Users 
can  also  choose  among  a  number  of  service 
modules  that  allow  them  to  give  to  Netiine  as 
much  or  as  little  responsibility  as  they  wish. 

“We  can  take  over  the  entire  network  for  the 
company  by  putting  in  our  hardware  at  the  cus¬ 
tomer  site,  or  we  can  manage  the  network  from 
an  outside  location  and  interface  with  the  cus- 

See  page  10 


►  CONSOLIDATION 

AT&lJ  to  phase 
out  SLC  facility 

Streamlining  affects  3,300  jobs, 

BY  PAM  POV^RS 

Senior  Editor 


WINSTON-SALEM,  N.C.  —  Citing  the  increased  effi¬ 
ciency  of  new  technologies  such  as  fiber  optics,  AT&T  re¬ 
cently  said  it  will  phase  out  its  manufacturing  facility 
here,  which  employs  3,300  workers. 

AT&T  will  consolidate  the  operations  of  this  facility, 
which  manufactures  subscriber  loop  carrier  (SLC)  cable 
and  electronics  equipment,  into  other  manufacturing  loca¬ 
tions  in  Massachusetts  and  Oklahoma  over  a  three-  to 
five-year  period. 

AT&T  will  first  try  to  relocate  some  of  the  3,300  em¬ 
ployees  from  the  facility  here  to  one  of  the  two  other 
plants.  Barring  the  need  for  extra  people  at  those  sites, 
the  spokesman  said  AT&T  will  offer  early  retirement  or, 
as  a  last  resort,  will  lay  off  the  remaining  staff. 

The  phaseout  period  is  designed  to  ensure  continued 
availability  of  the  SLC  products,  a  spokesman  said.  The 
facility  here  will  cease  manufacturing  only  when  the  al¬ 
ternate  facilities  are  prepared  to  pick  up  the  slack. 

The  SLC  Series  5  is  viewed  as  one  of  AT&T’s  key  prod¬ 
uct  lines,  the  spokesman  said.  It  is  used  in  AT&T’s  Fiber 
to  the  Home  trials  and  is  critical  to  AT&T’s  attempts  to 
sell  information  services  directly  to  the  customer  over  the 

See  page  10 


INDUSTRY  EYE 


JOHN  DIX 


Industry  alliances  abound 


The  strategic  alliances  recently 
formed  by  Hewlett-Packard  Co., 
Northern  Telecom,  Inc.  and  Codex 
Corp.  are  simply  the  freshest  evidence 
that  it  is  becoming  increasingly  more 
difficult  for  companies  to  go  it  alone. 

Indeed,  the  company  Jostling  —  the 
mergers,  acquisitions  and  joint  devel¬ 
opment  and  marketing  deals  —  that 
have  taken  place  in  the  past  12 
months  may  represent  the  most  hectic 
activity  in  the  industry’s  history. 

In  the  case  of  HP,  the  Palo  Alto, 
Calif.-based  minicomputer  maker  has 
teamed  up  with  switch  maker  North¬ 
ern  Telecom  for  sorely  needed  voice 
network  technology,  and  it  has  teamed 
with  Codex  for  wide-area  data 
networking  products.  All  three  compa¬ 
nies  have  reportedly  agreed  to  bid  to¬ 
gether  for  some  integrated  network 
contracts. 

A  week  before  the  HP  deal  broke, 
the  high  news  of  the  week  included 
four  strategic  alliances: 

■  Personal  computer  software  vendors 
Microsoft  Corp.  and  Ashton-Tate  an¬ 
nounced  that  they  have  teamed  up  to 


provide  a  distributed  relational  data 
base  management  system  for  IBM  OS/2 
environments. 

■  Apple  Computer,  Inc.  and  Digital 
Equipment  Corp.  announced  an  agree¬ 
ment  to  jointly  develop  products  to 
bring  Apple  microcomputers  into  the 
DECnet  fold. 

■  AT&T  and  NCR  Corp.  entered  into  a 
joint  marketing  agreement  to  offer  re¬ 
tailers  turnkey  voice  and  point-of-sale 
networks. 

■  AT&T  upped  its  stake  in  the  Nether¬ 
lands-based  company  Philips  Telecom¬ 
munications  B.V.,  its  joint  venture 
with  Philips  Industries,  N.V. 

For  the  record,  and  the  history 
books,  here’s  a  brief  list  of  some  of 
the  other  major  deals  that  went  down 
in  the  past  12  months: 

■  Mitel  Corp.  announced  plans  to  ac¬ 
quire  its  largest  distributor,  the  RCA 
Telephone  Systems  Business  of  Gener¬ 
al  Electric  Co. 

■  AT&T  acquired  a  20%  share  in  Sun 
Microsystems,  Iqc. 

■  Vodavi  Technology  Corp.  bought 

See  page  10 
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RBHC  EARNINGS 


Note:  The  1987 fiscal  year  for  all 
regional  Bell  holding  companies 
ended  Dec.  31,  1987. 

US  West,  Inc.  posted  a  9.6%  in¬ 
crease  in  earnings  for  fiscal  1987, 
to  $  1  billion  as  compared  with 
$924.3  million  in  1986.  Revenue 
climbed  to  $8.4  billion,  up  less  than 
2%  compared  with  $8.3  billion  last 
year.  Unregulated  operations  con¬ 
tributed  $8.3  million  to  earnings 
for  the  year,  compared  with  a  con¬ 
tributed  loss  of  $82.9  million  in 
1986.  US  West  said  the  results 
were  in  line  with  expectations. 

Pacific  Telesis  Group  reported 
net  income  for  the  year  of  $950 
million,  down  from  the  $1.08  bil¬ 
lion  posted  for  1986.  Revenue  for 
1987  grew  to  $9.13  billion,  up  from 
$8.98  billion  in  1986.  The  company 
said  earnings  for  the  year  were  de¬ 
pressed  by  several  factors,  most  of 
which  occurred  in  the  fiscal  fourth 
quarter.  Those  included  an  early 
retirement  program,  a  restructur¬ 
ing  of  unregulated  operations  and 
the  impact  of  a  California  Public 
Utilities  Commission  ruling  that 
affected  Pacific  Bell’s  rates.  For 


US  West  Network  Systems, 
Inc.,  the  unregulated  arm  of  US 
West,  Inc.  that  makes  and  markets 
network  management  software, 
said  it  will  redeploy  about  17%  of 
its  work  force,  or  fewer  than  20 
people  out  of  106,  in  an  effort  to 
eliminate  job  duplication  and  to 
keep  the  unit  performing  according 
to  plan. 

A  company  spokesman  de¬ 
scribed  the  action  as  streamlining 
rather  than  downsizing;  he  empha¬ 
sized  that  the  division  will  contin¬ 
ue  to  hire  staff  for  new  functions. 
Duplicate  staff  will  be  set  up  with 
other  jobs,  most  likely  within  US 


Netline  offers 
net  control 

continued  from  page  9 
tomer  through  an  information  ter¬ 
minal.  That  way  the  customer  can 
share  control,”  Lee  explained. 

Otto  said  the  need  for  Netline- 
type  services  is  growing  rapidly 
among  medium-sized  users. 

“Users  don’t  want  to  scrap  their 
old  equipment  and,  as  a  result, 
they  develop  complex  multivendor 
environments  as  they  grow.  I  see 
some  integrating  and  consolidating 
capabilities  that  we  can  provide 
through  our  service  that  aren’t  go¬ 
ing  to  take  three  years  and  $30 
million  to  develop.” 

Currently,  Netline’s  only  com¬ 
petitors  are  PacTel  Spectrum  Ser¬ 
vices  and  Codex  Corp.,  both  of 
which  offer  similar  facilities-based 
management  services.  AT&T,  of 
course,  offers  such  a  service,  but 
Otto  said  the  carrier  targets  the 
high  end  of  the  user  population. 

Netline  is  unique,  he  insisted, 
because  of  its  modular  approach 


the  year,  nonregulated  operations 
contributed  $1.38  billion  to  reve¬ 
nue,  up  from  $1.33  billion  in  1986. 

Southwestern  Bell  Corp.’s 

fourth-quarter  and  year-end  1987 
results  last  week  showed  revenue 
for  the  year  grew  to  $8  billion, 
compared  with  1986  results  of  $7.9 
billion.  Earnings  rose  to  $1.05  bil¬ 
lion,  up  from  $1.02  billion  last 
year.  Commenting  on  the  results. 
Chairman  and  Chief  Executive  Of¬ 
ficer  Zane  Barnes  said  factors  in¬ 
cluding  the  sluggish  economy  of 
Southwestern  Bell’s  five-state  re¬ 
gion  and  the  recent  acquisition  of 
cellular  and  paging  businesses 
were  instrumental  in  depressing 
earnings  for  the  year. 

Ameritech’s  income  grew  4.4% 
for  the  year,  to  $1.19  billion,  com¬ 
pared  with  $1.14  billion  in  1986. 
Revenue  also  increased  slightly,  to 
$9.54  billion,  compared  with  $9.36 
billion  in  1986.  The  Enterprise 
Group  of  unregulated  Ameritech 
companies  contributed  more  than 
half  the  company’s  income  growth 
for  the  year.  Ameritech  cited  high¬ 
er  expenses  for  the  year  from  in- 


West.  The  spokesman  would  not 
comment  on  whether  Network  Sys¬ 
tems  is  profitable  but  said  the  unit 
is  “solidly  on  plan  and  doing  very 
well  financially.” 

British  Telecommunications 

pic  said  last  week  it  will  restruc¬ 
ture  its  international  value-added 
services  in  an  effort  to  become  a 
worldwide  leader  in  electronic  mail 
and  other  data  services.  The  com¬ 
pany’s  Dialcom,  Inc.  subsidiary, 
based  in  Rockville,  Md.,  will  be  ex¬ 
panded  to  include  the  operations  of 
the  four  Value  Added  Services  Di¬ 
visions  that  market  to  the  U.S., 


and  its  emphasis  on  targeting  the 
medium-sized  user.  Otto  defined 
that  group  as  those  that  spend  $1 
million  to  $15  million  a  year  on 
communications. 

Netline’s  service  comes  at  a  time 
when  industry  watchers  are  say¬ 
ing  users  are  starting  to  demand 
more  control  over  their  own  net¬ 
works. 

Users  are  more  wary,  the  pun¬ 
dits  observe,  of  turning  over  man¬ 
agement  to  a  third  party. 

Otto  hastened  to  allay  any  fears 
that  Netline’s  service  would  en¬ 
croach  on  the  user’s  turf.  “We’re 
not  trying  to  replace  the  telecom 
manager.  We  want  to  be  his  sup¬ 
port  —  to  allow  him  to  take  his  eye 
off  the  day-to-day  problems  and 
give  him  time  to  focus  on  how  to 
optimize  his  resources.” 

Because  of  its  limited  resources, 
Netline  will  initially  have  to  focus 
on  selling  to  users  based  in  Califor¬ 
nia  and  on  the  East  Coast.  “We 
cannot  fail  to  deliver  this  service, 
and  we  have  to  have  critical  mass 
behind  the  offering,”  Otto  said.Q 


creased  depreciation,  higher  wages 
and  costs  associated  with  growth 
in  unregulated  subsidiaries. 

Nynex  Corp.  posted  a  5%  in¬ 
crease  in  yearly  income,  to  $1.3  bil¬ 
lion  as  compared  with  $1.2  billion 
in  1986.  Revenue  climbed  to  $12.1 
billion,  up  from  $11.3  billion  for 
1986.  Chairman  Delbert  Staley  said 
substantial  investments,  such  as 
those  to  unregulated  businesses, 
cut  into  income  growth  for  the 
year  and  more  than  $2  billion  was 
spent  to  maintain  and  upgrade  the 
RBHC’s  network. 

Bell  Atlantic  Corp.  reported  a 
6%  increase  in  earnings  to  $1.24 
billion,  as  compared  with  $1.17  bil¬ 
lion  in  1986.  Revenue  grew  from  a 
1986  total  of  $9.9  billion  to  $10.3 
billion  this  past  year.  The  Bell  At¬ 
lantic  Enterprise  unregulated  oper¬ 
ations  contributed  $46.5  million  to 
earnings  for  the  year,  on  revenue 
of  $876.5  million.  Chairman  and 
Chief  Executive  Officer  Thomas 
Bolger  emphasized  that  a  corpo¬ 
rate  restructuring  that  took  place 
on  Jan.  1,  1988  will  contribute  to 
strong  future  earnings  growth. □ 

BellSouth  Corp.  earnings  figures 
were  not  available  at  press  time. 


UK,  Europe  and  selected  other 
countries.  The  reorganization  will 
create  a  division  that  will  employ 
more  than  900  people,  and  it  is  ex¬ 
pected  to  generate  about  $100  mil¬ 
lion  in  income  its  first  year. 

Microcom,  Inc.  last  week  an¬ 
nounced  its  acquisition  of  Meridian 
Technology,  Inc.,  an  Irvine,  Calif. - 
based  company  that  markets  com¬ 
munications  software  for  IBM  Per¬ 
sonal  Computers  and  compatibles. 
Microcom  said  the  Meridian  prod¬ 
uct  line  represents  an  “ideal  fit” 
with  Microcom’s  line  of  protocol 
modems,  local  network  bridges  and 
Integrated  Services  Digital  Net- 
work-compatible  interfaces.  Terms 
of  the  deal  were  not  disclosed.  □ 


AT&T  to  phase 
out  SLC  facility 

continued  from  page  9 
local  loop.  However,  advances  in 
microelectronics  and  software  and 
the  high  capacity  of  fiber  optics 
have  reduced  the  need  for  SLC  sys¬ 
tems. 

“We  are  becoming  much  more 
efficient,”  the  spokesman  said. 
“To  remain  competitive,  we  have 
to  continue  to  reduce  our  manufac¬ 
turing  costs.” 

The  Massachusetts  factory  cur¬ 
rently  manufactures  lightwave 
equipment  and  other  transmission 
facilities.  The  Oklahoma  plant 
manufactures  AT&T’s  5ESS  central 
office  switch. 

In  the  fourth  quarter  of  1986, 
AT&T  posted  a  onetime  $3.2  billion 
charge  to  earnings,  $1  billion  of 
which  was  slated  for  consolidation 
of  warehouses  and  other  facilities. 
The  company  will  use  that  money 
to  pay  for  the  costs  associated 
with  the  plant  closing,  including 
severance  payments.  O 


Industry 

alliances  abound 

continued  from  page  9 

Contel  Corp.’s  Executone  unit. 

■  Vodavi  also  merged  with  ISOE- 
TEC  Communications,  Inc. 

u  Memorex  International  N.V. 
picked  up  The  Telex  Corp. 

■  Timeplex,  Inc.  was  acquired  by 
Unisys  Corp. 

u  DEC  formed  alliances  with 
Northern  Telecom,  Mitel,  NEC 
America,  Inc.  and  other  private 
branch  exchange  makers  as  part  of 
its  Computer  Integrated  Telephony 
project. 

■  Digital  Communications  Asso¬ 
ciates,  Inc.  added  local  network 
maker  Fox  Research,  Inc.  to  its 
growing  list  of  holdings,  which  in¬ 
clude  recently  acquired  T-1  multi¬ 
plexer  maker  Cohesive  Network 
Corp. 

u  Paradyne  Corp.  established  a  re¬ 
sale  agreement  with  T-1  vendor 
Spectrum  Digital  Corp. 
u  Codex  inked  a  pact  with  T-1  mul¬ 
tiplexer  maker  StrataCom,  Inc. 
u  Apple  bought  a  minority  interest 
in  'Touch  Communications,  Inc.,  a 
company  that  develops  network 
software  that  is  compliant  with  in¬ 
ternational  standards. 

■  Compagnie  Generale  des  Con¬ 
structions  Telephoniques,  the 
French  monopoly  telephone  equip¬ 
ment  manufacturer,  was  acquired 
by  a  group  of  companies  led  by 
Ericsson. 

u  Contel  Corp.  and  Communica¬ 
tions  Satellite  Corp.  attemped  to 
join  forces,  but  their  attempt  ulti¬ 
mately  failed. 

u  Contel  ASC  acquired  Equatorial 
Communications  Co.,  a  manufac¬ 
turer  of  very  small  aperture  termi¬ 
nal  satellite  data  network  equip¬ 
ment.  Contel  ASC  also  bought 
COMSAT  Technology  Products, 
which  makes  Ku-band  equipment. 

■  Siemens  Information  Systems, 
Inc.  purchased  Tel  Plus  Communi¬ 
cations,  Inc.,  the  switch  distribu¬ 
tor. 

■  Local  net  maker  Novell,  Inc.  ac¬ 
quired  CXI,  Inc.,  a  company  that 
makes  microcomputer-to-main- 
frame  link  products. 

■  3Com  Corp  and  Bridge  Communi¬ 
cations,  Inc.  agreed  to  merge. 

■  Bolt  Beranek  and  Newman,  Inc. 
acquired  Network  Switching  Sys¬ 
tems,  Inc.,  a  T-1  multiplexer  mak¬ 
er. 

■  Hughes  Aircraft  Co.  bought  M/A- 
Com,  Inc.’s  Telecommunications 
Division. 

■  MCI  Communications  Corp. 
picked  up  RCA  Global  Communica¬ 
tions,  Inc.,  an  international  record 
carrier  it  added  to  its  other  inter¬ 
national  Telex  businesses. 

■  Dowty  Group  pic  bought  Datatel, 
Inc.,  a  maker  of  T-1  multiplexers. 

While  many  of  these  events 
were  sparked  by  simple  industry 
consolidation  born  of  basic  eco¬ 
nomics,  the  gyrations  and  acquisi¬ 
tions  can  also  be  attributed  to 
'shifting  user  needs. 

Vendors  need  more  of  the  pieces 
in  their  product  portfolios  than 
they  used  to.  No  longer  can  compa¬ 
nies  like  HP  afford  to  approach 
customers  without  comprehensive 
networking  products  to  back  up 
their  computer  wares.  O 
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u  We  are  looking  at  a  shakeout  in  the  data 
communications  industry  that  could  begin  as 
early  as  the  third  quarter.  Because  of  the  eco¬ 
nomic  climate,  we  should  see  a  downturn  in 
capital  expenditures,  which  will  curtail  custom¬ 
er  net  expansion  plans.  This  situation  will  af¬ 
fect  small  vendors,  and  those  that  do  not  have 
money  in  the  bank  will  be  in  serious  trouble. 

Howard  Hecht 
Consultant 
Coopers  &  Lybrand 
San  Francisco 


►  do  it  yourself 

Retail  store  chain 
tries  self-serve  T-1 

Boscovs'  tiny  telecom  team  adds  its  own  nodes. 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 


READING,  Pa.  —  After 
having  a  vendor  install  the 
first  nodes  on  its  T-1  back¬ 
bone  network,  the  telecom¬ 
munications  group  at  a  de¬ 
partment  store  chain  here 
decided  to  cut  costs  by  put¬ 
ting  in  additional  nodes  it¬ 
self. 

Boscovs  Department 
Stores,  Inc.  installed  its 
first  T-1  line  four  years  ago 
to  link  one  of  its  stores  to 
the  company’s  data  center 
in  Reading.  During  the  past 
few  years,  the  network 
grew  to  support  seven 
nodes,  most  of  which  were 


installed  by  Boscovs. 

Jack  Kerber,  a  communi¬ 
cations  analyst  at  the  com¬ 
pany,  said  there  was  a  nat¬ 
ural  progression  from 
relying  on  vendors  to  doing 
the  work  in-house. 

Kerber  and  Russ  Hopp, 
also  a  communications  ana¬ 
lyst,  walked  through  the 
initial  installations  with 
support  personnel  from  Da- 
tatel,  Inc.,  the  multiplexer 
supplier. 

After  watching  the  first 
few  installations,  the  com¬ 
pany  saw  advantages  to  in¬ 
stalling  its  own  T-1  equip¬ 
ment.  One  factor  was 
reduced  cost:  Kerber  esti¬ 
mated  that  the  company 


saves  $1,500  when  it  in¬ 
stalls  its  own  equipment. 

Few  scheduling  problems 

Another  benefit  is  hav¬ 
ing  fewer  scheduling  prob¬ 
lems.  “Sometimes,  we  have 
to  install  a  node  quickly 
and  don’t  want  to  wait  for 
Datatel’s  staff  to  be  avail¬ 
able,”  he  said. 

“Because  the  company  is 
selling  a  fair  amount  of  T-1 
equipment,  it  wasn’t  al¬ 
ways  easy  for  Datatel  to 
have  its  personnel  at  our 
site  when  we  needed 
them.” 

Boscovs  took  on  the  in¬ 
stallation  responsibility, 
even  though  it  has  only  a 
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two-person  communica¬ 
tions  staff, 

“We  probably  have  a 
much  smaller  communica¬ 
tions  staff  than  other  com¬ 
panies,”  Kerber  said.  The 
staff  was  also  short  on  data 


communications  expertise. 

Kerber  worked  for  23 
years  at  NCR  Corp.,  the 
Dayton,  Ohio-based  com¬ 
puter  manufacturer,  and 
Hopp  had  been  employed  in 
See  page  16 


►  ELECTRONIC  DATA  INTERCHANGE 

Scanners,  EDI  benefit  Zayre 


BY  BOB  WALLACE 

Senior  Editor 


FRAMINGHAM,  Mass.  —  Zayre  Corp. 
has  kicked  off  a  corporationwide  prod¬ 
uct  labeling  and  scanning  program  that 
will  provide  the  retail  chain  with  more 
accurate  sales  data  and  enable  it  to 
speed  its  product  replenishment  pro¬ 
cess. 

Checkout  clerks  at  a  Zayre  store  here 
recently  installed  scanners  to  read  in¬ 
dustry  standard  Universal  Product 
Code  (UPC)  labels.  More  than  360  Zayre 
stores  and  740  T.J.  Maxx,  Hit  or  Miss 
and  other  stores  owned  by  Zayre  are  be¬ 
ing  equipped  with  these  systems. 

In  an  effort  to  streamline  its  product 
ordering  process  further,  Zayre  has  be¬ 
gun  using  electronic  data  interchange 
(EDI)  to  send  and  receive  purchase  or¬ 
ders  from  its  largest  suppliers.  This 
technology  enables  corporations  to  elec¬ 
tronically  transmit  documents  such  as 
purchase  orders,  shipment  invoices  and 
payments  to  their  suppliers. 

Transmission  of  documents  electroni¬ 
cally  is  faster  than  having  a  purchase 
order,  for  example,  manually  typed  into 
a  computer  system  and  later  sent 
through  the  postal  system  to  its  destina¬ 
tion. 

While  EDI  will  speed  the  transaction 
transmission  from  Zayre  stores  to  its 
suppliers,  UPC  scanning  will  speed  the 
collection  of  product  sales  data  within 


each  store. 

Jan  Pope,  director  of  advanced  sys¬ 
tems  for  Zayre,  said  that  before  the  use 
of  UPC  and  scanning  devices,  checkout 
clerks  had  to  enter  the  product’s  six¬ 
digit  stock  number  into  the  register 
manually. 

Now,  this  information  is  automatical¬ 
ly  entered  into  the  cash  register  when 
the  product  is  passed  over  the  scanner. 
This  eliminates  the  possibility  of  check¬ 
out  attendants  entering  incorrect  prod¬ 
uct  numbers. 

Pope  said  the  validity  of  product 
sales  data  produced  by  the  old  system 
was  continually  questioned.  “We 
couldn’t  depend  on  our  data,”  he  said. 
“We  were  always  wondering  what  the 
clerk  may  have  done  that  would  have 
screwed  up  the  data.” 

Improved  sales  data 

The  combination  of  the  UPC  labeling 
and  the  product  scanners  have  already 
provided  several  Zayre  stores  with  im¬ 
proved  sales  data.  Pope  said.  “You  can 
depend  on  this  information.  You  can 
make  decisions  based  on  this  data.  Be¬ 
fore,  your  calculations  were  always 
plus  or  minus  a  certain  percent,”  he 
said. 

The  data  provided  by  the  new  label¬ 
ing  and  scanning  system  can  be  ana¬ 
lyzed  quickly.  Those  who  supply  the 
stores  with  products  have  a  clear  idea 

See  page  16 


►  NET  MANAGEMENT  SYSTEMS 

Cincom,  Netlink 
forge  SNA  bond 

Develop  capability  to  ease  file 
exchange  between  IBM  hosts. 


BY  PAUL  KORZENIOWSKI 

Senior  Editor 


CINCINNATI  —  Network  management  supplier  Cincom 
Systems,  Inc.  and  data  communications  manufacturer 
Netlink,  Inc.  recently  joined  forces  to  develop  a  capability 
allowing  customers  to  exchange  large  files  between  IBM 
mainframes  more  easily. 

The  new  capability  will  package  the  bulk  file-transfer 
capabilities  of  Cincom’s  Net/Master  software  and  the 
communications  functions  of  Netlink’s  Interhost  SNA  Hub 
and  enable  users  to  move  information  between  separate 
Systems  Network  Architecture  networks.  The  two  compa¬ 
nies  plan  to  market  and  provide  technical  support  J^’or 
Net/Master  and  Netlink  jointly. 

Net/Master  is  a  modular  network  management  system 
that  performs  a  variety  of  functions  including  network 
problem  determination,  file  transfer  and  security.  Users 
can  implement  one  or  all  of  the  functions. 

Designed  to  manage  SNA  networks,  Net/Master  repre¬ 
sents  the  only  direct  competition  to  IBM’s  NetView.  Net/ 
Master  was  developed  by  an  Australian  company.  Soft¬ 
ware  Developments  Pty.,  Ltd.,  and  was  licensed  to  Cincom 
for  sales  in  the  U.S.  The  software  runs  under  IBM’s  MVS, 
VM  and  DOS  operating  systems. 

Net/Master’s  file-transfer  facility  enables  customers  to 
move  information  between  hosts.  It  also  automatically  re¬ 
covers  and  restarts  a  transmission  if  there  is  an  error. 
The  file-transfer  component  costs  between  $7,000  and 
$35,000,  depending  on  the  customer’s  computer  and  oper- 

See  page  16 


Istiierean 

N.  RT  solution 
for  smaller, 
data  networks? 


It's  the  N.E.T.  ComDesign  Data 
Communications  Group.  And  it's 
the  best  of  two  worlds. 

It  delivers  proven  high  performance 
data  integration  products  to  our 
IDNX®  clients.  And  N.E.T.  products, 
service  and  support  to  companies 
who  need  smaller  networks  but  want 
the  competitive  advantages  of  an 
N.E.T.  solution. 

Our  clients  get  everything  that  has 
made  ComDesign  a  respected  name 
in  the  industry. 

A  proven  product  line  of  network¬ 
ing  multiplexers.  X.25  PADs.  Data 
switches.  Local  multiplexers.  And 
modems. 

The  highest  ratings  in  multiplexer 
performance.*^ 

Time  savings  through  a  sophisti¬ 
cated  user  interface,  built-in  diagnos¬ 
tics  and  network  management. 

Cost  savings  through  modular 
design,  resource  optimization,  and 
unmatched  standards  of  reliability. 

And  a  commitment  to  the  success 
of  every  client  application.  Including 
a  free  parts  and  labor  warranty  with 
guaranteed  overnight  replacement,  to 
keep  you  up  and  running  at  all  times. 


Our  clients  are  positioned  to  win. 
Today  and  tomorrow. 

N.E.T.  offers  you  the  solutions  you 
need  today,  with  the  highest  quality 
products  and  the  strongest  service 
and  support  in  the  industry.  Includ¬ 
ing  a  wide  range  of  service  options, 
from  our  overnight  swap  program  to 
24-hour-a-day,  seven-day-a-week 
on-site  service. 

And  no  matter  how  large  you  grow 
or  how  much  things  change  tomor¬ 
row,  you  can  count  on  N.E.T.  to  keep 
your  capabilities  current.  With  a  care¬ 
fully  planned  upgrade  path  that  lets 
you  migrate  your  investment  into  the 
future  —  aU  the  way  up  to  the  world's 
most  advanced  wide-area  networks. 

Just  ask  any  of  the  1,500  companies 
who  comprise  our  installed  base  of 
datacom  network  clients.  Or  any  of 
the  Fortune  500  companies  that  have 
built  N.E.T.  T1  networks. 

You'll  discover  that  the  most  suc¬ 
cessful  solutions  in  the  marketplace 
come  from  N.E.T. 


Our  clients  are  winning^ 


EQUIPMENT  TECHNOLOGIES 


ComDesign  Data  Communications  Group 

*  Datacommunications,  July,  1987  ComDesign  is  rated  highest  in  overall  performance  among  16  manufacturers  receiving  five  or  more  user  responses. 
IDNX  is  a  registered  trademark  of  Netw^ork  Equipment  Technologies,  Inc.;  N.E.T.  is  a  trademark  of  Network  Equipment  Technologies,  Inc. 


The  new  SPX. 

Is  it  a 

multiplexer 
or  a  network? 


ifes. 


It's  a  powerful  new  multiplexer  and  a 
next-generation  network  processor. 
Designed  for  users  having  multiple 
locations  and  various  connectivity 
requirements.  For  the  user  who  must 
accommodate  different  applications, 
speeds,  protocols  and  transmission 
media.  For  the  user  who  also  looks  to 
future  change  and  growth. 

All  with  maximum  control  and  min¬ 
imum  costs.  How  does  the  SPX™  do  it? 

The  SPX  is  a  new  multiplexer  with 
a  highly  versatile  hardware  engine. 

The  new  architecture  delivers  larger 
capacity,  more  processing  power,  higher 
speeds,  greater  available  bandwidth, 
and  new  standards  of  modularity. 

It  serves  sites  as  small  as  eight  chan¬ 
nels  or  as  large  as  1,500  channels  and 
40  concentrated  links.  And  by  order¬ 
ing  the  SPX  in  increments  of  eight 
channels,  or  four  links,  you  never  buy 
capacity  you  don't  need. 

Plus,  it  delivers  channel  speeds  up  to 
19.2Kbps  and  link  speeds  up  to  64Kbps. 

The  SPX  is  a  sophisticated  new 
network  processor. 

It  connects  multiple  devices  and 
sites  into  a  single  efficient  network. 
With  intelligent  switching,  dynamic 
routing,  support  for  synchronous 
channels  and  a  network  manage¬ 
ment  package. 


It  features  a  software  driven  archi¬ 
tecture  with  a  floppy  disk  drive  —  a 
foundation  for  change  and  growth  in 
your  data  applications. 

You  benefit  from  lower  operating 
and  transmission  costs,  increased 
user  productivity  and  equipment  uti¬ 
lization,  and  substantial  savings  as 
your  network  needs  change. 

The  SPX  is  a  part  of  N.E.T.'s  total 
solution  to  your  multiplexer  and 
network  needs. 

With  the  SPX,  you  can  build  a  net¬ 
work  that  best  meets  your  strategic 
requirements.  A  network  of  all  SPXs. 

A  network  integrating  N.E.T.  's  most 
advanced  wide-area  Transmission 
Resource  Managers,  the  IDNX®  line. 
Or  a  network  that  incorporates  N.  E .  T.'s 
entry-level  networking  multiplexers, 
the  Series  2000  line. 

The  SPX  also  comes  with  something 
you  won't  find  with  competitive  prod¬ 
ucts:  N.E.T.™  service  and  support. 

N.E.T.  specializes  in  building 
custom  communication  networks  that 
best  serve  your  application  needs. 

And  building  an  ongoing  relationship 
with  you,  the  client,  to  assure  the  con¬ 
tinuing  success  of  your  applications. 

Like  to  know  more? 

Call  today  for  the  SPX  brochure  or 
more  information.  1-800-235-6935. 
Ask  for  Department  M15 


Our  clients  are  winningr 
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►  COMNET  ’88 

Concord  debuts  trio  of 
wide-area  net  products 


BY  BOB  BROWN 

Staff  VWiter 


WASHINGTON,  D.C.  —  Concord 
Data  Systems,  Inc.  unveiled  three 
wide-area  network  products  —  a 
modem  with  data  compression  ca¬ 
pabilities,  a  network  management 
system  and  asynchronous  testing 
software  —  at  last  week’s  Commu¬ 
nication  Networks  ’88  show  here. 

The  CCITT  V.32-compliant  296 
Trellis  modem  provides  faster  data 
throughput  via  Microcom,  Inc.’s 
Microcom  Network  Protocol  Class 
5  data  compression. 

The  full-duplex  modem  trans¬ 
mits  data  at  either  9.6K  bit/sec  or 
4.8K  bit/sec  and  can  achieve 
speeds  up  to  19.2K  bit/sec  over 
standard  dial-up  lines,  the  compa¬ 
ny  said.  The  unit  gives  asynchro¬ 
nous  equipment  users  “eight  times 
the  data  throughput  of  similarly 
featured  2,400  bit/sec  error-check¬ 
ing  modems  at  less  than  three 
times  the  price,”  said  Ken  Miller, 
chairman  and  chief  technology  of¬ 
ficer  at  Marlborough,  Mass.-based 
Concord. 

The  296  Trellis  modem,  which 
can  handle  both  synchronous  and 
asynchronous  data  transmission, 
sells  for  $1,995. 

The  second  product,  the  Net- 
Access  700,  is  a  network  manage¬ 
ment  system  that  gives  users  sin¬ 


Cincom,  Netlink 
forge  SNA  bond 

continued  from  page  1 1 
ating  system.  The  component  re¬ 
quires  IBM’s  VTAM  and  Net/ 
Master’s  Foundation  Component. 

Netlink’s  Interhost  SNA  Hub  es¬ 
tablishes  sessions  and  manages 
sessions  conducted  between  IBM 
hosts.  The  product  resembles  IBM’s 
Systems  Network  Interconnect,  a 
gateway  that  links  hosts  on  differ¬ 
ent  SNA  networks.  Interhost  SNA 
Hub  mimics  an  IBM  cluster  control¬ 
ler  and  enables  customers  to  access 
as  many  as  seven  IBM  mainframes. 

The  product  includes  RS-232 
connections,  for  transmissions  op¬ 
erating  at  19. 2K  bit/sec,  or  V.35 
cards  for  64K  bit/sec  connections. 
Customers  can  use  leased  lines  or 
dial-up  connections  to  access  dif¬ 
ferent  hosts.  Prices  for  Interhost 
SNA  Hub  start  at  $17,000. 

The  two  companies  targeted  the 
rapidly  growing  electronic  data  in¬ 
terchange  (EDI)  market  as  a  hot 
area  for  file-transfer  capabilities. 
EDI  enables  customers  to  exchange 
business  information  electronical¬ 
ly,  rather  than  manually. 

For  example,  a  supplier’s  main¬ 
frame  could  use  a  dial-up  connec¬ 
tion  to  Interhost  SNA  to  access  a 
customer’s  mainframe.  The  suppli¬ 
er  could  transmit  information 
about  all  equipment  recently 
shipped  to  the  customer,  which 
could  then  store  the  information  in 
an  inventory  data  base.Q 


gle-port  control  for  central-site  and 
remote  modems.  Fully  configured, 
the  system  gives  network  manag¬ 
ers  the  capability  to  configure  up 
to  152  central-site  modems  as  well 
as  an  unlimited  number  of  remote 
modems  from  an  attached  terminal 
or  microcomputer,  according  to  the 
company. 

The  new  product  consists  of  a 
Concord  Data  Systems  RM15  rack 
that  holds  15  Concord  224  Series  II 


The  modem  gives  users 
“eight  times  the  data 
throughput  of  similarly 
featured  error-checking 
modems,”  said  Ken  Miller, 
chairman  at  Concord. 


modems  running  at  speeds  of  2,400 
bit/sec,  1,200  bit/sec  and  300  bit/ 
sec,  and  a  control  card  and  soft¬ 
ware  that  provide  network  man¬ 
agement  features. 

The  system  performs  unattend¬ 
ed  continuous  polling  of  the  in¬ 
stalled  modems  and  provides  a  con¬ 
tinuous  display  through  the 
terminal  port  of  the  status  of  all 
modems  accessed,  the  company 
said. 

Up  to  eight  NetAccess  700  sys¬ 
tems  can  be  daisy-chained  togeth¬ 
er,  managing  up  to  120  central-site 


Series  II  modems,  according  to  the 
company. 

The  NetAccess  700  can  support 
an  additional  32  modems  by  link¬ 
ing  to  four  daisy-chained  Net- 
Access  600  systems  featuring  eight 
modems  apiece. 

A  fully  configured  NetAccess 
700  system  will  cost  about 
$12,000. 

The  company’s  third  new  prod¬ 
uct,  the  Asynchronous  Perfor¬ 
mance  Tester  (APT),  allows  users 
to  evaluate  and  compare  perfor¬ 
mance  of  wide-area  network  data 
communications  products  such  as 
high-speed  modems,  statistical 
multiplexers  and  X.25  devices. 
This  gives  users  a  method  for 
matching  asynchronous  data  com¬ 
munications  products  to  their  sys¬ 
tems’  specifications. 

The  APT  measures  and  reports 
on  round-trip  character  echo-delay 
time  as  well  as  maximum  and  pas¬ 
sive  throughput,  characteristics  of 
asynchronous  modems  that  can  af¬ 
fect  the  overall  performance  of 
data  communications  networks. 

The  throughput  measurement 
allows  a  user  to  evaluate  modem 
characteristics  such  as  efficiency 
of  implementation  of  an  error-con¬ 
trol  protocol  and  effectiveness  of 
data-compression  implementa¬ 
tions. 

The  APT  is  supplied  on  a  single 
diskette  and  runs  on  IBM  Personal 
Computer  compatibles  with  at 
least  128K  bytes  of  memory,  one 
floppy  disk  drive,  one  or  two  RS- 
232  ports  and  MS-DOS  Versions  2.0 
or  higher. 

The  price  of  the  APT  is  set  at 
$99.99.  □ 


Scanners,  EDI 
benefit  Zayre 

continued  from  page  1 1 
of  which  items  are  selling  and 
which  are  still  taking  up  shelf 
space. 

If,  for  example,  a  jeans  company 
supplies  a  Zayre  store  with  10 
pairs  of  jeans  and  all  of  one  size 
are  sold  in  a  day,  the  supplier  re¬ 
ceives  this  sales  data.  It  can  quick¬ 
ly  replenish  the  store’s  supply  of 
the  popular-sized  jeans. 

This  exchange  of  up-to-date 
sales  information  between  Zayre 
and  its  numerous  suppliers  enables 
the  retail  chain  to  realize  huge  sav¬ 
ings  by  reducing  inventory  at  its 
large  distribution  centers.  Now 
able  to  analyze  product  sales  data 
quickly,  Zayre ’s  product  buyers 
can  identify  buying  trends.  They 
can  order  products  in  anticipation 
of  their  customers’  needs. 

Just  as  in-store  systems  keep 
Zayre  close  to  its  customers,  EDI 
keeps  Zayre  close  to  its  many  sup¬ 
pliers.  Pope  said  the  retail  store 
chain  is  already  using  EDI  to  send 
and  receive  purchase  orders  and 
shipment  invoices  from  several  of 
its  largest  suppliers.  Zayre  hopes 
eventually  to  eliminate  paper 
transactions  between  its  stores  and 
roughly  1,000  of  its  suppliers. 

“We  would  much  rather  send 
purchase  orders  electronically 
than  type  them  up  manually,  veri¬ 
fy  the  information  on  each  and 
then  have  them  signed,”  Pope  said. 
It  takes  three  to  four  days  to  type 
up  the  order,  verify  its  information 
and  have  it  approved  —  all  before 
it  leaves  the  building,  he  said.  □ 


Store  chain  tries  seif-serve  T-1 


continued  from  page  1 1 

a  number  of  data  processing  posi¬ 
tions.  “Both  of  us  liked  working 
with  the  nuts  and  bolts  of  comput¬ 
er  systems  and  were  interested  in 
doing  the  same  with  data  commu¬ 
nications,”  Kerber  said. 

Initially,  the  twosome  made  a 
typical  mistake,  trusting  their  own 
judgment  rather  than  others’  expe¬ 
rience. 

“We  ran  into  trouble  when  we 
thought  we  found  a  few  short¬ 


cuts,”  Kerber  said.  “We  aren’t 
nearly  as  inventive  now  as  we  used 
to  be  and  are  satisfied  to  simply 
follow  the  procedures  from  Datatel 
installation  manuals.” 

The  first  step,  having  the  carri¬ 
er  install  the  T-1  line,  is  usually 
the  most  difficult  part  of  any  in¬ 
stallation.  Bureacratic  problems, 
rather  than  technical  issues,  are 
the  most  common  stumbling  block. 
For  instance,  Hopp  reported  that 
one  carrier  had  trouble  receiving  a 
right-of-way  so  it  could  install  a 
T-1  line  in  a  mall.  “The  carrier  had 
trouble  contacting  the  mall  manag¬ 
er,”  Hopp  said. 

Also,  carriers  often  have  trouble 
coordinating  their  work  with  other 


carriers.  “When  we  put  in  a  service 
call,  we  receive  a  response  immedi¬ 
ately,”  Hopp  said.  “However,  there 
often  is  a  delay  if  the  call  requires 
more  than  one  carrier’s  service  de¬ 
partment.” 

In  another  case,  Boscovs  had 
trouble  having  the  carrier  supply 
the  power  on  a  T-1  line.  “We  had 
power  on  one  end  of  the  line  but 
not  on  the  other,”  Hopp  said. 

Once  the  carriers  have  installed 


a  T-1  line,  Boscovs  uses  the  diag¬ 
nostic  capabilities  of  its  Datatel 
Customer  Service  Units  to  test  the 
link.  The  tests  provide  useful  in¬ 
formation  but  cannot  pinpoint  a 
problem.  “We  have  to  rely  on  the 
carrier’s  expertise,”  Hopp  said. 
“Sometimes,  it  is  reluctant  to  send 
a  technician  to  our  location.  There 
were  occasions  when  we  delayed 
our  installation  for  a  few  days  be¬ 
cause  the  carrier  did  not  send 
someone  to  our  location.” 

Once  the  line  has  been  tested, 
Boscovs’  duo  can  hook  Datatel  mul¬ 
tiplexers  to  voice  equipment,  such 
as  private  branch  exchanges,  and 
data  communications  equipment 
like  a  cluster  controller,  in  two 


hours  or  less.  “We  install  the  T-1 
equipment  after  the  store  closes,” 
Kerber  said.  “We  go  in  about  10 
o’clock  at  night  and  plan  to  be  out 
by  midnight.”  He  said  there  was 
only  one  instance  when  the  two 
had  to  work  more  than  a  few 
hours. 

Because  the  company’s  T-1  net¬ 
work  is  rapidly  expanding,  Kerber 
and  Hopp  have  been  working  more 
nights  lately.  “We  used  to  add  a 
node  once  every  four  to  six 
weeks,”  Kerber  said.  “Now,  our 
schedule  calls  for  a  new  node  ev¬ 
ery  one  or  two  weeks.” 

One  reason  for  the  growth  is  the 
economics  of  T-1.  Typically,  the 
cost  of  10  to  12  tie  lines  is  compa¬ 
rable  to  the  cost  of  one  T-1  line. 
“We  can  easily  justify  a  T-1  line 
because  we  have  a  number  of  voice 
lines  running  from  each  store,” 
Hopp  said.  “Also,  we  have  redun¬ 
dant  data  lines  running  to  each  lo¬ 
cation.” 

Despite  the  rapid  growth,  there 
are  no  plans  to  add  to  the  twosome. 
“We  don’t  have  any  plans  right 
now  to  add  to  the  staff,”  Kerber 
said. 

He  said  the  company  traditional¬ 
ly  promotes  from  within. 

“We  have  one  woman  who  has 
been  helping  us  during  the  installa¬ 
tions,”  he  said.  “She  started  as  a 
clerical  worker  and  would  be  a  log-  - 
ical  choice  if  we  were  to  add  anoth¬ 
er  person.  But  for  the  moment,  the 
staff  will  remain  just  Russ  and 
me.”Q 


“We  install  the  T-1  equipment  after  the  store  closes,”  said 
Jack  Kerber,  a  communications  analyst  at  Boscovs.  “We  go 
in  about  10  at  night  and  plan  to  be  out  by  midnight.” 
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The  wide  world  of  communications 

Northern  Telecom,  Inc.’s  National  SL-1  Users  Association  has  added  chapters  in  Canada 
and  Panama.  As  a  result,  the  group’s  name  has  been  changed  to  reflect  its  membership.  The 
International  SL-1  Users  Association  (ISLUA)  will  meet  June  7  to  10  in  Nashville.  For  addi¬ 
tional  information,  contact  the  ISLUA  at  (216)  425-8903. 


System  75  Users  Group 
fact  sheet 


Founded:  October  1987 

Status:  Independent;  created  as  a  nonprofit 
corporation  In  the  state  of  Michigan. 

Charter:  To  obtain  an  effective  working  relationship 
with  AT&T  as  a  combined  group  and  to  aid 
member  users  in  problem  recognition  and 
resolution. 

Current 

membership:  50  companies,  including  E.l.  DuPont  de 
Nemours  &  Co.,  Unisys  Corp.,  Michigan 
Department  of  Labor  and  Electronic  Data 
Systems  Corp. 

First  annual 

conference:  Jan.  21,  1987;  attendance:  100 

Current 

president:  Paul  Rogers,  telecommunications 

supervisor,  Citizens  Insurance  Co.  of 
America,  Howell,  Mich. 

SOURCE:  SYSTEM  75  USERS  GROUP,  LIVONIA,  MICH. 


►  USERS  GROUPS 

System  75 
users  convene 

New  group  vows  to  obtain 
improved  AT&T  support. 

BY  BOB  WALLACE 

Senior  Editor 


LIVONIA,  Mich.  —  At  its  first  annual  meet¬ 
ing,  held  recently,  the  independent  System  75 
Users  Group  reaffirmed  its  commitment  to 
build  the  group’s  membership  and  to  continue 
pressing  AT&T  for  improved  support. 

The  size  of  this  users  group  will  likely  bal¬ 
loon  in  the  next  year  because  AT&T  has  not  yet 
formed  a  competing  group.  One  member,  Rick 
Stanbridge,  vice-president  of  Canada  Lease  of 
America,  Ltd.’s  telecommunications  division, 
said  the  users  group  may  eventually  boast  up  to 
1,000  individual  members. 

Formed  in  October  1987,  the  organization 
represents  System  75  users  from  many  Mid¬ 
western  states.  Twenty-seven  companies  have 
already  joined  the  users  group.  Member  compa¬ 
nies  include  E.L  DuPont  de  Nemours  &  Co.,  Un¬ 
isys  Corp.,  Electronic  Data  Systems  Corp.  and 
the  Michigan  Department  of  Labor. 

Voice  for  small,  medium-sized  users 

Paul  Rogers,  president  of  the  System  75  Us¬ 
ers  Group  and  telecommunications  supervisor 
for  Citizens  Insurance  Co.  of  America,  ex¬ 
plained  why  the  group  was  founded.  “System 
75  users  tend  to  be  medium-  and  small-sized 
businesses,  many  of  which  don’t  have  full-time 
telecommunications  managers,”  he  said. 

“At  the  users  group  meetings,  they  can  draw 
from  the  experiences  of  other  System  75  users, 
instead  of  going  it  alone,”  Rogers  explained. 
“These  users  also  often  feel  frustrated  trying  to 
get  solutions  to  problems  from  AT&T.”  One  of 
the  users  group  officers’  top  priorities  will  be 
putting  group  members  in  touch  with  the  AT&T 
people  capable  of  answering  their  questions. 

See  page  20 


►  VENDOR  COOPERATION 

Marketing  team  banks 
on  DEC-Rockwell  link 


Software  blends  power  of  VAX  and  Galaxy  ACD. 


BY  BOB  WALLACE 

Senior  Editor 


MEMPHIS,  Tenn.  —  Seven  Oaks  Direct, 
Inc.,  a  325-agent  telemarketing  service  cen¬ 
ter,  will  begin  using  an  advanced  voice/data 
application  next  week  that  harnesses  the 
combined  power  of  its  computer  and  tele¬ 
phone  switch. 

Seven  Oaks,  based  here,  has  worked  close¬ 
ly  with  Digital  Equipment  Corp.  and  Rock¬ 
well  Telecommunications,  Inc.  senior  techni¬ 
cians,  who  provided  the  vendor-specific 
information  the  firm  needed  to  establish  a 
communications  link  between  its  DEC  VAX 
and  the  Rockwell  Galaxy 
automatic  call  distributor 
(ACD). 

Steve  May,  Seven  Oaks’ 
chief  executive  officer, 
said  use  of  the  application 
will  boost  the  firm’s  over¬ 
all  productivity  by  23% 
and  slash  its  monthly  tele¬ 
communications  bill  by 
$20,000  to  $30,000. 

With  help  from  DEC 
and  Rockwell,  Seven  Oaks 
wrote  custom  software  that  enables  a  Mini- 
VAX  sitting  between  the  ACD  and  the  VAX 
to  pass  data  back  and  forth.  The  ACD  re¬ 
ceives  a  four-digit  Dialed  Number  Identifica¬ 
tion  Service  (DNIS)  for  the  800  line  used  by 
the  customer.  The  ACD  passes  the  digits  to 
the  MiniVAX,  which  pulls  product  descrip¬ 
tion  data  from  the  VAX.  The  call  and  the 
data  are  then  passed  simultaneously  to  the 
agent. 

In  conjunction  with  a  variety  of  manufac¬ 
turers,  Seven  Oaks  sells  products  ranging 
from  record  albums  to  exercise  equipment. 
When  Seven  Oaks  agents  are  not  fielding  in¬ 
coming  calls,  they  place  sales  calls  or  per¬ 


form  customer  surveys  for  clients. 

The  telemarketing  firm  also  sells  demo¬ 
graphic  customer  data  to  its  client  manufac¬ 
turers.  Use  of  the  ACD-computer  telemarket¬ 
ing  system  will  enable  Seven  Oaks  to  provide 
its  customers  with  much  more  useful  data 
than  was  available  in  the  past.  May  refers  to 
the  service  as  “media  sourcing.” 

“Our  customers  need  specific  data  to  help 
them  decide  how  to  market  their  products 
better,”  May  said.  “By  using  the  new  system, 
we  can  give  them  a  much  better  idea  of  who 
is  buying  their  products,  what  ads  they  are 
responding  to  and  what  cities  they  are  call¬ 
ing  from.” 

Prior  to  the  DEC-Rock¬ 
well  alliance.  Seven  Oaks 
could  not  offer  its  custom¬ 
ers  complete  buyer  infor¬ 
mation.  “We  were  hand¬ 
cuffed  as  far  as  what  new 
or  improved  services  we 
could  offer  our  clients,” 
May  said.  “Now  we  will 
offer  them  services  they 
could  only  dream  of  be¬ 
fore.” 

The  DEC-Rockwell  link 
allows  Seven  Oaks  agents  to  provide  custom¬ 
ized  answering.  For  example,  a  sales  agent, 
armed  with  a  CRT  full  of  product  data  on  a 
record  album  being  sold  by  the  firm,  greets 
an  interested  caller  by  saying,  “Thank  you 
for  calling  about  the  record  album.” 

In  the  past,  there  was  no  linkage  between 
the  ACD  and  the  company’s  VAX.  A  Seven 
Oaks  agent  provided  the  caller  a  generic 
greeting  and  then  had  to  ask  a  series  of  ques¬ 
tions  to  determine  which  product  the  custom¬ 
er  wanted.  Once  the  agent  did  this,  he  would 
access  the  VAX  with  his  terminal  and  call  up 
the  product  data. 

See  page  20 


“By  using  the  new  system, 
we  can  give  [our  customers] 
a  much  better  idea  of  who 
is  buying  their  products, 
what  ads  they  are 
responding  to  and  what 
cities  they  are  calling 
from,”  said  Steve  May, 
Seven  Oaks’  CEO. 


TELECOM  TIDBITS 


Intecom,  Inc.  said  recent¬ 
ly  it  sold  an  Integrated  Busi¬ 
ness  Exchange  S/80  to  Con- 
tel  Business  Networks  for 
installation  as  part  of  a 
voice/data  network  being 
constructed  for  Lawrence 
Berkeley  Laboratory  in 
Berkeley,  Calif. 

Contel  Business  Networks 
designed  the  facility’s  net¬ 
work,  which  will  consist  of  a 
five-node  switching  system 
and  a  fiber-optic  cable  back¬ 
bone,  as  well  as  new  build¬ 
ing  wiring. 

Intecom  claimed  its  IBX 
digital  private  branch  ex¬ 


change  will  replace  the  lab¬ 
oratory’s  Centrex  service  as 
well  as  several  data  switch¬ 
es. 

The  Intecom  switch  will 
support  roughly  3,500  ana¬ 
log  and  digital  telephones 
and  will  be  equipped  to  han¬ 
dle  1,950  data  ports. 

The  50-building  research 
complex  is  one  of  three  na¬ 
tional  laboratories  operated 
for  the  U.S.  Department  of 
Energy  by  the  University  of 
California. 

The  laboratory  will  use  a 
wide  variety  of  IBX  manage¬ 
ment  features. 


US  Sprint  Communica¬ 
tions  Co.  last  week  reduced 
rates  by  16.27%  for  its  Ad¬ 
vanced  WATS  Plus  service 
for  calls  made  within  the 
state  of  Texas.  The  long-dis¬ 
tance  carrier  said  Advanced 
WATS  Plus  is  typically  used 
by  companies  with  WATS 
billings  of  up  to  700  hours 
per  month. 

The  country’s  third  larg¬ 
est  long-distance  carrier, 
which  now  offers  point-to- 
point  T-1  service,  operates  a 
nationwide  network  com¬ 
prising  fiber-optic  cable  and 
microwave.  □ 


Our  Executive  Committee  doesn't  have  a 
clue  how  fast  computers  change. 


The  Executive  Committee  people  we  spoke  to 
off-line  don't  realize  that  they're  placing  a  long-term 
bet  on  the  computer  network  we  choose  today  They 
look  at  computers  in  their  own  shop  and  figure 
networks  are  just  the  wires  that  connect  them.  So 
before  Gadgets  into  AT&T's  ISN,  I'll  get  them 
thinking.  Looking  across  the  table  at  the  guy  who's 
got  a  DEC^  or  an  IBM  system  and  saying 'Hey  we 
need  a  network  that  can  work  with  just  about 
anybody's  boxes.  And  still  be  hereafter  some  of  those 
boxes  are  history!  Then  Gail  presents  ISN,  chapter 
and  verse.  Finally  you  get  up  and  remind  them  of 
what  AT&T's  done  for  us.  Our  committee  may  not 
know  computer  networks,  but  they  sure  know 


The  AT^  Information  Systems  Network 

AW’s  ISN  connects  more  computer  environments,  in 
more  ways,  with  greater  transparency  than  any  network  avail¬ 
able  today. 

Gateways  to  other  vetidors:  Async  hosts,  IBM^  3270, 
ETHERNET^  Bridging,  XNS^  TCP/IB  DECnet^  protocols. 

Supported protowksM  STARLAN  Network,  BSC, 
SfWSDLC,  HDLG  on  a  fiberoptic  and  twisted-pair  backbone. 

^d/ports:  8.64  Mbps  backplane,  48,000  pps,  1920  ports, 
contention  management  by  perfect  scheduling. 

Local  &  Remote  Management:  STARKEEPER"'"  NMS. 
If  your  company’s  plans  include  strategic  use  of  informa¬ 
tion  in  a  multi-vendor  environment,  contact  your  Account 
Executive  or  call  1 800  247-1212. 

From  equipment  to  networking,  from  computers  to 
communications,  AM  is  the  right  choice. 

@>STARKEEPER  is  a  trademark  of  ATsT 

1.  IBM  is  a  registered  trademark  of  Intentational  Business  Machines  Corp. 

2.  ETHERNET  and  XNS  are  trademarks  of  Xerox  Corp. 

3.  DEC  and  DECnet  are  trademarks  of  Digital  Equipment  (iorp. 
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^MARKET  STUDY 

PBX  sales  hit  plateau 


System  75 
users  convene 

continued  from  page  1 7 

The  System  75  Users  Group  will 
hold  four  general  meetings  each 
year.  Any  user  with  an  AT&T  Sys¬ 
tem  75  private  branch  exchange 
may  join  the  group.  According  to 
Stanbridge,  the  group  charges 
members  $200  annually.  That  fee 
covers  dues  and  allows  two  people 
from  each  member  company  to  at¬ 
tend  each  meeting. 

The  user  organization  decided  to 
operate  as  an  independent  entity, 
instead  of  establishing  any  exclu¬ 
sive  ties  to  AT&T.  “This  way,  we 
have  the  freedom  to  invite  vendors 
that  make  equipment  for  the  Sys¬ 
tem  75  to  attend  our  meetings  and 
demonstrate  their  products,”  Stan¬ 
bridge  explained. 

Freedom  of  speech 

The  users  group  can  also  control 
the  number  of  AT&T  officials  that 
attend  the  •  meetings,  he  said.  “We 
want  to  make  certain  that  user 
members  have  the  opportunity  to 
speak  freely  with  one  another,” 
Stanbridge  said.  “We  don’t  want 
them  to  be  afraid  to  speak. 

“We  don’t  want  our  meetings  to 
reach  the  point  where  only  half  of 
the  attendees  are  users  and  the 
other  half  are  AT&T  officials  and 
account  team  people,”  he  said,  re¬ 
ferring  to  the  collocated  AT&T 
System  85  and  AT&T  Electronic 


Tandem  Network  users  meet  in  St. 
Louis,  Mo.,  last  fall. 

AT&T  did,  however,  send  eight 
speakers  to  the  recent  meeting. 
The  list  of  those  who  addressed 
the  membership  included  Cal  Bur¬ 
ley,  a  product  specialist  with 
AT&T  in  Chicago,  and  Charles 
Pressley,  a  senior  staff  manager 
with  AT&T  in  Itasca,  Ill.  AT&T 
also  offered  the  group  use  of  com¬ 
pany  facilities  for  future  meetings. 

Election  of  officers 

The  users  group  officers  were 
elected  at  the  Jan.  21  meeting.  Paul 
Rogers,  telecommunications  super¬ 
visor  with  Citizens  Insurance  Co. 
of  America,  was  voted  president. 
Deborah  Henkel,  vice-president 
and  general  manager  with  Ameri- 
Centers,  Inc.,  was  elected  vice- 
president  of  the  group. 

Jo  Anne  Tappan,  supervisor  of 
administrative  services  for  Ameri¬ 
can  Community  Insurance  Co.,  was 
elected  secretary.  Mike  Frazier, 
communications  specialist  with 
Auto  Owners  Insurance  Co.’s  com¬ 
puter  operations  division,  was 
elected  treasurer.  Dan  Taylor, 
technical  support  and  information 
systems  manager  for  ADP’s  auto¬ 
mated  claims  services  group,  will 
serve  as  the  System  75  Users 
Group’s  AT&T  liaison. 

For  additional  information  on 
the  System  75  Users  Group,  con¬ 
tact  Rick  Stanbridge  at  (313)  433- 
1930.  □ 


BY  BOB  BROWN 

staff  VWiter 


MARLBOROUGH,  Mass.  —  Pri¬ 
vate  branch  exchange  market  ship¬ 
ments  will  remain  virtually  flat 
overall  for  the  next  five  years,  but 
some  niche  markets  will  fare  bet¬ 
ter,  according  to  a  recent  study  by 
The  Market  Information  Center, 
Inc.,  a  market  research  firm  based 
here. 

Voice  PBX  shipment  growth  is 
expected  at  about  2%,  compounded 
annually  through  1992,  mainly  be¬ 
cause  so  many  companies  already 
have  basic  PBX  needs  fulfilled, 
said  Barry  Gilbert,  a  Market  Infor¬ 
mation  Center  spokesman.  The  ex¬ 
tended  life  of  PBX  systems  cuts 
down  on  the  need  for  new  systems, 
Gilbert  said.  Users  are  more  likely 
to  enhance  their  PBX  systems  than 
to  get  new  ones,  he  added. 

Small  third-party  vendors  are 
expected  to  snatch  the  opportunity 
to  join  this  market  by  pitching 
such  enhanced  features  as  voice 
mail  and  automatic  call  distribu¬ 
tion,  the  study  said. 

The  total  PBX  system  value  in 
1987  was  $5.3  billion,  which  in¬ 
cluded  shipments  and  upgrades  to 
the  existing  installed  base. 

The  best  market  opportunities 


are  expected  to  be  in  vertical  areas 
that  offer  more  potential  for  re¬ 
placements  and  enhancements.  The 
growth  rate  of  business  services, 
for  example,  will  double  that  of  the 
market  as  a  whole,  the  study  said. 
Higher  growth  in  this  area  can  be 
attributed,  in  part,  to  the  continu¬ 
ing  migration  to  a  services  econo¬ 
my  throughout  the  U.S.  This  mi¬ 
gration  has  fostered  a  requirement 
for  improved  voice  networking  ser¬ 
vices,  the  study  found. 

The  wholesale  and  retail  sectors 
will  also  demonstrate  better  than 
average  growth  —  about  3%  annu¬ 
ally  —  than  the  rest  of  the  market. 

The  largest  sales  growth  will  be 
in  the  under  100-line  segment, 
which  is  the  largest  U.S.  segment 
by  far.  This  lower  end  PBX  market 
is  fiercely  competitive  and  is  likely 
to  experience  some  consolidation 
via  mergers  and  acquisitions. 

The  patterns  of  PBX  consump¬ 
tion  forecasted  by  the  study  are 
expected  to  hold  true  for  most  U.S. 
regions  as  defined  by  the  regional 
Bell  holding  company  sectors.  But 
growth  is  expected  to  be  greater 
for  US  West,  Inc.,  Southwestern 
Bell  Corp.,  Pacific  Telesis  Group 
and  BellSouth  Corp.  than  for 
Nynex  Corp.,  Ameritech  and  Bell 
Atlantic  Corp.Q 
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Team  banks  on  DEC-Rockwell  link 


continued  from  page  1 7 

The  Seven  Oaks-DEC-Rockwell 
undertaking  will  pay  dividends  for 
all  those  who  participated  in  the 
effort.  May  speculated  that  the 
knowledge  DEC  garnered  from  the 
project  will  enable  it  to  accelerate 
the  introduction  of  its  Computer- 
Integrated  Telephony  (CIT)  pro¬ 
gram. 

Under  CIT,  DEC  will  work  with 
private  branch  exchange  vendors 
to  develop  software  that  links  the 
switches  with  its  array  of  comput¬ 
ers.  Several  switch  makers  have  al¬ 
ready  joined  the  program. 

DEC  announced  CIT  at  the  Tele¬ 
com  ’87  conference  in  Geneva  last 
October. 

Bob  Buffington,  ACD  product 
line  manager  for  Rockwell,  said 
that  his  company  had  also  learned 
much  from  the  Seven  Oaks  project. 
Buffington  said  word  of  the  ser¬ 
vice  center’s  system  will  boost  user 
interest  in  Rockwell  products.  “We 
will  have  another  user  telling  com¬ 
panies  that  we  worked  closely 
with  them  to  create  this  applica¬ 
tion,”  he  said. 

May  praised  both  vendors  for 
their  willingness  to  work  with 
each  other  to  build  the  advanced 
application.  He  said  his  company’s 
former  ACD  vendor.  Northern  Te¬ 
lecom,  Inc.,  wanted  no  part  of  the 
project. 

Unanswered  pleas 

According  to  May,  Seven  Oaks’ 
initial  pleas  for  assistance  in  the 
creation  of  the  application  fell  on 
deaf  ears  at  Northern  Telecom, 
which  refused  to  provide  the  pro¬ 


prietary  technical  information 
needed  to  make  the  SL-1  work  with 
Seven  Oaks’  DEC  computer. 

As  a  result.  Seven  Oaks  pur¬ 
chased  a  Galaxy  ACD  to  replace  its 
Northern  Telecom  switch,  which 
had  only  been  in  use  for  six 
months. 

“We  couldn’t  get  [Northern  Tele¬ 
com]  to  work  with  us,”  May  re¬ 
called.  “I  think  they  suspected  that 
we  were  going  to  build  telecom¬ 
munications  systems  that  we 
would  turn  around  and  sell. 

“But  when  [Northern  Telecom] 
people  came  down  here,”  he  said, 
“they  saw  what  we  wanted.  We 
then  got  a  bunch  of  promises.  They 
said,  ‘We  will  have  what  you  want 
in  October  and  November.  We  can 
make  you  a  beta-test  user.’  It  never 
happened.  We  had  discussions 
with  Northern  Telecom  for  over 
five  months.” 

After  concluding  discussions 
with  Northern  Telecom,  May  ap¬ 
proached  six  ACD  vendors  and  ex¬ 
plained  what  proprietary  product 
information  would  be  needed  for 
the  project. 

“When  we  read  the  proposals, 
we  found  that  there  were  only  two 
companies  capable  of  providing 
what  we  needed  to  create  the  ap¬ 
plication,”  he  said.  “But  the  only 
vendor  who  could  do  it  at  the  time 
we  wanted  to  begin  work  was 
Rockwell.” 

May  said  the  project  has  attract-  - 
ed  professors,  college  students  and 
several  independent  consultants, 
in  addition  to  top  technicians  from 
DEC  and  Rockwell.  □ 
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3Com  ships  Mac  II  E-net  adapter 

3Com  Corp.  has  begun  shipping  an  Ethernet  adapter  for  Apple  Com¬ 
puter,  Inc.’s  Macintosh  II,  enabling  the  computer  to  operate  on  a  lOM 
bit/sec  Ethernet  network.  Called  EtherLink/NB  (NuBus),  the  product 
is  available  immediately  for  $595. 


Apple  users  find  a  worm 

Recent  success  of  Mac  highlights  communications  shortfall. 


►  NETWORKING  DEFICIENCIES 


BY  MARY  PETROSKY 

Senior  Conrespondent,  West  Coast 


Apple  Computer,  Inc.’s  success 
in  selling  its  Macintosh  computers 
to  corporate  America  has  uncov¬ 
ered  a  weak  spot  in  the  company’s 
technology;  communications. 

The  company’s  recent  joint  de¬ 
velopment  agreement  with  Digital 
Equipment  Corp.  highlighted  this 
weakness.  One  of  Apple’s  key 
problems,  said  third-party  devel¬ 
opers,  is  that  it  has  not  evolved  its 
AppleTalk  networking  protocols 
rapidly  enough  to  keep  up  with  us¬ 
ers’  communications  needs. 

The  most  glaring  problem  is  a 


lack  of  network  diagnostic  and 
management  tools.  Standards  for 
asynchronous  dial-up  communica¬ 
tions  and  protocols  for  communica¬ 
tions  between  network  bridges  are 
also  needed. 

However,  the  situation  isn’t  all 
bad.  Apple-specified  standards, 
such  as  the  Apple  Filing  Protocol 
and  Printer  Access  Protocol,  have 
made  it  easy  for  developers  to 
build  products  that  can  interoper¬ 
ate  on  a  network.  “That  mix-and- 
match  capability  is  what  makes 
AppleTalk  so  easy  to  use,”  said 
Kee  Nethery,  technical  liaison  for 
Farallon  Computing  in  Berkeley, 
Calif.  Without  Apple-developed 


standards,  “mix-and-match  ease  of 
installation  goes  out  the  window,” 
Nethery  said. 

Apple’s  networking  guru  and 
manager  of  network  systems  devel¬ 
opment,  Gursharan  Sidhu,  ac¬ 
knowledged  that  the  developers’ 
criticisms  are  valid.  Recognizing 
that  Apple  “needed  to  be  a  full- 
fledged  networking  provider,”  the 
company  tripled  its  networking 
staff  last  year,  Sidhu  said. 

Apple  is  now  working  on  solu¬ 
tions  to  many  of  the  problems  cited 
by  developers,  he  said.  In  the 
meantime,  many  developers  are 
moving  ahead  with  proprietary  so¬ 
lutions  and  adopting  de  facto  stan¬ 


dards.  Although  there  is  a  great 
deal  of  cooperation  among  the  de¬ 
velopers  —  many  of  whom  belong 
to  the  AppleTalk  Developers  Asso¬ 
ciation  —  incompatibilities  among 
their  products  still  crop  up. 

“There  is  no  doubt  that  Apple- 
Talk  protocol  development  has  not 
moved  at  the  rate  those  of  us  in  the 
trenches  would  like  to  see,”  said 
Alex  Gernert,  marketing  director 
for  Tri-Data  Systems,  Inc.  in  Sun¬ 
nyvale,  Calif. 

Tri-Data  ran  into  a  problem 
when  developing  its  3270  gateway 
for  AppleTalk.  For  want  of  a  data 
stream  protocol  from  Apple,  Tri- 
Data  developed  its  own. 

Now  that  an  Apple  solution  is 
available,  Gernert  sees  no  reason 
to  adopt  it.  “It  was  so  late  in  com¬ 
ing  and  I  have  such  a  large  in¬ 
stalled  base,  I  see  no  reason  to 
change,”  Gernert  said. 

Farallon’s  Nethery  echoed  Ger- 

See  page  22 


►  COMNET  ’88 

TRW  beefs  up  LAN  product  line 


BY  JIM  BROWN 

New  Products  Editor 


WASHINGTON,  D.C.  —  TRW,  Inc.’s  Infor¬ 
mation  Networks  Division  used  the  Commu¬ 
nication  Networks  ’88  show  here  last  week 
to  bolster  its  local-area  network  management 
product  line. 

The  company  also  introduced  a  local  net 
bridge  and  IBM  Personal  Computer-based 
Transmission  Control  Protocol/Intemet  Pro¬ 
tocol  software. 

All  the  products  work  with  IEEE  802.3- 
compatible  networks,  including  Ethernets, 
that  support  TCP/IP  protocols  or  TRW’s  OS 
Connection  networking  software. 

TRW’s  NM  2000  network  management 
software  runs  on  a  Sun  Microsystems,  Inc. 
workstation.  The  menu-driven  package  en¬ 
ables  a  network  manager  to  configure  remote 
network  nodes  as  well  as  collect  network-us¬ 
age  data  from  TRW’s  Advanced  Connector 
Unit  (ACU)  2000,  also  announced  last  week. 
It  can  work  with  two  other  network  manage¬ 
ment  products  announced  last  week,  LanStat 
and  LanLoader. 

NM  2000  supports  network  alarm  monitor¬ 
ing,  network  performance  monitoring  and 
network  status  reporting.  The  $19,995  pack¬ 
age,  which  includes  the  Sun  workstation, 
also  comes  with  a  data  base  that  stores  net¬ 
work  configuration  and  individual  user  pro¬ 
files,  a  network  equipment  inventory  and  a 
network  hardware  repair  history. 

LanStat  is  a  self-contained  unit  that  con¬ 
nects  to  the  network.  By  capturing  mirror 
images  of  data  packets,  LanStat  is  able  to 
track  how  many  data  packets  are  flowing 
across  the  network.  Those  mirror  packets  are 
stored  in  memory. 

When  used  in  stand-alone  mode,  a  Digital 
Equipment  Corp.  VT- 100-compatible  termi¬ 


nal  linked  to  LanStat  via  RS-232  can  be  used 
to  display  those  packets  and  control  LanStat 
operations.  The  NM  2000  system  is  also  capa¬ 
ble  of  polling  and  retrieving  the  data  stored 
in  multiple  LanStat  units  at  user-defined  in¬ 
tervals. 

In  Extended  Statistics  mode,  LanStat  col¬ 
lects  data  detailing  peak  network  traffic  and 
traffic  during  user-specified  times  and  pro¬ 
vides  a  daily  traffic  report. 

LanStat  can  also  generate  traffic  to  be  sent 
over  the  network  to  a  specific  device  in  order 
to  measure  that  device’s  performance.  It  can 
create  non-Ethernet  packets  in  order  to  de¬ 
termine  the  type  of  packet  that  will  cause 
network  devices  or  entire  networks  to  fail. 

The  $2,995  LanStat  is  equipped  with  an 
Ethernet  adapter.  It  also  comes  with  either  a 
thin-wire  Ethernet  adapter,  AT&T  Starlan 
adapter  or  a  TRW  broadband  modem  operat¬ 
ing  at  up  to  lOM  bit/sec. 

TRW’s  LanLoader  is  a  server  capable  of  re¬ 
booting  an  entire  network  following  a  power 
fluctuation.  The  unit  uses  a  TRW  proprietary 
download  protocol  supported  by  TRW’s  ACU 
2000  to  download  network  software  to  an  en¬ 
tire  Ethernet  backbone  network. 

Based  on  a  Motorola,  Inc.  68000  series  mi¬ 
croprocessor,  the  unit  holds  the  network 
software  in  256K  bytes  of  nonvolatile  ran¬ 
dom-access  memory.  The  unit  is  controlled 
by  512K  bytes  of  operating  RAM.  It  features 
an  RS-232  port  that  enables  an  IBM  Personal 
Computer  or  NM  2000  workstation  to  access 
the  unit  and  issue  commands. 

LanLoader  uses  parallel  communications 
to  download  network  software  to  as  many  as 
40,000  devices  supported  by  multiple  Ether¬ 
nets  linked  to  a  backbone  Ethernet,  while 
similar  units  on  the  market  perform  the  task 
with  serial  communications.  The  unit  ranges 

See  page  22 
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In  a  recent  study,  The  Ledgeway  Group  found  that  computer  deal¬ 
ers  and  value-added  resellers  account  for  approximately  one-half 
of  low-end  product  sales  (Including  networks)  to  the  Fortune 
1,000,  but  only  22%  of  these  companies  use  resellers  for  hard¬ 
ware  maintenance. 


SOURCE:  THE  LEDGEWAY  GROUP,  INC.,  LEXINGTON,  MASS. 


Internal 
26. 


End  user 
1.7% 


.5% 


NETWORK  NOTES 


In  a  move  to  expand  the  marketing  of  its 
products  to  vertical-market  value-added  resell¬ 
ers,  3Com  Corp.  announced  last  week  it  has 
signed  a  contract  with  a  major  U.S.  distributor 
and  established  a  program  to  allow  some  of  its 
resellers  to  act  as  dealer/distributors. 

3Com  signed  a  one-year,  renewable  agree¬ 
ment  with  Softsel  Computer  Products,  Inc.  of 
Inglewood,  Calif.,  which  will  distribute  3Com 
personal  computer  networking  products  to  ver¬ 
tical-market  value-added  resellers  in  the  U.S. 

In  addition,  3Com  unveiled  a  new  program 
for  current  3Com  resellers  that  allows  them  to 
serve  as  an  additional  indirect  source  of  3Com 
products  for  small,  vertical-market  value-added 
resellers. 

Touch  Communications,  Inc.  of  Scotts  Val¬ 
ley,  Calif.,  recently  announced  at  the  Infonetics 
Desktop  Communications  Conference  the  first 
Open  Systems  Interconnect  (OSI)  product  for 
the  Apple  Computer,  Inc.  Macintosh  family  of 
personal  computers.  The  Touch  OSI  Macintosh 

See  Network  Notes  page  22 
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Developers  Kit  enables  software 
developers  to  implement  network- 
based  applications  for  the  Macin¬ 
tosh  using  industry-standard  OSI 
protocols,  the  company  said. 

The  Touch  OSI  Macintosh  Devel¬ 
oper’s  Kit  is  Touch’s  initial  Macin¬ 
tosh  offering.  Last  May,  Apple 
made  a  strategic  investment  in 
Touch  to  provide  OSI  networking 
software  products  for  the  Macin¬ 
tosh  product  family. 

The  Touch  OSI  Macintosh  Devel¬ 
oper’s  Kit  is  expected  to  be  avail¬ 
able  this  May.  The  kit  is  priced  at 
$545,  which  includes  license,  me¬ 
dia  and  the  Programmer’s  Refer¬ 
ence  Manual. 

Micom-Interlan,  Inc.,  a  Boxbor- 
ough.  Mass. -based  provider  of  lo¬ 
cal-area  networking  products,  and 
SynOptics  Communications,  Inc. 
in  Mountain  View,  Calif.,  recently 
announced  a  joint  agreement  to 
market  and  develop  local-area  net¬ 
work  products.  Both  companies 
will  add  critical  media  distribution 
components  and  local  network  in¬ 
terface  boards  to  existing  product 
lines.  Under  the  terms  of  the  agree¬ 
ment,  Micom-Interlan  becomes  the 
first  local  net  company  to  acquire 
development  rights  to  SynOptics’ 
lOM-bit  chip  technology. 

Micom-Interlan  will  resell  Syn- 


TRW  beefs  up 
LAN  product  line 

continued  from  page  2 1 

in  price  from  $1,995  to  $2,095. 

TRW’s  ACU  2000  is  a  Motorola 
68000  microprocessor-based  com¬ 
munications  server  enabling  up  to 
four  devices  to  share  a  single  link 
to  an  Ethernet.  Each  of  the  ports 
can  be  configured  to  support  dif¬ 
ferent  network  protocols. 

That  configuration  information 
as  well  as  network-usage  statistics 
for  each  port  are  retained  in  512K 


Optics  LattisNet,  a  facilitywide 
wiring  system  that  allows  IEEE 
802.3  Ethernet  technology  to  be 
implemented  using  unshielded 
twisted-pair  wire.  SynOptics  will 
offer  Micom-Interlan  NP-Series  In¬ 
telligent  Protocol  Processors  and 
Nl-Series  Data  Link  Controllers. 

Synchronous  Data  Link  Control 
and  X.25  LAN  Gateways  for  the 
IBM  Personal  System/2  Micro 
Channel  bus  have  been  introduced 
by  Icot  Network  Systems,  Inc. 
(INS).  The  3270  interfaces  connect 
networked  Personal  System/2s  and 
Personal  Computers  through  a  Per¬ 
sonal  System/2  Model  50,  60  or  80 
to  the  Systems  Network  Architec¬ 
ture  host  environment. 

Each  INS  gateway  supports  up 
to  32  logical  unit  sessions  on  a  Net¬ 
work  Basic  I/O  System-compliant 
local  net.  Up  to  10  gateways  of 
each  type,  SDLC  or  X.25,  may  be 
installed  on  a  single  local-area  net. 

The  68B09  microprocessor-  and 
68B54  data  link  controller-based 
gateways  are  designed  to  be  self- 
sufficient,  handling  their  own  com¬ 
munications  and  processing  func¬ 
tions,  minimizing  Personal  Sys¬ 
tem/2  overhead  and  increasing 
performance. 

The  INS  SDLC  LAN  Gateway  ap¬ 
pears  to  the  host  as  a  3274-51C 
cluster  controller  and  supports  two 


bytes  of  RAM. 

The  ACU  2000  communicates 
with  devices  connected  to  it  at 
speeds  up  to  19. 2K  bit/sec.  It  is 
supplied  with  an  Ethernet  adapter 
as  well  as  either  a  thin-wire  Ether¬ 
net  adapter,  AT&T  Starlan  adapter 
or  a  TRW  broadband  modem  oper¬ 
ating  at  up  to  lOM  bit/sec.  A  two- 
port  ACU  2000  is  $1,050. 

TRW’s  NB  2000  Network  Bridge 
provides  a  link  between  IEEE 
802.3-compatible  local  nets.  An  NB 
2000  linked  to  a  backbone  Ether¬ 
net  is  able  to  link  to  four  sub-Eth- 


3278/79  terminal  sessions  and  one 
3287  host-addressable  printer-em¬ 
ulation  session  per  workstation. 
Line  speeds  up  to  19. 2K  bit/sec 
over  leased,  switched  or  multidrop 
lines  are  supported. 

The  X.25  LAN  Gateway  adheres 
to  CCITT  1976,  1980  and  1984  rec¬ 
ommendations. 

Scheduled  to  ship  immediately, 
SDLC  and  X.25  LAN  Gateway  pric¬ 
ing  ranges  from  $1,995  for  eight- 
logical  unit  support  up  to  $3,995 
for  32-logical  unit  support. 

lOnet  Communications,  Inc.  re¬ 
cently  announced  the  signing  of  a 
Source  License  Agreement  with 
Network  Research  Corp.  (NRC)  for 
NRC’s  Fusion  Network  Software. 
The  Fusion  Network  Software  will 
be  ported  on  the  lONET  local- area 
network.  Protocols  that  are  sup¬ 
ported  by  Fusion  Network  Soft¬ 
ware  include  Xerox  Network  Sys¬ 
tems,  Network  Basic  I/O  System, 
Network  File  System  and  Trans¬ 
mission  Control  Protocol/Internet 
Protocol. 

The  addition  of  TCP/IP  will  en¬ 
able  lONET  users  to  connect  to 
other  systems  such  as  VAX/VMS 
and  Unix.  lONET  users  will  also 
have  the  ability  to  gateway  into 
other  network  systems  such  as 
Ethernet,  fiber-optic  and  token 
ring.O 


ernets.  Capable  of  transmitting 
5,000  packets  a  second,  the  unit 
will  support  TCP/IP,  Digital  Equip¬ 
ment  Corp.  DECnet  or  Internation¬ 
al  Standards  Organization  Open 
Systems  Interconnect-compatible 
network  protocols. 

The  NB  2000  costs  $5,395  and  is 
capable  of  determining  which  de¬ 
vices  are  local  and  which  are  re¬ 
mote.  It  will  support  adapter 
boards  that  link  to  lOM  bit/sec 
twisted-pair  wired  networks  as 
well  as  a  link  between  remote  net¬ 
works  via  a  T-1  line. 

The  NM  2000  network  manage¬ 
ment  software  is  used  to  configure 
and  control  the  NB  2000  bridge. 
NM  2000  can  also  access  such  NB 
2000  stored  network-usage  statis¬ 
tics  as  the  number  of  data  packets 
transmitted  by  the  bridge  and  the 
number  of  data  packets  the  bridge 
retransmitted  because  of  errors. 

Lastly,  TRW  announced  the  PC 
2000,  which  consists  of  an  adapter 
board  and  software  that  enables 
IBM  Personal  Computers  support¬ 
ing  MS-DOS,  DOS  Z-100  or  Xenix 
operating  systems  to  implement 
TCP/IP.  The  software  supports 
TCP/IP’s  File  Transfer  Protocol, 
Telnet  Virtual  Terminal  Protocol 
and  DEC  VT-100  terminal-emula¬ 
tion  capabilities.  It  also  includes  an 
interface  to  TCP/IP’s  Simple  Mail 
Transfer  Protocol. 

In  addition  to  supporting  an  in¬ 
terface  to  software  supporting 
IBM’s  Network  Basic  I/O  System, 
the  PC  2000  product  is  also  capa¬ 
ble  of  running  TRW’s  networking 
software  called  OS  Connection. 

Pricing  for  the  PC  2000  board 
and  software  ranges  from  $495  to 
$670.  TRW’s  Information  Net¬ 
works  Division  is  located  at  23800 
Hawthorne  Blvd.,  Torrance,  Calif. 
90505,  or  call  (213)  373-9161. □ 


Apple  users 
find  a  worm 
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nert.  “Xerox  blew  it  because  they 
lost  control  of  Ethernet,  and  it 
looks  like  Apple  is  doing  the  same 
thing,”  Nethery  said.  He  points  to 
the  current  lack  of  standards  for 
asynchronous  communications 
over  AppleTalk  as  an  example. 

“There’s  a  standard  way  to  do 
it,  but  it’s  not  Apple’s,”  Nethery 
said.  Several  years  ago,  Dartmouth 
University  in  Hanover,  N.H.,  devel¬ 
oped  an  asynchronous  version  of 
AppleTalk  and  placed  it  in  the  pub¬ 
lic  domain.  “There  are  a  lot  of  limi¬ 
tations  to  this  hobbyist’s  imple¬ 
mentation,”  so  developers  are 
creating  their  own  —  which  will 
likely  result  in  incompatibilities, 
Nethery  said. 

Solana  Electronics  in  San  Diego 
is  one  vendor  that  has  developed 
its  own,  more  sophisticated  asyn¬ 
chronous  communications  methods 
for  AppleTalk.  Because  of  the  lack 
of  standardization  in  this  arena, 
Solana  President  David  Crellan 
said  vendors  of  asynchronous 
products  “would  like  to  have  some¬ 
one,  preferably  independent,  try 
out  all  the  products  in  an  inter¬ 
mixed  environment.” 

Sidhu  said  there  are  so  many 
asynchronous  protocol  standards 
that  evaluating  them  all  and  pick¬ 
ing  one  is  difficult.  Performance 
and  security  must  be  addressed  as 
well,  and  Apple  is  tackling  these 
two  issues  first,  Sidhu  said.  “The 
async  standard  is  more  difficult  to 
solve,”  he  said,  adding  that  he 
would  welcome  input  from  any  de¬ 
veloper. 

“I  don’t  want  anyone  to  think 
we’re  stonewalling  or  ignoring  this 
issue,”  he  said. 

The  one  area  in  which  third-par¬ 
ty  developers  dare  not  tread  with¬ 
out  Apple-developed  standards  is 
network  management.  “We  need 
some  network  maintenance  sup¬ 
ported,  but  I’m  not  about  to  invent 
things  and  then  have  Apple  re¬ 
place  them,”  noted  Tri-Data’s  Ger- 
nert.  The  cost  of  developing  net 
management  tools  is  too  high  for 
third  parties  to  bear,  he  added. 
“It’s  really  an  Apple  call.” 

Farallon  was  responsible  for  set¬ 
ting  up  the  more  than  100-node 
AppleTalk  network  at  the  recent 
MacWorld  Exposition  in  San  Fran¬ 
cisco,  and  network  management 
was  a  real  issue,  Nethery  said.  The 
network  was  designed  so  that  no 
booth  was  dependent  on  any  other 
booth,  allowing  Nethery  to  isolate 
any  problem  booths. 

Sidhu  said  that,  over  the  past 
year,  his  group  has  been  gathering 
input  from  developers  and  users 
concerning  what  Apple’s  network 
management  system  should  cover. 
An  interim  diagnostic  tool  is  now 
in  beta  testing.  In  addition,  a  pro¬ 
totype  of  a  full  net  management 
system  has  been  shown  to  DEC  and 
a  few  large  users,  Sidhu  said. 

Presumably,  Apple  can  plug  the 
holes  in  AppleTalk  before  third 
parties  become  too  entrenched 
with  their  own  solutions  —  and 
before  the  corporate  users’  new¬ 
found  love  for  the  Macintosh  is  cut 
off  by  network  snafus.  □ 


Computer  Entry  Systems  Corporation 

Field  Service 

271  Schilling  Circle 

Hunt  Valley,  MD  21031 

Computer  Entry  Systems  (CES)  announces  an  addition  to  its 
existing  Sytek  Localnet  20  maintenance  programs.  On-Site  and 
Depot  repair  services  for  your  Broadband  IBM  PC  Network 
Adapter  II  Cards,  Sytek  Localnet  2000,  and  assorted 
Localnet  6000  equipment  are  now  available.  CES  has 
developed  the  capability  to  maintain  PC  Network  Translators  like 
the  6050’s  and  605Ts,  the  6120  Adapter  Cards,  and  the  6610  or 
6620  File  Servers.  CES  also  offers  a  full  range  of  Broadband 
Local  Area  Network  services  which  include  Preventive 
Maintenance,  Certification,  and  Emergency  Repairs.  Have  a  CES 
Service  Marketing  Representative  customize  a  package  that  best 
meets  your  needs.  For  more  information  and  pricing,  call 
1-800-221-9965  or  1-301-771-5953.  Our  experienced  staff  will  be 
more  than  happy  to  discuss  your  service  requirements. 


Satisfied  Customers...  our 
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All  trademark  names  used  in  the  advertisement  are  the  property  of  their  respective  companies. 
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CIOs  caught  out  of  focus 

In  a  recent  Business  Wfee/c/United  Research  Co.,  Inc. 
study,  half  of  the  chief  executive  officers  surveyed 
said  they  wish  their  chief  information  officers  would 
“concentrate  on  making  information  systems  more 
business-focused,  instead  of  trying  to  ensure  that 
what  the  company  has  is  technically  state  of  the  art.” 


►  NORTH  AMERICAN  ISDN  USERS’  FORUM 

Group  g2ithers  user  views 

Members  strive  for  more  interoperable  ISDN  applications. 


Success  and  strategic 
information  systems 


DIALOGUE 


Do  you  think  vendors  can  meet 
user  needs  better  by  teaming  up 
with  other  companies  to  offer 
complete  networks?  Or  do  yon 
think  that  is  marketing  hype? 

Ui  think  that  it’s  mostly  hype. 
The  assumption  is  that  they  are 
experts  in  their  fields  and  that  to¬ 
gether  they  can  provide  a  broader 
solution.  It  may  be  true  in  their 
separate  environments,  but  I  don’t 
think  it  necessarily  follows. 

Dean  Miller 
Manager  of  information  systems 
Goodyear  Tire  &  Rubber  Co. 

General  Products  Division 

Lincoln,  Neb. 

Ui  feel  they  can  present  better 
solutions  by  teaming  up.  They  can 
complement  one  another’s  prod¬ 
ucts  and  present  a  full  solution, 
rather  than  a  partial  solution  that 
leaves  the  buyer  to  come  up  with  a 
full  solution. 

William  Helmstetter 

Vice-president 
Communications  and  hardware 
Connecticut  National  Bank 

Hartford,  Conn. 

u  For  the  most  part,  they  don’t 
meet  users’  needs  better.  Usually, 
the  vendors  that  team  up  are  not 
the  companies  I  would  choose.  I’d 
rather  make  my  own  choices.  For 
instance,  MCI  and  IBM  have  been 
getting  together  lately,  but  I  would 
rather  choose  AT&T.  The  teaming 
relationship  is  good  only  if  the 
vendors  that  team  up  would  be  the 
ones  I’d  choose. 

Debra  Kristopson 

Director  of  MIS 
Nestle  Enterprises,  Inc. 

Cleveland,  Ohio 


BY  BOB  BROWN 

staff  V\friter 


GAITHERSBURG,  Md.  —  Users 
aiming  to  get  more  than  their  two 
cents  worth  in  before  Integrated 
Services  Digital  Network  stan¬ 
dards  come  out  will  team  up  this 
week  with  vendors  to  form  an  or¬ 
ganization  dedicated  to  collecting 
user  input. 

Users  and  vendors,  hoping  to 
work  out  some  of  their  many  dif¬ 
ferences  over  ISDN,  plan  to  sign 
the  charter  for  the  North  American 
ISDN  Users’  Forum  at  a  National 
Bureau  of  Standards  (NBS)-Open 
Systems  Interconnect  dinner  here. 

The  group’s  mission,  as  stated  in 
its  charter,  is  “to  create  a  strong 
user  voice  in  the  implementation  of 
ISDN  and  ISDN  applications  and  to 
ensure  that  the  emerging  ISDN 
meets  users’  application  needs.” 

The  fledgling  group  will  have  its 
first  open  meeting  June  8  through 
10  in  Atlantic  City,  N.J.,  following 
the  Association  of  Data  Communi¬ 
cations  Users’  national  conference, 
said  W.  Edward  Hodgson,  comput¬ 
er  and  communications  manager 
for  Westinghouse  Elevator  Co.  in 


Morristown,  N.J. 

The  organization  will  be  divided 
into  two  main  parts:  the  ISDN  User 
Workshop  and  the  ISDN  Implemen¬ 
tors  Workshop.  Members  of  the 
user  workshop  will  present  the  im¬ 
plementors  group  —  made  up 
mostly  of  vendors  —  with  applica¬ 
tions  users  need  most.  The  vendor 
group  will  provide  technical  advice 
and  consultation  on  how  to  imple¬ 
ment  these  applications  and  ensure 
their  interoperability. 

“There  has  been  an  obvious  lack 
of  user  involvement  up  to  now,” 
said  Richard  Stephenson,  head  of 
the  implementors  group  and  direc¬ 
tor  of  advanced  technology  at 
Southwestern  Bell  Telephone  Co. 
in  St.  Louis,  Mo.  “This  organization 
makes  sense  for  users,  potential 
users  and  vendors.” 

The  NBS,  which  began  pushing 
for  an  ISDN  users  group  last  year 
by  soliciting  industry  contacts, 
said,  “Encouraging  broad  industry 
and  user  participation  is  the  most 
effective  way  to  ensure  that  ISDN 
products  and  services  are  available 
to  meet  user  requirements  in  a 
timely  manner.” 

The  new  group  will  attempt  to 


persuade  vendors  to  make  intero¬ 
perable  applications  instead  of 
making  versions  dedicated  solely 
to  their  base  customers,  said  Hodg¬ 
son,  who  will  act  as  chairman  of 
the  new  group’s  user  workshop. 

“Vendors  have  had  the  upper 
hand  in  standards  committees  for 
too  long,”  Hodgson  said.  “When 
vendors  are  in  control,  not  much 
gets  done,  or  it  gets  done  wrong.” 

Typical  standards  committees 
are  stacked  with  vendor  represen¬ 
tatives  “who  are  engineers  taken 
right  out  of  college  with  no  real 
world  experience,”  Hodgson  said. 
“They  don’t  defend  users.  They  de¬ 
fend  their  egos.” 

Despite  such  talk,  five  of  the  six 
founding  members  of  the  forum  are 
vendors.  Westinghouse  Elevator  is 
the  only  user  in  the  founding 
group,  which  includes  Nynex 
Corp.,  Bell  Atlantic  Corp.,  South¬ 
western  Bell  Telephone  Co.,  Bell 
Communications  Research,  Inc. 
and  Ameritech  Services. 

Vendors  are  “excited  about  the 
organization”  because  they  realize 
that  “the  users  have  all  the  mon¬ 
ey,”  Stephenson  said. 

See  page  25 
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JOE  CHEW 


Managers  beware  of  execubabble 


In  the  column  “Technobabble 
as  an  art  form,”  (AW,  Jan.  11) 
the  author  unleashed  a  poten¬ 
tially  awesome  force  for  hasten¬ 
ing  progress  —  or  impeding  it. 
Leveraging  success  terminology 
to  implement  verbiage-enhanced 
communication  strategies  is  a 
nontrivial  concept. 

“Powerful  ideas  swaddled  in 
technobabble  have  little  chance 
of  adoption,”  the  author  writes. 
Agreed,  in  spades.  But  one  could 
say  the  same  for  ideas  swaddled 
in  execubabble. 

Take  the  sources  the  author 
cites  for  his  ostensibly  desirable 
“corporate  watchwords”  —  of¬ 
ficial  correspondence  from  se¬ 
nior  levels  of  an  organization, 
including  speeches  and  annual 
reports. 

Watchwords?  Buzzwords  is 
more  like  it. 

Official  corporate  communica- 

Chew  is  a  senior  technical 
writer  in  data  communications. 


tions  of  any  kind  are  veritable 
hives  of  bee-in-a-bottle  terms 
that  make  a  nice  buzz  but  get 
nowhere.  Often  what  is  con¬ 
veyed  is  not  a  sense  of  “what  is 
currently  important  to  the  orga¬ 
nization”  but  a  sense  of  what 
manipulative  users  of  the  lan¬ 
guage  want  someone  to  think  is 
important. 

(The  annual  report  in  particu¬ 
lar  has  been  compared  to  a  biki¬ 
ni  in  that  its  goal  is  to  suggest 
everything  while  revealing 
nothing.) 

Literate  managers  may  have 
misgivings  about  using  such 
terms,  the  author  writes.  And 
well  they  should.  Trade  jargon 
terms  are  just  fine  in  context, 
and  neologisms  from  the  execu¬ 
tive  suite  can  be  fresh,  vigorous 
and  picturesque. 

But  these  terms  have  a  way 
of  spilling  over  into  the  yuppie 
vernacular,  and  soon  they  be¬ 
come  nonsense.  They  turn  into 
happybabble  that  impresses  no 


one  except  other  corporate  lad¬ 
der  climbers. 

The  author  makes  one  excel¬ 
lent  point  though.  Analyzing  the 
audience  and  identifying  the 
terms  that  have  special  mean¬ 
ings  —  either  positive  or  nega¬ 
tive  —  is  one  of  the  keys  to 
clear  communication.  But  apply¬ 
ing  that  principle  calls  for  cau¬ 
tion. 

An  example  from  my  own  ex¬ 
perience:  A  reshuffling  of  high 
executives  in  one  company 
prompted  a  junior  vice-president 
to  remark  that  it  would  take 
some  time  to  “wrap  his  mind 
around”  the  new  scheme.  Vice- 
presidential  usage  gave  the 
phrase  official  blessing.  Soon 
we  were  all  trying  so  hard  to 
wrap  our  minds  around  every 
little  day-to-day  thing  that  our 
brains  just  about  leaked  out  of 
our  ears. 

In  a  different  job,  I  attended 
a  company  wide  presentation 

See  page  25 


Thanks,  ICA  members,  for  making 
Network  World  your  best-read 
communications-oriented  publication. 


Gary  J.  Beach 
Publisher 

“Rome  wasn’t  built  in  a  day.”  Although  you’ve  heard  this  saying  time  and  time  again,  the  philosophy 
behind  it  —  that  through  hard  work  you  can  make  things  better  day  by  day,  week  by  week,  and  year  by 
year  —  remains  sound. 

It’s  this  very  philosophy  that  Network  World  editors  have  followed  during  the  past  1 8  months.  And  in  doing 
so,  they  have  remained  true  to  their  initial  goal:  to  make  each  issue  of  Network  World  the  best  possible  for 
you,  our  readers. 

Evidence  is  growing  that  Network  World’s  long-term  commitment  to  editorial  excellence  is  paying  off.  In 
fact,  the  latest  study  conducted  by  an  independent  research  firm  among  ICA  members  shows  rather 
impressive  results.  Not  only  does  Network  World  top  the  list  of  communications-oriented  publications  in 
receivership,  but  it  now  ranks  number  one  in  readership  as  well. 

As  you  can  see  in  the  following  charts,  both  receivership  and  readership  of  Network  World  among  ICA 
members  have  steadily  increased  since  July  1986.  However,  during  this  time  period,  these  same  ratings 
have  declined  for  almost  every  other  communications-oriented  publication. 
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*  Readership  figure  for  each  publication  is  based  on  the  number  of  ICA  members  who  receive  that  publication. 

Studies  conducted  by  First  Market  Research  of  Boston. 

There’s  no  question  about  it.  Network  World’s  in-depth  networking  coverage  is  what  enables  us  to  deliver  a 
unique  editorial  product  that  progressive  communications  users  have  come  to  rely  on  week  after  week. 

Thanks  to  the  growing  support  of  ICA  members  and  continued  dedication  of  all  our  readers.  Network 
World  is  now  the  number  one  communications-oriented  publication  for  today’s  leading-edge  users. 


Cordially, 


FEBRUARY  1,  1988  / 
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►  1988  AGENDA 

Users  pick 
liaison  for 
COS  meet 

BY  JOSH  GONZE 

Senior  Witer 


Six  user  members  of  the  Corpo¬ 
ration  for  Open  Systems  (COS)  re¬ 
cently  participated  in  a  teleconfer¬ 
ence  to  choose  a  user  representa¬ 
tive  to  the  1988  COS  agenda 
meeting  and  to  review  plans  for 
COS  user  activities  during  the 
year. 

The  participants,  all  members  of 
the  COS  User  Committee,  elected 
Charles  Morgan  of  the  Defense 
Conummications  Agency  to  be 
their  liaison  to  the  agenda  meeting, 
which  was  held  last  week.  At  the 
meeting,  a  long-term  plan  for  COS 
activities  was  drawn  up.  The  liai¬ 
son  position  is  important  because 
it  serves  as  a  focal  point  for  user 
concerns  about  the  content  of  the 
COS  agenda. 

The  plan  will  be  submitted  to 
the  COS  governing  body,  the  Strat¬ 
egy  Forum,  for  final  approval,  at  a 
subsequent  meeting.  “After  the 
agenda  meeting,  things  will  be 
pretty  well  wrapped  up,”  said  Bud 
Huber,  manager  of  corporate 
networking  standards  at  Hughes 
Aircraft  Co.  and  one  of  the  telecon¬ 
ference  participants.  “Then  it  will 
be  discussed  and  voted  on,  or 
whatever  the  Strategy  Forum 
chooses  to  do  with  it.” 

Participants  interviewed  after 
the  teleconference  said  the  users’ 
concerns  generally  match  those  of 
the  vendors  but  that  there  are  dif¬ 
ferences  in  emphasis  or  priority. 

One  issue  of  particular  impor¬ 
tance  to  users  is  product  testing 
for  conformance  with  Integrated 
Services  Digital  Network  stan¬ 
dards,  according  to  Gary  Work¬ 
man,  staff  development  engineer  at 
General  Motors  Corp.  and  another 
of  the  participants.  The  COS  User 
Committee  will  work  through  Mor¬ 
gan,  the  newly  elected  representa¬ 


Group  gathers 
user  views 

continued  from  page  23 

So  far,  Stephenson  has  contact¬ 
ed  more  than  80  vendors.  Interest 
has  been  high,  but  it  is  too  early  to 
say  if  potential  members  such  as 
Digital  Equipment  Corp.  and  IBM 
will  join,  he  said. 

For  vendors,  one  drawback  to 
joining  the  group  is  that  product 
test  results  are  open  for  public  re¬ 
view  because  the  group  is  govern¬ 
ment-sponsored,  Hodgson  said. 

“The  benefits  outweigh  this  one 
drawback,”  he  said. 

Meanwhile,  Hodgson  has  met 
with  resistance  from  some  MIS  and 
communications  managers  he  has 
solicited. 

“They  don’t  understand  what 
ISDN  could  mean  for  them  in  the 
1990s,”  Hodgson  said,  “that  it  will 
save  them  money  and  time.”  □ 


tive,  to  assure  a  high  priority  for 
ISDN  testing,  he  said. 

The  results  of  the  upcoming  En¬ 
terprise  Networking  Event  ’88 
(ENE)  are  also  crucial  to  COS’  user 
members,  according  to  Bill  Mc¬ 
Clure,  chairman  of  the  User  Com¬ 
mittee  and  manager  of  the  systems 
architecture  center  at  Eastman  Ko¬ 
dak  Co.  ENE  ’88  will  be  a  large  ex¬ 
hibition  and  demonstration  of 
products  compatible  with  the  Open 
Systems  Interconnect  (OSI)  model, 
the  Manufacturing  Automation 
Protocol  and  other  conununications 
standards.  It  will  be  held  in  Balti¬ 
more  on  June  6  through  8. 

“We  want  to  stay  close  to  ENE, 
its  planning  and  progress,  and  any 
of  the  factors  that  will  help  make 
it  a  success,”  McClure  said.O 


Beware  of 
execubabble 

continued  from  page  23 
that  revealed  how  we  were  becom¬ 
ing  a  “relationship-oriented”  firm, 
instead  of  a  “product-oriented” 
one.  The  usual  reaction  was  “Gee,  I 
hope  we  can  make  as  much  money 
having  relationships  as  we  did  sell¬ 
ing  products.”  And  so  another  spe¬ 
cialized,  meaningful  business  term 
was  sent  to  its  doom  outside  its 
proper  audience. 

Should  you  then  embrace  this 
kind  of  language?  It  depends  on 
your  goals.  Some  communications 
are  intended  merely  to  improve 
team  spirit  —  a  literary  counter¬ 
part  of  those  meetings  that  seem  to 
be  important  because  of  who  at¬ 


tends,  not  because  of  what  is  de¬ 
cided.  But  if  buzzword  mode  be¬ 
comes  the  default  configuration 
profile  when  you  are  trying  to 
communicate  facts,  the  verbal  data 
set  will  be  hard  to  access. 

The  extra  time  needed  for  clar¬ 
ity  and  exactitude  is  time  well 
spent.  Avoiding  the  flyblown  cli¬ 
che  is  more  than  just  a  point  of 
proper  English;  it  is  a  gesture  of  re¬ 
spect  for  the  reader  and  a  move  to¬ 
ward  clear  communication. 

The  author  suggests  that  com¬ 
munications  managers  must  know 
the  language  of  the  organization. 
Indeed  —  but  if  they  blindly  join 
the  Big  Guy’s  phrase-of-the-month 
club,  they  run  the  risk  of  not  com¬ 
municating  anything.  How  many 
managers  can  afford  that?  □ 


w/// 


CASE  Announces 
the  Merger  of 
IBM  and  DEC 

...  and  Control  Data  and  Unisys  and 
Data  General  and  Hewlett-Packard 
and  Honeywell  and  Wang 


...  and  Prime  and  Tandem.  With  CASE  OCX  Communica¬ 
tions  Processors,  the  Universal  Workstation  becomes  a 
reality.  The  OCX  made  it  possible  for  CASE  to  install  the 
world’s  largest  private  data  communications  network — with 
over  1 00  computers  driving  35,000  terminals  in  more  than 
70  countries.  Now,  DCX  modularity  can  serve  your  network. 
Whether  its  worldwide  or  as  small  as  a  four-channel,  point- 
to-point  system — and  regardless  of  hardware! 

The  Universal  Workstation  Is  Here 

The  DCX  makes  virtually  any  workstation  in  your  network 
universally  compatible.  Its  modular  design  employs  CASE 
Gateway  modules,  which  give  async 
workstations  access  to  bisync,  SDLC, 
and  X.25  networks.  CASE  A-Net  gives 


800-227-3134 


3270-type  tenninals  access  to  asynchronous  networks.  And 
CASE  DCX  Link  modules  let  you  transport  synchronous 
data  over  your  network  as  they  eliminate  inefficient  polling. 

Plus,  we  designed  the  DCX  for  optimum  efficiency,  ease  of 
use,  and  emor-free  communications.  With  advanced  features 
like  statistical  multiplexing.  User  switching.  Port  contention. 
And  network  management. 

At  CASE,  our  connectivity  capabilities  aren't  just  promises. 
We’ve  developed  and  perfected  them  for  over  a  decade.  So 
you  can  apply  them  now.  For  help  on  your  big  mergers,  call 
or  write  today; 

CASE  Communications,  Inc. 


7200  Riverwood  Drive 
Columbia,  Maryland  21046-1199. 


C4SE 


MAKE  MORE 
DIGITAL  EQUIPMENT 

CTIONS  AT 
DEXPO 
EAST  88 


You  get  six  events  with  one  visit 
to  DEXPO  East  88.  Each  helps 
you  get  the  most  out  of  your 
Digital  Equipment  system. 


Build  Systems  Productivity  Fast. 
DEXPO  EXHIBITS 


Attend  the  World's  First 
APPLE-DEC  COMPUTING  CENTER 


DEC  vs.  IBM  at  the 

IDC  EXECUTIVE  CONFERENCE 


Everything  for  your  VAXs,  PDP-1  Is  &  DEC 
Micros.  The  latest  enhancements. 

New  integration  solutions.  Compare  over 
250  leading  suppliers.  Get  your  hands  on 
the  newest  4GLs,  networks,  applications. 
More  than  10,000  products. 


Find  out  how  to  harness  VAX  power  to  the 
easy-to-use  Macintosh*.  Get  Mac-to-VAX 
integration  and  applications  tools 
from  Apple  and  selected  vendors. 

Special:  Conference  sessions  on  Apple- 
DEC  connectivity. 


International  Data  Corporation  presents  a 
two-day  conference,  "Corporate  Computing: 
DEC  vs.  IBM,  The  Challenge  Continues.” 
IDC  analysts  and  industry  experts  discuss 
superpower  strategies.  Who  has  the 
competitive  edge? 


Get  Practical  Strategies  To  DEC  Computing 
DEXPO  EAST  CONFERENCE 

What  state-of-the-art  is  in  DEC  computing. 
Sessions  include:  Third-Party  Vendors  &  the 
VAXBl  —  Issues  and  Options,  Transparent 
Integration  Between  PCs  and  VAXs,  TCP/IP 
in  the  DEC  World,  Configuration  Manage¬ 
ment,  and  more. 


800-133-0^0 

..rr:  ' 

Ask  for  FREE  VIP  Tickets 

Call  now  to  receive  a  free  Sfiow  Preview 
highlighting  over  100  of  the  latest 
DEC-compatible  products,  and  FREE 
VIP  Tickets. 


Sharpen  Computer  Skills 
TECHNICAL  TRAINING  SEMINARS 

Intensive  half-day  "how-to”  seminars 
cover  VAX/VMS  networking.  Security. 
Management.  Planning.  Programming. 
Communications.  And  more.  Introductory 
and  advanced  sessions.  Instruction 
provided  by  ERl  Training. 


DEXPO"  EAST  88 

The  14th  DEC*-Compatible  Exposition  &  Conference 

Passenger  Ship  Terminal 

Piers  90  &  92  (48th  -  55th  Sts.  at  12th  Ave.) 

New  York  City 
February  16-18,  1988 


Free  to  all  Attendees  Keynote  Address  By 

APPLE  CHAIRMAN/CEO 
JOHN 
SCULLEY 

Apple's  Top  Executive 
speaks  out  on  Apple-DEC 
solutions.  Get  the  inside 
story  on  Apple's  drive  to 
bring  Macintosh  into  the  DEC  environment. 


Organized  by  Expoconsul  International,  Inc. 

3  Independence  Way,  Princeton,  NI  08540 

•DEC  is  a  registered  trademark  of  Digital  Equipment  Corp.  Macintosh  is 
a  registered  trademark  of  Apple  Computer  Inc. 
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See  inside  for: 

►Dial  backup  system 
►Handheld  BER  tester 
►Software  for  faxing  from  IBM 
terminals 


V  3.0-based  gear 
unveiled  at  meet 

GE  Fanuc,  Micom,  Retix  show  products. 


MAP/TOP  USERS  GROUP 


BY  MARY  PETROSKY 

Senior  Correspondent,  West  Coast 


LONG  BEACH,  Calif.  —  Vendors 
used  the  recent  MAP/TOP  Users 
Group  meeting  here  to  unveil  prod¬ 
ucts  based  on  Version  3.0  of  the 
Manufacturing  Automation  Proto¬ 
col  and  Technical  and  Office  Proto¬ 
col. 

GE  Fanuc  Automation  North 
America,  Inc.  and  Micom-Interlan, 
Inc.  announced  MAP/TOP  Version 
3.0  products  aimed  at  users,  while 
Retix  announced  shipment  of  its 
full  seven-layer  suite  of  MAP/TOP 
3.0  protocols  to  equipment  makers. 

GE  Fanuc  announced  a  three- 
layer  implementation  of  the  MAP 
3.0  software,  Mini-MAP,  aimed  at 
factory  floor  equipment  requiring 
real-time  response  capabilities.  It 


will  run  on  either  broadband  or 
carrier-band  networks. 

The  company  also  announced  a 
full  seven-layer  implementation  of 
MAP  Version  2.2  to  run  on  its  Se¬ 
ries  Six  Programmable  Controller 
local-area  network  interface  hard¬ 
ware.  In  addition,  GE  Fanuc  an¬ 
nounced  that  its  local  net  interface 
for  the  Series  Six  —  previously 
available  for  carrierband  networks 
only  —  is  now  available  in  a 
broadband  version.  The  interface 
hardware  consists  of  a  controller 
board  and  modem  board  that  plug 
directly  into  a  Series  Six  CPU  rack. 

The  MAP  2.2  software  will  coex¬ 
ist  with  Datagram  and  Global  Data 
proprietary  software  previously 
available  from  GE  Fanuc.  Data¬ 
gram  is  a  real-time  service  for 
peer-to-peer  message  transfer  be¬ 


tween  stations,  and  Global  Data  is 
a  protocol  providing  real-time 
sharing  of  data  among  a  group  of 
stations. 

All  of  the  new  GE  Fanuc  prod¬ 
ucts  are  available  now.  Final  pric¬ 
ing  was  not  available  at  press  time. 

Micom-Interlan  announced  its 
NP632  network  processor,  which 
is  compliant  with  TOP  specifica¬ 
tions  and  designed  to  operate  with 
systems  running  Unix  System  V 
Revision  3.  The  NP632,  slated  for 
delivery  in  March,  consists  of 
hardware  and  software.  The  hard¬ 
ware  is  an  IBM  Personal  Computer 
AT-compatible  board  with  an  Intel 
Corp.  80186  microprocessor,  82586 
Ethernet  controller  and  512K  bytes 
of  random-access  memory.  The 
board  can  be  plugged  into  any  Per¬ 
sonal  Computer  with  an  IBM  Per¬ 
sonal  Computer-compatible  bus. 

On-board  software  provides  sup¬ 
port  for  physical,  data  link,  net¬ 
work  and  transport  layer  proto¬ 
cols.  Software  designed  to  run  on 
the  Personal  Computer  supports  ei¬ 
ther  TOP  services,  including  the 
File  Transfer  and  Access  Method 
(FTAM)  protocol,  or  AT&T’s  Re¬ 
mote  Rle  System  (RFS)  protocol. 

See  page  28 


FRANKLIN  TELECOM 

Boards 
added  to 
X.25  line 

BY  JIM  BROWN 

New  Products  Editor 


WESTLAKE  VILLAGE,  Calif.  — 
Franklin  Telecom  recently  expand¬ 
ed  its  X.25  product  line  by  intro¬ 
ducing  boards  that  enable  IBM’s 
Personal  System/2s  and  Personal 
Computers  to  link  terminals  to 
hosts  via  an  X.25  network. 

The  firm  also  introduced  boards 
that  allow  a  Personal  Computer  AT 
to  generate  X.25  packets  used  to 
test  X.25  network  circuits. 

The  firm’s  MCP-186X  board  en¬ 
ables  a  Personal  System/2  support¬ 
ing  IBM’s  Micro  Channel  bus  archi¬ 
tecture  to  act  as  an  X.25  packet 
assembler/disassembler,  concen¬ 
trator  and  switch.  The  firm  also  in¬ 
troduced  versions  of  the  product 
that  support  the  Personal  Comput¬ 
er  bus  architecture.  The  PSX-MPP 
is  used  with  Personal  Computers, 
while  the  PSX-MPP2  is  used  with 
Personal  System/2s. 

The  boards  support  four  RS-232 
or  RS-422  ports  and  are  capable  of 
linking  to  an  X.25  network  at 
speeds  up  to  64K  bit/sec.  Each  port 
can  be  configured  to  support  a  te  r- 
minal  or  an  X.25  host  connection. 

Each  Personal  System/2  or  Per¬ 
sonal  Computer  is  capable  of  sup¬ 
porting  up  to  four  of  the  boards, 
bringing  the  total  number  of  ports 
either  device  will  support  to  16. 

The  PSX-MPP  and  PSX-MPP2 
boards  are  also  supplied  with  soft¬ 
ware  designed  to  support  X.25 
transmission  of  such  protocols  as 
asynchronous,  High-Level  Data 
Link  Control,  IBM’s  Systems  Net¬ 
work  Architecture/Synchronous 
Data  Link  Control,  IBM’s  5250, 
IBM’s  interactive  3270  Binary  Syn¬ 
chronous  Communications,  IBM’s 
remote  job  entry  3780  BSC  and 
Burroughs  Corp.’s  Poll  Select. 

The  firm’s  four-port  PSX-LGN 
board  and  software  generates  X.25 
packets  that  can  be  used  during 
tests  of  X.25  circuits. 

Each  port  is  capable  of  generat¬ 
ing  up  to  50  packets  per  second, 
and  the  software  is  capable  of  gen¬ 
erating  a  data  stream  that  sup¬ 
ports  one  of  several  different  pro¬ 
tocols. 

The  MCP-186X  costs  $1,995, 
while  the  PSX-MPP  and  PSX-MPP2 
cost  $2,995  each.  The  PSX-LGN  is 
priced  at  $4,250. 

Franklin  Telecom  is  located  at 
733  Lakefield  Road,  Westlake  Vil¬ 
lage,  Calif.  91361,  or  call  (805) 
373-8688.0 


MICRO-TO-MAINFRAME  CONNECTION 

PC  acts  as  controller  with  NS  A  tool 


BY  JIM  BROWN 

New  Products  Editor 


LAGUNA  HILLS,  Calif.  —  Net¬ 
work  Software  Associates,  Inc. 
(NS  A)  recently  introduced  a 
product  that  makes  an  IBM  Per¬ 
sonal  Computer  act  as  a  terminal 
controller  capable  of  linking  re¬ 
mote  asynchronous  Personal 
Computers  to  an  IBM  mainframe. 

AdaptAsync  Controller  con¬ 
sists  of  hardware  and  software 
that  make  an  IBM  Personal  Com¬ 
puter  or  Personal  System/2  Mod¬ 
el  30  appear  to  the  host  as  an 
IBM  3274  or  3174  terminal  con¬ 
troller.  The  product  converts  the 
asynchronous  data  received  from 
remote  Personal  Computers  to 
the  Systems  Network  Architec¬ 
ture/Synchronous  Data  Link 
Control  format  needed  to  link  to 
the  mainframe. 

AdaptAsync  boards  support 
the  link  between  the  remote  Per¬ 
sonal  Computers  and  Adapt¬ 
Async  Controller.  AdaptAsync 
Control  Program  Software  man¬ 
ages  the  SNA/SDLC  links  be¬ 
tween  AdaptAsync  Controller 
and  the  mainframe. 

The  product  enables  remote 
Personal  Computers  running 
NSA’s  AdaptSNA  LU6.2  APPC, 


AdaptSNA  RJE,  or  AdaptSNA 
3270  emulation  software  to  use 
asynchronous  modems  and  com¬ 
munications  software  to  link  to 
the  host  site.  Previously,  remote 
Personal  Computers  running 
NSA’s  emulation  programs  were 
required  to  use  an  SDLC  adapter 
board  and  synchronous  modem  in 
order  to  link  to  a  mainframe. 

AdaptSNA  LU6.2  APPC  sup¬ 
ports  IBM’s  Advanced  Program- 
to-Program  Communications  to 
enable  an  APPC  program  on  the 
Personal  Computer  to  communi¬ 
cate  with  an  APPC  program  on 
the  mainframe.  AdaptSNA  RJE 
enables  the  Personal  Computer  to 
emulate  an  IBM  3770  remote  job 
entry  workstation,  while 
AdaptSNA  3270  enables  the  Per¬ 
sonal  Computer  to  appear  to  the 
host  as  an  IBM  3278  or  3279. 

Those  NSA  emulation  software 
packages  wrap  asynchronous 
data  in  an  SDLC-like  data  packet. 
AdaptAsync  Controller  receives 
that  packet  and  checks  for  errors 
using  a  cyclical  redundancy 
check  algorithm. 

With  AdaptAsync  Controller, 
up  to  four  AdaptAsync  boards 
can  be  installed  in  the  central- 
site  Personal  Computer.  Each 
board  supports  eight  RS-232 


ports,  making  a  fully  configured 
AdaptAsync  Controller  capable 
of  supporting  up  to  32  concurrent 
host  links.  Each  of  those  host 
links  is  capable  of  supporting  up 
to  four  terminal  sessions,  making 
a  fully  configured  AdaptAsync 
Controller  capable  of  supporting 
up  to  128  concurrent  terminal 
sessions. 

Personal  Computers  link  to 
AdaptAsync  boards  asynchro¬ 
nously  via  dial-up  lines,  X.25 
nets  or  a  direct  RS-232  link.  The 
link’s  speed  is  limited  by  the 
asynchronous  modem’s  speed. 

AdaptAsync  Controller  links 
to  the  mainframe  via  an  IBM 
front-end  processor.  The  link  to 
the  front-end  processor  requires 
AdaptAsync  Controller  to  be 
equipped  with  an  SDLC  board 
and  a  synchronous  modem. 

An  eight-port  AdaptAsync 
board  is  priced  at  $1,995,  includ¬ 
ing  the  cost  of  the  AdaptAsync 
Control  Program  software. 
AdaptSNA  LU6.2  APPC  costs 
$286,  AdaptSNA  RJE  costs  $785, 
and  AdaptSNA  3270  is  priced  at 
$585. 

Network  Software  Associates 
is  located  at  22982  Mill  Creek, 
Laguna  Hill,  Calif.  92653,  or  call 
(714)  768-4013. □ 
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NEW  PRODUCTS  AND  SERVICES 


First  Look 


Control  Resources  unveils 
dial  backup  system 

Control  Resources  Corp.  an¬ 
nounced  a  dial  backup  system  that 
switches  failed  leased  lines  to  dial¬ 
up  service. 

The  company’s  IDBS  Intelligent 
Dial  Backup  System  features  mi¬ 
croprocessor-controlled  common 
logic  and  internal  electronic  cross- 
connect  capabilities  that  automati¬ 
cally  switch  the  local  end  of  a 
failed  leased  line  to  any  available 
dial-up  facility. 

The  automatic  switching  feature 
eliminates  the  need  for  patch  pan¬ 
els,  according  to  a  company 
spokesman.  The  system  also  fea¬ 
tures  bridging  for  backing  up  mul¬ 
tipoint  circuits.  A  central-site  net¬ 
work  operator  is  able  to  access  and 
control  remote  IDBS  Intelligent 
Dial  Backup  Systems  via  an  IBM 
Personal  Computer. 

An  IDBS  Intelligent  Dial  Backup 
System  supporting  12  leased  lines 
and  four  dial-up  line  pairs  costs 
$11,900. 

Control  Resources  Corp.,  E64 
Midland  Ave.,  Paramus,  N.J. 
07652,  or  call  (201)  265-2700. 


►  MULTIPORT  BRIDGE 


BY  JIM  BROWN 

New  Products  Editor 


MARLBOROUGH,  Mass.  — 
CrossComm  Corp.  is  expected  this 
week  to  introduce  a  multiport 
bridge  capable  of  linking  up  to 
three  different  local-area  network 
technologies. 

The  firm’s  Integrated  Local  Area 
Network  (ILAN)  enables  an  Ether¬ 
net-attached  device  to  communi¬ 
cate  with  a  device  attached  to  an 
IBM  Token-Ring  Network  or  an 
AT&T  Starlan  network.  The  new 
product  will  replace  the  existing 
CrossComm  487  integrated  bridge, 
which  supported  a  link  between 
two  networks. 

Because  ILAN  supports  only  the 
data  link  layer  of  the  International 
Standards  Organization’s  seven- 
layer  Open  Systems  Interconnect 
(OSI)  model,  the  two  devices  being 
linked  must  support  the  same 
networking  protocol  in  order  to  ex¬ 
change  compatible  data. 

ILAN,  which  uses  an  IBM  Per¬ 
sonal  Computer  chassis,  links  de¬ 
vices  supporting  the  Transmission 
Control  Protocol/Internet  Protocol, 
Digital  Equipment  Corp.’s  DECnet, 
Xerox  Corp.’s  Xerox  Network  Sys¬ 
tems,  the  Technical  and  Office  Pro¬ 
tocol  or  OSI-compatible  networking 
software. 

Each  ILAN  unit  supports  four 
ports.  Each  of  the  ports  is  capable 
of  supporting  an  Ethernet,  Starlan, 
Token-Ring,  fiber-optic  or  T-1  in¬ 
terface  board  retrofitted  by  Cross- 


Handheld  bit  error  rate 
tester  introduced 

Data  Comm  for  Business,  Inc.  in¬ 
troduced  a  handheld  bit  error  rate- 
,  polling-  and  timing  tester  with  an 
LCD  display. 

The  BT-1  Bit  Error  Rate  Tester 

links  to  asynchronous  and  syn¬ 
chronous  communications  lines 
and  monitors  bit  error  rates.  The 
unit  transmits  a  predefined  mes¬ 
sage  or  bit  pattern  on  the  line  that 
is  looped  back  to  the  device.  The 
unit  measures  the  data  received 
against  what  was  transmitted  to 
determine  bit  errors.  It  is  also  able 
to  poll  devices  at  up  to  16  remote 
locations  to  determine  errors  in  the 
polling  procedure.  Timing  tests  in¬ 
clude  reaction  time  to  flow  control 
and  round-trip  message  time. 

BT-1  costs  $795. 

Data  Comm  for  Business,  Inc., 
807  Pioneer,  Champaign,  III. 
61820,  or  call  (800)  637-1127  or, 
in  Illinois,  call  (217)  352-3207. 


■  Package  lets  IBM  VM 

computers  send  facsimiles 

Systems  &  Telecoms,  Inc.  un¬ 
veiled  software  that  enables  users 
to  send  facsimiles  from  existing 
IBM  or  compatible  terminals. 

VM  Fax  software  runs  on  IBM 


Comm  to  support  IBM’s  Personal 
Computer  bus  architecture. 

An  ILAN  can  be  used  in  stand¬ 
alone  mode  to  support  links  be¬ 
tween  four  different  local  nets.  By 
using  one  of  the  four  ports  to 
house  a  coaxial  cable,  fiber-optic 
or  T-1  interface  board,  multiple 
ILANs  can  be  linked  to  one  another 
to  form  a  backbone  network.  That 
backbone  ILAN  network  could  en¬ 
able  a  network  supported  by  one 
ILAN  to  communicate  with  a  net¬ 
work  supported  by  another. 

• 

ILAN  converts  data  packet 
formats  when  linking  networks 

When  linking  one  network  to  an¬ 
other,  ILAN  will  convert  the  data 
packet  format  used  by  that  net¬ 
work  to  the  format  used  by  the 
other.  However,  the  product  will 
not  convert  the  networking  proto¬ 
cols  or  data  contained  in  those 
packets. 

A  central  processor  in  each 
ILAN  manages  the  transfer  of  data 
from  one  network  adapter  board  to 
another.  Data  sent  from  a  lOM 
bit/sec  Ethernet  user  to  a  IM  bit/ 
sec  Starlan  user  is  received  by 
ILAN’s  Ethernet  adapter  and  is 
placed  in  a  16K-byte  buffer.  That 
data  is  then  transferred  to  ILAN’s 
Starlan  adapter  board  and  trans¬ 
mitted  to  the  receiving  device  at 
the  IM  bit/sec  Starlan  speed. 

Depending  upon  packet  size  and 
differences  in  operating  speeds  be¬ 
tween  the  different  networks, 
ILAN  will  transfer  between  9,000 


hosts  under  the  VM  operating  sys¬ 
tem.  It  enables  users  to  send  docu¬ 
ments  from  their  terminal  screens 
to  facsimile  machines.  The  product 
will  run  on  IBM’s  new  9370  mid¬ 
range  computer  and  is  fully  inte¬ 
grated  with  IBM’s  Professional  Of¬ 
fice  System,  a  management-level 
office  automation  system. 

VM  Fax  keeps  a  detailed  log  of 
all  the  facsimiles  it  sends,  includ¬ 
ing  the  time  sent  and  the  recipient. 
It  also  features  automatic  dial  and 
re-try,  priority  transmission  and 
transmission  at  a  specified  time  or 
date.  The  product  is  capable  of 
transmitting  one  document  to  mul¬ 
tiple  destinations.  It  also  enables 
terminal  users  to  address  facsimi¬ 
les  to  a  person’s  name. 

VM  Fax  costs  about  $30,000. 

Systems  &  Telecoms,  Inc.,  Suite 
100,  12020  Sunrise  Valley  Drive, 
Reston,  Va.  22091,  or  call  (703) 
391-2712. 


■  Stratus  bolsters  XA2000 
mini’s  communications 

Stratus  Computer,  Inc.  unveiled 
communications  hardware  and 
software  for  its  entire  XA2000  line 
of  minicomputers. 

The  Input/Output  Subsystem 
(lOP),  Universal  Communications 
Adapter  and  Ethernet  Communi- 


and  10,000  data  packets  per  sec¬ 
ond. 

ILAN  also  includes  network 
management  software  dubbed  Re¬ 
mote  Management  Software.  The 
IBM  Personal  Computer-based  soft¬ 
ware  is  used  to  monitor  and  control 
ILAN  performance. 

The  software  is  able  to  collect 
statistics  detailing  data  traffic  be¬ 
tween  each  ILAN  network  adapter 
board.  It  also  enables  a  network 
manager  to  set  up  routing  tables 
that  limit  the  devices  a  user  on  one 
network  is  capable  of  accessing  on 
another. 

Without  routing  tables,  each 
ILAN  is  capable  of  learning  the  de¬ 
vices  attached  to  each  of  the  net¬ 
works  it  supports.  When  a  user 
sends  a  packet,  ILAN  will  wait  to 
see  if  another  device  on  the  same 
network  receives  it.  If  it  is  not  re¬ 
ceived,  ILAN  will  note  which  user 
sent  the  packet  and  broadcast  it  to 
all  other  networks  it  supports. 
Once  that  packet  reaches  its  in¬ 
tended  receiver,  ILAN  will  remem¬ 
ber  the  network  to  which  that  user 
is  attached. 

Token-Ring  adapter  due  soon 

Currently,  ILAN  will  support 
Ethernet  and  Starlan  boards.  A  To¬ 
ken-Ring  Network  adapter  board 
for  ILAN  will  be  announced  this 
spring.  The  ILAN  fiber-optic  inter¬ 
face  board  is  expected  out  within 
six  months,  and  the  T-1  interface 
board  for  ILAN  is  due  out  next 
month. 

The  price  for  an  ILAN  unit 
ranges  from  $4,575  to  $10,850.  The 
Remote  Management  Software 
costs  $2,950. 

CrossComm  Corp.  can  be 
reached  by  writing  P.O.  Box  699, 
Marlborough,  Mass.  01752  or  by 
calling  (617)-  481-4060.Q 


ILAN  permits  linkage 
of  three  types  of  LANs 
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cations  Adapter  enable  users  to 
integrate  Stratus  on-line  transac¬ 
tion-processing  systems  with  other 
vendors’  equipment. 

The  lOP  increases  the  number 
and  variety  of  communications  in¬ 
terfaces  available  for  the  XA2000 
line.  It  allows  users  to  plug  in  a  se¬ 
lection  of  Stratus’  Input/Output 
Adapters  (lOA)  that  are  used  to 
link  the  minicomputer  to  peripher¬ 
als  and  networks. 

The  Universal  Communications 
Adapter  is  an  lOA  for  the  lOP  that 
supports  custom  programming  for 
conununications  between  Stratus 
systems  and  a  variety  of  synchro¬ 
nous  and  asynchronous  equipment. 

The  Ethernet  Communications 
Adapter  provides  an  IEEE  802.3- 
compliant  interface  to  other  ven¬ 
dors’  Ethernet  networks.  It  sup¬ 
ports  a  lOM  bit/sec  bandwidth. 

The  announcements  were  made 
with  the  introduction  of  a  pair  of 
new  Stratus  Computer  fault-toler¬ 
ant  transaction  processors,  the 
XA2000  Model  50  and  Model  70. 

The  lOP  costs  $23,500  and 
comes  standard  on  the  Models  50 
and  70.  The  Universal  Communica¬ 
tions  Adapter  costs  $2,500,  and  the 
Ethernet  Communications  Adapter 
costs  $4,000. 

Stratus  Computer,  Inc.,  55  Fair¬ 
banks  Blvd.,  Marlborough,  Mass. 
01752,  or  call  (617)  460-2000.U 


V  3.0-based  gear 
unveiled  at  meet 

continued  from  page  27 
Both  FTAM  and  RFS  perform  simi¬ 
lar  file  system  functions,  such  as 
reading  and  transferring  files 
across  diverse  equipment. 

Providing  both  FTAM  and  RFS 
will  give  users  a  choice  in  protocol 
suites  when  building  applications, 
said  a  Micom-Interlan  spokesman. 
The  NP632  software  also  supports 
AT&T’s  Network  Service  Library. 
The  NP632  is  priced  at  $1,590. 

The  acquisition  of  Retix  prod¬ 
ucts  marks  the  beginning  of  prod¬ 
uct  development  cycles  at  many 
companies.  Of  Retix’s  nearly  30  li¬ 
censees,  which  include  IBM,  Hew¬ 
lett-Packard  Co.  and  Hughes  Air¬ 
craft  Co.,  15  have  purchased  the 
full  MAP/'TOP  3.0  protocol  suite, 
said  Charles  Chriss,  vice-president 
of  marketing  at  Retix. 

The  Retix  software  is  modular 
layer  by  layer  in  accordance  with 
the  Open  Systems  Interconnect 
(OSI)  model,  with  individual  mod¬ 
ules  available  separately,  as  well 
as  in  a  suite.  The  MAP  3.0  suite  in¬ 
cludes  the  OSI  FTAM  Phase  2  pro¬ 
tocol,  X.500  Directory  Services  and 
MAP/TOP  network  management 
protocols,  OSI  presentation  layer 
and  session  protocols,  and  other 
specified  protocols.  The  new  TOP 
3.0  suite  is  identical  to  MAP  3.0, 
with  the  addition  of  X.400  Message 
Handling  System  software. 

Chriss  said  board-level  products 
are  likely  to  be  the  first  commer¬ 
cially  available  products  based  on 
the  MAP/TOP  3.0  specification.  Re¬ 
tix  will  release  a  number  of  end- 
user  products  over  the  next  three 
years,  said  Andy  DeMari,  Retix’s 
president  and  chief  executive  offi¬ 
cer.  O 


TheCP2000 

Intelligent  Tl  Multiplexer 
Announces 


For  the  First  Time  ^ 

You  can  travel  down 
the  road  to  Tl  at  voiir 
own  speed,  reaching  your  des¬ 
tination  with  just  the  features  and 
capabilities  appropriate  to  your  business 

networking  needs. 


Our  Unique  Advantage  - 

Only  DSC  Granger 
products  let  you  begin  your  Tl 
network  for  as  little  as  $10,000  a  node. 
vSophisticated  features,  such  as  automatic  route 
restoration,  customized  reports  and  Netview  P.C.f  can 
be  added  as  required. 


The  CP2000  Digital  Network  Access  System 

integrates  all  the  features  of  an  intelligent  Tl  multiplexer 
with  the  appropriate  network  management  system  to  meet  your 
needs.  Now’  DSC  Granger  announces  a  new  family  of  Network  Management 
products.  -No  one  can  offer  a  wider  range  of  tailored  alternatives  to  your 

Tl  requirements. 

No  one. 


Digital  Network  Access  System 
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Linked  Intelligence 

Linked  Intelligence  allows  for  the  best  of  two  worlds:  distributed 
bandwidth  management  throughout  the  network,  without  excessive 
overhead  or  loss  of  DSO  channelization.  Now  your  communications 
needs  can  be  met  without  sacrificing  network  control  for  true  net¬ 
work  compatibility. 


This  system  conics  in  three  network  manaijenient  eoiirtgiirations.  I'.aeh  level  works  with  the  Cl’iOOO  to  niasinii/e 
its  effectiveness  in  a  (iifferent  ('oninuinications  environment. 

Cost  Efficiency 

Control  your  costs  by  only  expanding  the  network  as  your  business 
expands.  Begin  at  the  point  of  maximum  effectiveness  and  add  only  w  hen 
necessary.  The  Digital  Network  Access  System  was  designed  to  supply  Tl 
growth  logically  and  cost-effectively  down  the  road. 

Support  All  the  Way  Down  the  Road 

The  Digital  Network  Access  System  is  supported,  nationwide,  by  the 
DS(i  Granger  subsidiary  of  IXS(;  Communications  Corporation.  This  means 
a  long-term  commitment  to  the  future  growth  and  capability  of  your 
Tl  network. 


Network  Management 

The  Digital  Network  Access  System  offers  much  more 
than  simply  t(‘llingyou  the  status  of  the  network.  Our 
full  management  system  includes  an  open  architec¬ 
ture  that  exchanges  key  performance  information 
over  multiple  logical  fietworks.  Add  management 
features  as  you  reach  your  next  networking 
milestone. 


Only  DSC  Granger  Puts  You  i n  the  Driver’s  Seat 

Before  you  finalize  your  Tl  plans,  call  or  write  DSC  Granger  today  and  ask 
for  your  I  Kbli  “Road  Map  to  Tint  may  ju.st  help  you  avoid  .some  oftho.se 
accidents  and  delays  along  the  way. 


Granger  Associates,  Inc. 

A  Member  ol  the  Business  Network  Syslcms  Group 
DSC  Communications  Corporation 


MOI  .Scott  Blvd  ,  Santa  Clara.  i 
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DATAPRO  PBX  USER  SATISFACTION  STUDY 


3 1 


i  1  ' 


THE  FACTS  SPEAK  FOR  THEMSELVES 


The  Northern  Telecom  Meridian*  SL-1  was  rated 
Number  One  over  NEC,  AT&T  and  Rolm  in  Datapro’s 
PBX  user  survey.  Nine  out  of  ten  Meridian  SL-1  owners 
said  they’d  recommend  it  to  another  business— the 
highest  satisfaction  of  any  of  these  systems.  No 
surprise,  considering  what  nearly  everyone  is  saying 

about  the  Meridian  SL-1 : 

“Overall  leader  Northern  Telecom  took  a  blue 
ribbon  in  [reliability,  service,  installation  and  support].’’ 
COMMUNICATIONS  CONSULTANT  MAGAZINE 

“One  fantastic  PBX— with  an  incredible  reputation 
for  logic,  reliability  and  constant  improvements.” 

TELECONNECT  MAGAZINE 


'  “Editor’s  Choice.  Connecting  a  PC  to  the 
Meridian  [SL-1]  is  a  real  pleasure.”  PC  MAGAZINE 


Because  it’s  made  by  Northern  Telecom,  the 
Meridian  SL-1  has  a  sure  future. The  one  you  own  today 
can  always  be  upgraded  with  the  latest  features,  so 
you’re  ready  for  anything.  Ready  for  Integrated  Services 
Digital  Networks  (ISDN)  and  Meridian  Customer 
Defined  Networking.  Ready  to  grow  smoothly 

from  30  lines  to  thousands. 


All  the  facts  lead  to  one  conclusion:  the 
Meridian  SL-1  is  the  best  business  phone  system 
you  can  own.  Call  1-800-328-8800. 


northern 
■  ■■  to^ecom 


NETWORKING 


VENDOR  RELATIONS 


ANDRES  LLANA  JR. 


To  build  a  better  vendor 


Sometimes,  users  take  too  much  for  grant¬ 
ed  when  a  service  or  product  is  provided  too 
easily  by  others. 

In  the  early  days  of  the  computer  indus¬ 
try,  services  such  as  free  applications  con¬ 
sulting,  free  training  and  free  manuals  were 
always  available  to  prospective  users.  Simi¬ 
larly,  AT&T  was  always  available  before  di¬ 
vestiture  with  free  technical  support,  train¬ 
ing,  manuals  and  good  advice  for  users’ 
communications  needs. 

In  those  days,  most  users  of  telecommuni¬ 
cations  services  were  protected  by  vendor 
assistance  from  making  a  mistake  in  the  ap¬ 
plication  of  technology.  Of  course,  since  di¬ 
vestiture,  all  that’s  changed.  User  support  is 
very  thin  among  today’s  major  telecommuni¬ 
cations  suppliers.  Sales  representatives  are 
narrowly  trained  in  their  product  lines,  and 
they  don’t  have  the  technical  depth  to  sup¬ 
port  their  customer  base. 

This  technical  void  has  been  further  wid¬ 
ened  by  vendor  mass  marketing  techniques, 
which  rely  largely  on  impersonal  telemarket¬ 
ing  operations  to  corral  new  users.  This  pro¬ 
cess  doesn’t  provide  the  vendor  with  any 
sort  of  understanding  of  the  user’s  needs  or 
requirements.  And  this  is  not  the  way  to 
serve  the  needs  of  the  user  in  an  evolving 
technology. 

Telecommunications  is  still  very  much  a 
person-to-person  selling  process  that  requires 
both  an  interest  in  and  a  knowledge  of  the 
customer’s  requirements.  The  shoddy  at¬ 
tempts  by  some  carriers  to  satisfy  customer 

Liana  is  a  consultant  for  the  Vermont 
Studies  Group,  Inc.  of  West  Dover,  Vt. 


requirements  still,  fall  short  of  the  assistance 
required  by  these  carriers’  complicated  ser¬ 
vice  offerings. 

This  lack  of  service  on  the  part  of  provid¬ 
ers  has  created  a  reluctance  on  the  part  of 
users  to  expand  their  telecommunications 
systems  and  take  advantage  of  today’s  state- 
of-the-art  technology. 

In  their  rush  to  compete  on  a  bottom-line 
basis,  the  carriers  may  have  created  a  prob¬ 
lem  for  themselves.  A  large  credibility  gap 
has  opened  between  their  account  represen¬ 
tatives  and  users.  Users  will  not  believe  the 
carrier’s  salespeople  if  they  are  not  likely  to 
really  understand  the  products  they’re  sell¬ 
ing. 

Users  have  long  grown  tired  of  the  “we 
cost  less  than’’  pitch,  since  now  every  ven¬ 
dor  is  bound  to  cost  less  than  another  in 
some  way.  They  want  to  know  how  to  apply 
technology  better  and  to  fit  particular  ser¬ 
vices  into  their  present  service  mix.  In  the 
past,  there  have  been  wholesale  crossovers 
from  one  carrier  to  another  by  users  hoping 
to  reduce  costs;  now  all  that  is  over.  Carri¬ 
ers  will  have  to  understand  users’  needs  bet¬ 
ter  in  order  to  fit  their  products  into  users’ 
networks. 

Today,  the  differences  that  separate  vari¬ 
ous  carrier  products  are  subtle;  there  are  no 
longer  the  pronounced  differences  that  once 
grabbed  the  user’s  attention.  The  user  has 
become  a  smart  buyer  who  demands  that  the 
vendor  become  an  informed  seller.  Accord¬ 
ingly,  tomorrow’s  successful  vendors  will 
have  to  develop  a  whole  new  set  of  skills  if 
they  are  to  become  successful  with  the  ma¬ 
turing  user. 


First,  vendors  will  have  to  learn  to  return 
all  customer  calls  the  same  day.  Second, 
these  new  vendors  will  have  to  go  back  to 
school  to  learn  the  basic  skills  associated 
with  network  management.  They  must  be¬ 
come  intimately  conversant  with  their  prod¬ 
ucts  and  those  of  their  competitors,  so  that 
they  can  squarely  answer  customer  ques¬ 
tions  regarding  competitive  products. 

Further,  they  must  learn  to  contact  pro¬ 
spective  customers  on  a  regular  basis  to  ac¬ 
quaint  them  with  even  the  most  trivial  en¬ 
hancement  to  their  product  lines. 

When  a  customer  has  been  sold  a  product, 
vendors  should  follow  up  on  any  and  all  cus¬ 
tomer  complaints.  If  necessary,  sales  repre¬ 
sentatives  should  cut  through  internal  bu¬ 
reaucracies  to  make  certain  that  the 
customer’s  complaint  has  been  followed  up 
and  service  problems  resolved. 

In  addition,  they  must  also  strive  to  keep 
customers  informed  at  all  times  as  to  the 
service  complaint’s  progress.  Never  should 
they  refer  customers  to  a  harried  operator  at 
the  end  of  an  800  number. 

And  they  should  always  be  certain  that 
technical  support,  including  product  informa¬ 
tion,  is  accurate  and  timely  enough  to  meet 
the  needs  of  the  user.  Tomorrow’s  successful 
vendors  will  never  walk  away  from  a  prob¬ 
lem,  but  will  strive  to  find  a  resource  that 
will  answer  the  needs  of  customers  —  even 
at  5  p.m.  on  Friday,  right  before  that  three- 
day  weekend. 

To  the  victor  belong  the  spoils;  to  the  ven¬ 
dor  following  these  rules  will  come  customer 
loyalty  and  added  business  that  can’t  be 
bought  at  today’s  levels  of  service.  □ 


NET  DESIGN 


PHIL  LEW 

In  search  of  solutions 


Too  many  users  shy  away  from 
helpful  network  design  software 
for  fear  of  its  complexity.  Others 
buy  inappropriate  design  packages 
or  services,  expecting  them  to  pro¬ 
duce  the  perfect  network  configu¬ 
ration  magically. 

Still  others  assume  that  main¬ 
frame  software  is  necessary  to  pro¬ 
duce  decent  network  designs  or 
that  only  “design  professionals,” 
such  as  common  carriers  or  consul¬ 
tants,  should  do  the  job. 

While  network  design  software 
can  solve  many  of  users’  problems, 
it’s  not  their  only  alternative.  Be¬ 
cause  the  goal  of  network  design  is 
practical  and  efficient  network  op¬ 
eration,  users  should  approach  the 
task  with  the  same  roll-up-your- 
sleeves  attitude  with  which  they 
approach  the  day-to-day  operation 

Lew  is  a  staff  consultant  at  Net¬ 
work  Strategies,  Inc.,  a  communi¬ 
cations  consulting  firm  in  Fairfax, 
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of  their  networks. 

Equally  important  is  the  need 
for  network  optimization.  Many 
corporations  find  that  once  their 
network  is  installed,  new  applica¬ 
tions  come  out  of  the  woodwork.  In 
response,  new  nodes  are  added, 
bandwidth  becomes  crowded,  and 
poor  response  time  results.  Net¬ 
works  installed  only  a  few  years 
ago  are  now  pushed  to  their  limits, 
and  network  managers  are  looking 
for  optimized  solutions. 

Like  network  design,  the  net¬ 
work  optimization  process  is 
dreaded  by  many  network  manag¬ 
ers,  and  it’s  no  wonder.  Optimiza¬ 
tion  not  only  involves  solving  cur¬ 
rent  problems,  it  also  provides  for 
growth.  The  prospect  of  purchas¬ 
ing  an  expensive,  complex  soft¬ 
ware  package  is  another  deterrent. 

Before  deciding  for  or  against  a 
software  tool,  network  managers 
must  consider  their  alternatives. 
There  are  several  ways  to  ap¬ 
proach  the  problem:  Use  network 


design  software;  design  and  opti¬ 
mize  the  network  manually;  enlist 
the  help  of  a  common  carrier  or  en¬ 
gage  a  consultant. 

In  addition,  there  are  two  major 
types  of  network  design  and  opti¬ 
mization  software:  personal  com¬ 
puter-based  and  mainframe-based. 
The  former  provides  a  familiar  in¬ 
terface  and  is  generally  easy  to 
use.  Mainframe-based  software, 
accessed  through  dial-up  services 
or  through  lease/purchasing  agree¬ 
ments  for  on-site  use,  is  generally 
more  difficult  and  cumbersome  to 
use.  However,  these  packages  can 
offer  more  comprehensive  ana¬ 
lyses  and  can  deal  with  larger  nets 
than  personal  computers  can. 

Mainframe  applications  have  a 
definite  advantage  over  their  per¬ 
sonal  computer  counterparts  when 
it  comes  to  global  network  rede¬ 
signs.  But  because  personal  com¬ 
puter-based  software  is  more  flexi¬ 
ble  and  easier  to  use,  it  can  usually 
out-maneuver  mainframe  pro¬ 


grams  for  what-if  performance  and 
cost  analyses. 

Many  users  will  find  that,  re¬ 
gardless  of  the  type  used,  the  soft¬ 
ware  doesn’t  accurately  answer  all 
questions  posed  by  the  characteris¬ 
tics  of  a  particular  network  design. 

For  instance,  is  redundancy 
needed,  and  where  should  it  be 
placed?  How  can  existing  equip¬ 
ment  and  circuits  be  used  to  help 
reduce  installation  charges?  Such 
limitations,  combined  with  the 
high  cost  of  both  personal  comput- 
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er  and  mainframe  packages,  are 
the  major  reasons  why  many  net¬ 
work  managers  are  reluctant  to  use 
design  and  optimization  software. 

For  some,  it  may  be  feasible  to 
design  a  small  network  manually. 
This  may  sound  impractical,  but 
for  networks  of  less  than  20  to  30 
nodes,  it  is  often  as  efficient  as  us¬ 
ing  a  complicated  software  pack¬ 
age.  Supplementing  these  manual 
efforts  with  trial-and-error  meth¬ 
ods,  guidelines  provided  by  a  net¬ 
work  vendor  or  a  good  text  on  opti¬ 
mization  can  result  in  a  cost- 
effective  network  design. 

For  larger  networks,  common 
carriers  are  another  alternative. 
Many  telecommunications  manag¬ 
ers  may  feel  that  carriers  will  pro¬ 
vide  network  designs  that  are  rela¬ 
tively  expensive  or  that  have 
hidden  charges.  However,  if  a  man¬ 
ager  solicits  designs  from  several 
vendors,  each  has  incentive  to  pro¬ 
vide  an  optimal  design.  The  only 
problem  is  that  these  designs  are 
usually  optimal  only  with  respect 
to  that  carrier’s  network. 

In  pursuing  this  approach,  users 
must  compare  designs  from  several 
carriers  and  look  above  the  bottom 
line.  Incorporating  the  best  aspects 


of  each  may  be  the  best  solution. 

Those  who  are  still  uncomfort¬ 
able  with  vendor  solutions  often 
turn  to  consultants.  Consulting 
firms  design  and  optimize  net¬ 
works  frequently  enough  to  buy 
their  own  software,  and  they  often 
provide  services  at  costs  that  are 
competitive  with  buying  a  soft¬ 
ware  package  or  doing  it  yourself. 

An  experienced  consulting  firm 
also  can  provide  insights  into  other 
aspects  of  network  optimization, 
including  network  management, 
network  control,  network  service 
and  availability,  as  well  as  net¬ 
work  cutover.  However,  users 
must  decide  for  which  services 
they  are  willing  to  pay. 

Despite  the  disadvantages  of  the 
above  alternatives,  each  provides  a 
method  to  improve  network  re¬ 
sponse  time,  reduce  costs  and  in¬ 
crease  reliability.  Networks  that 
suffer  from  an  inadequate,  outdat¬ 
ed  design  can  benefit  from  any  of 
these  alternatives. 

Above  all,  users  must  avoid  pre¬ 
conceptions.  The  selection  of  a  net¬ 
work  design  or  optimization  meth¬ 
odology  should  be  as  objective  and 
comprehensive  as  the  development 
of  the  design  itself.  □ 


Though  it  may  seem  odd,  the 
stock  market  crash  and  continu¬ 
ing  uncertainty  in  the  financial 
markets  have  clearly  illustrated 
the  strategic  importance  of 
networking  to  U.S.  corporations. 

When  the  Dow  Jones  industri¬ 
al  average  tumbled  more  than 
500  points  on  Oct.  19,  analysts 
warned  that  the  U.S.  economy 
was  headed  for  a  slowdown. 
Businesses  and  consumers  had 
spent  too  much  money  too  fast 
during  the  years  of  the  bull  mar¬ 
ket,  they  said,  and  now  the  bill 
had  come  due. 

During  a  recession,  economists 
predicted,  consumers  would  be 
forced  to  pull  in  the  reins  on 
their  spending.  That  would  put 
the  pinch  on  firms  that  would, 
in  turn,  cut  capital  expenditures. 
Communications  vendors  —  es¬ 
pecially  purveyors  of  big-ticket 
items  such  as  private  branch  ex¬ 
changes  and  T-1  multiplexers  — 
must  have  shuddered.  It  looked 
like  bad  weather  ahead. 

Three  months  later,  the  fu¬ 
ture  looks  less  bleak.  It  isn’t  at 
all  clear  that  our  economy  is 
headed  toward  recession.  Re¬ 
ports  are  mixed  on  whether  con¬ 
sumers  and  corporations  are 
hoarding  their  cash  or  capital 
and  holding  off  on  purchases. 
Major  problems  like  the  trade 
and  budget  deficits  still  loom 
large.  But  the  pundits  aren’t  so 
cocksure  that  the  U.S.  is  sailing 
into  an  economic  tempest. 

One  thing  is  clear.  Despite  the 
problems  on  Wall  Street,  which 
is  still  on  a  roller-coaster  ride, 
U.S.  corporations  have  little  in¬ 
tention  of  cutting  back  on 
networking  projects,  particularly 
projects  of  strategic  significance. 

Since  Black  Monday,  Network 
World  has  polled  readers  on 
whether  they  plan  to  cut  their 
networking  budgets.  Not  one 
reader  plans  to  trim  spending  on 
communications  equipment  or 
services. 

Why? 

Network  expenditures  are  no 
longer  seen  as  just  capital  ex¬ 
penditures.  Looking  at  network¬ 
ing  as  a  necessary  evil,  as  sim¬ 
ply  a  cost  of  doing  business,  is 
an  old-school  philosophy. 

Users  realize  that  networks 
are  the  lifeblood  of  a  modern 
corporation.  Networks  are  the 
tools  that  help  companies  do 
business  smarter  and  less  expen¬ 
sively,  and  deliver  products  and 
services  faster  and  more  widely. 
Networks  can  help  companies 
weather  —  even  prosper  in  — 


tough  economic  times.  To  cut 
networking  expenditures  would 
be,  in  short,  shortsighted. 

The  corporations  that  live  and 
die  on  Wall  Street  —  the  broker¬ 
ages  and  financial  services  com¬ 
panies  —  are  living  proof  that 
networking  is  seen  in  a  new 
light.  Hit  hard,  securities  firms 
have  laid  off  thousands  of  work¬ 
ers  since  the  market  crash. 

Their  earnings  have  taken  a 
beating. 

Despite  this,  many  of  these 
companies  are  pushing  ahead 
with  ambitious  networking  proj¬ 
ects  because  they  know  that 
networking  offers  a  strategic 
edge  and  can  help  them  differen¬ 
tiate  themselves  from  hungry 
competitors  vying  for  fewer  in¬ 
vestment  dollars.  They  know 
that  networking  can  help  them 
deliver  innovative  new  services 
to  tempt  wary  investors. 

A  couple  of  examples:  About 
60  of  the  nation’s  largest  broker¬ 
ages  are  working  together  to 
build  a  Manhattanwide  private 
network  expected  to  lower  the 
cost  of  their  private-line  services 
dramatically.  The  networking 
project  will  cost  millions  of  dol¬ 
lars  at  a  time  when  these  bro¬ 
kers  are  still  reeling  from  mar¬ 
ket  devastation. 

How  can  they  justify  the  ex¬ 
penditure,  given  the  current 
market  situation?  “The  current 
market  situation,’’  says  a  Securi¬ 
ties  Industry  Association  spokes¬ 
man,  “makes  it  imperative  that 
we  implement  a  more  cost-effec¬ 
tive  system.” 

Merrill  Lynch,  Pierce,  Fenner 
&  Smith,  Inc.  in  New  York  is 
forging  ahead  with  a  project 
that  involves  the  installation  of 
17,000  IBM  Personal  System/2s 
linked  to  Token-Ring  Networks 
and  a  wide-area  net  that  will 
give  brokers  access  to  main¬ 
frame  applications.  The  firm  is 
also  developing,  in  conjunction 
with  Automatic  Data  Processing, 
Inc.,  a  custom,  satellite-based 
stock  quotation  service. 

Merrill  Lynch  believes  the 
network  will  help  its  brokers 
serve  clients  better.  Despite  the 
problems  Merrill  Lynch  and  oth¬ 
er  brokers  face,  “my  company 
remains  committed  to  the  proj¬ 
ect,”  says  Michael  Morse,  assis¬ 
tant  vice-president  of  electronic 
data  processing.  “We  recognize 
that  delaying  it  would  cost  us 
more.” 

Despite  economic  conditions, 
strategic  ‘networking  prqjects 
will  weather  the  storm.  □ 


Features 

February  1,  1988 


andfiwi 


Molding 
the  manager 


Continued  from  page  1 


consultants  and 
tions  consultants 
pects  of  style. 


telecommunica- 
on  various  as- 


VO 


Michael  Finneran,  president, 
dBm  Associates,  Inc.,  a  communis 
cations  consulting  Hrm  in  Hew¬ 
lett  Neck,  N.Y. 

When  I  think  about  a  style 
that  somebody’s  going  to  fol¬ 
low  in  our  trade,  there  are  es¬ 
sentially  two  that  come  to 
mind.  One  is  confrontational; 
the  other  is  cooperative.  In 
particular,  these  come  into 
play  when  dealing  with  ven¬ 
dors.  You  can  bust  their  horns 
and  call  up  everyone  in  the 
company,  or  you  can  be  a  nice 
guy  and  try  to  work  along 
with  them. 

My  personal  feeling  is  that 
you  catch  a  lot  more  flies 
with  honey  than  you  do  with 
vinegar.  That  is,  if  you  can 
understand  the  vendor’s  con¬ 
straints  and  work  within  them,  the 
vendors  will  go  a  lot  further  out  of 
their  way  than  they  will  for  a  guy 
who  screams  bloody  murder  over 
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every  little  thing  that  goes  off 
track.  And  you’re  powerless  to  do 
anything  without  the  cooperation 
of  the  vendor.  You  can  be  a  real 
hardass  in  the  negotiation,  but, 
next  time  you  need  support,  kiss  it 
goodbye.  You  drove  your  one  good 
bargain,  and  those  are  the  last  con¬ 
cessions  you’re  ever  going  to  eke 
out  of  those  guys. 


Developing 
managerial  style 
requires  hands-on 
interaction  and 
communication. 


It’s  essentially  the  same  thing 
with  personnel  in  your  depart¬ 
ment.  For  people  to  be  motivated 
and  to  want  to  participate,  they 
have  to  see  that  they  have  some 
kind  of  free  hand.  You  can’t  run 
things  like  the  guy  who  beats  the 
drum  on  the  Roman  slave,  galley. 
Some  people  are  born  to  bust  other 
people’s  horns  —  they  think  that’s 


how  you  get  things  done.  I  think 
they’re  wrong. 

I  don’t  know  how  much  time,  es¬ 
pecially  in  our  business,  we  really 
spend  on  style,  primarily  because 
we  are  more  technicians  than  man¬ 
agers.  We’re  getting  more  and  more 
people  with  management  training 
coming  into  management  positions 
in  technical  fields,  but,  still,  the 
garden-variety  telecom  man¬ 
ager  is  someone  with  a  techni¬ 
cal  bent. 

Management  issues  are  the 
kinds  of  things  that  keep  us 
from  playing  around  with 
screwdrivers  and  wires  and 
things  we’re  comfortable 
with.  The  result  has  been  that 
the  personnel  management 
function  has  been  abysmal. 

It’s  just  a  question  of 
whether  managers  can  take 
the  same  mindset  that  applies 
creativity  to  technical  prob¬ 
lems  and  apply  that  to  per¬ 
sonnel  problems.  Not  enough 
[people]  seem  to  have  been 
able  to  make  that  translation. 


John  Mott,  director  of  telecom¬ 
munications,  Chicago  Board  of 
'Trade 

My  background  is  primarily  the 
Army  Signal  Corps  and,  later.  Offi¬ 
cer  Candidate  School.  As  a  military 
officer,  you  have  extremely  high 
Continued  on  next  page 


ILLUSTRATION  ®1988  KEVIN  POPE 


_ 

MOLDING  THE  MANAGER 


From  previous  page 
personal  and  professional  stan¬ 
dards.  There  is  no  quibbling;  there 
is  no  lying. 

There  are  some  ironclad  rules 
we  have  within  our  own  organiza¬ 
tion.  The  main  one  is  never  lie  to 
one  another.  If  someone  makes  a 
mistake,  it’s  not  hidden  at  all;  we 
bring  it  out  and  use  it  as  a  teaching 
vehicle. 

I  think  it’s  very  dangerous  to  ap¬ 
ply  one  style  of  management  to  a 
class  of  people  such  as  subordi¬ 
nates  or  staff  and  have  an  entirely 
different  style  for  your  peers  and 
yet  another  for  your  superiors. 
Each  person  is  different,  and  you 
need  to  deal  with  them  on  a  people 
level,  I  think. 

One  person  may  be  a  confronta¬ 
tion  avoider;  another  person  might 
relish  a  challenge.  In  the  first  case, 
you  might  open  a  conversation 
with  something  like,  T  came  across 
something  I  want  you  to  know 
about.  We  don’t  really  have  to  do 
anything  yet,  but  let’s  talk  about 
it.’  To  the  second  person,  you 
might  say,  ‘Hey,  guess  what  hap¬ 
pened?  We’ve  got  something  we 
can  really  get  our  teeth  into  now.’ 

It  depends  on  the  people  and 
their  own  style.  You  can  give  them 
each  the  same  information,  but  the 
way  you  do  it  is  important. 

Theodore  Preiser,  president, 
John  Diebold  and  Associates,  an 
international  business  consulting 
firm  in  New  York 

I  think  it’s  important  to  empha¬ 
size  that  you  can  be  a  successful 
manager  with  a  range  of  styles.  I 
do  believe,  however,  that  all  man¬ 
agement  styles  that  work  effec¬ 
tively  have  certain  things  in  com¬ 
mon.  One  is  that  they  all 
encompass  treating  people  as  indi¬ 
viduals  and  with  respect. 

Another  is  that  you  have  to 
have  a  basic  ability  to  communi¬ 
cate  —  to  make  clear  what  it  is  you 
expect  and  how  you  are  going  to 
measure  performance  and  then  to 
communicate  clearly  your  reaction 
to  their  performance.  People  can 
enjoy  working  with  you  even  when 
you  sit  them  down  and  say,  ‘You 
have  not  done  well  here;  here’s 
where  you’ve  fallen  short,  and 
here’s  what  you  have  to  do.’  You 
can’t  be  Mr.  Nice  Guy.  People  like 
to  work  with  someone  who’s  effec¬ 
tive. 

Thirdly,  managers  do  not  have 
to  be  the  smartest  technically,  but 
they  have  to  understand  how  their 
organization  fits  into  the  whole 
scheme  of  things,  what  contribu¬ 
tion  they  are  to  make  and  how  to 
go  about  doing  it. 

David  Edison,  director  of  corpo¬ 
rate  information  and  communica¬ 
tion  systems,  Westinghouse  Elec¬ 
tric  Corp.,  Pittsburgh 

When  you  start  out  in  this  busi¬ 
ness  from  a  technical  viewpoint 
and  move  into  a  [chief  information 
officer]  position,  your  horizons 
have  to  change,  because  you’re  the 
only  one  who’ll  be  able  to  translate 
the  objectives  of  the  business  into 
communications  and  information 
systems  terms.  One  way  of  devel¬ 
oping  that  ability  is  to  spend  a  lot 
of  time  getting  to  understand  your 


colleagues  on  the  corporate  staff. 
You  need  to  know  more  about  the 
company’s  business  and  what  op¬ 
portunities  exist  for  information 
systems  to  help  the  company  do  its 
business  better.  Having  achieved 
this  blend,  you  get  those  aims  and 
objectives  fed  down  to  the  very 
lowest  level. 

If  you  have  a  vital  communica¬ 
tions  link  somewhere,  and  if  you 
maintain  a  separation  between  the 
technical  people  and  everybody 
else,  the  technical  people  will  see 
that  link  simply  as  a  connector  or  a 
card  or  a  pair  of  wires  on  a  frame. 
But  if  you  relate  that  to  the  compa¬ 
ny’s  business  strategy  —  why  the 
wire  is  there,  how  much  business  it 
carries  and  what  the  consequences 


are  of  a  failure  —  your  technical 
people  have  a  better  idea  of  how  to 
set  priorities. 

One  good  test  of  a  management 
style  is  whether  the  people  at  the 
bottom  understand  goals  in  the 
same  way  as  the  people  at  the  top. 

Kathleen  Greer,  president,  Kath¬ 
leen  Greer  Associates,  a  manage¬ 
ment  consulting  firm  in  Framing¬ 
ham,  Mass. 

Delegating  is  a  key  element  of 
management  style.  I  often  meet 
managers  who  are  afraid  to  dele¬ 
gate,  because  they’re  afraid  to  take 
the  risk  that  someone’s  not  going 
to  do  a  project  the  way  they  would 
do  it.  From  a  time  management 
point  of  view,  that’s  a  problem,  be¬ 
cause  they  obviously  run  out  of 
time.  Managing  well  is  being  able 
to  expand  your  time  through  the 
work  of  others. 

As  far  as  managing  stress  among 
employees,  they  are  going  to  look 
at  their  manager  as  a  model.  If  you 
as  a  manager  don’t  manage  your 
stress  or  your  time,  then  you  can’t 
expect  your  people  to,  either.  If 
people  are  out  sick  because  of 
stress  —  and  research  shows  most 
illnesses  now  are  somehow  tied  to 
stress  —  then  that  creates  a  prob¬ 
lem  for  the  manager,  because 
someone  has  to  do  that  person’s 
work. 

You  can  change  most  aspects  of 
your  style  if  you  work  at  it.  If  you 
can  take  time  to  look  at  your  rea¬ 
sons  for  doing  things,  that’s  the 
first  step.  Becoming  more  effective 
at  time  management  is  a  matter  of 
taking  each  case  and  making  a  de¬ 
cision  to  delegate  until  it  becomes  a 
habit. 

Stan  Welland,  manager  of  corpo¬ 
rate  telecommunications.  Gener¬ 
al  Electric  Co.,  Bridgeport,  Conn. 

I  consider  myself  entrepreneur¬ 
ial,  risk-oriented,  willing  to  make  a 
move  once  I  have  as  much  informa¬ 
tion  as  I  can  get  my  hands  on  and 
willing  to  let  people  make  decisions 
at  lower  levels.  When  I  look  back 


on  my  career,  I  see  that  my  man¬ 
agement  style  was  not  fashionable 
in  the  early  ’70s  and  mid  ’70s,  but 
it  came  into  favor  in  the  ’80s,  and 
it  fits  with  the  company  I’m  with 
now. 

If  I  go  back  to  my  days  at  a  large 
oil  company,  the  review  process 
was  unending;  everyone  all  the 
way  up  the  management  chain  had 
to  be  part  of  the  decision  process 
—  everyone  had  to  have  a  say. 
That’s  the  way  it  was  in  the  ’70s, 
and  I  don’t  think  I’d  be  as  success¬ 
ful  in  my  current  job  if  I  brought 
that  style  of  management  to  GE. 

Your  management  style  is  a  com¬ 
bination  of  your  own  personality 
tempered  with  what  you  see  in 
peers  and  managers  through  your 


career  —  and  you  have  to  filter  out 
what’s  bad  and  [keep]  what’s  good. 

If  your  style  is  such  that  you 
can  get  your  folks  cranked  up  to 
work  with  the  right  mixture  of 
teamwork  and  entrepreneurial 
spirit,  it’s  amazing  what  can  be 
done. 

Harvey  Shrednick,  vice-president 
of  information  services.  Coming 
Glass  Works,  Inc.,  Coming,  N.Y. 

Style  is  moldable  to  a  certain  de¬ 
gree,  but  I  don’t  think  you  can  go 
from  one  type  of  style  and  deliber¬ 
ately  change  to  the  polar  opposite 
if  it’s  something  that  doesn’t  feel 
comfortable  to  you.  In  the  25  years 
that  I’ve  been  in  management,  I 
really  don’t  see  myself  having  sig¬ 
nificantly  altered  my  style. 

You  adapt  your  style  by  experi¬ 
ence,  by  seeing  what  works  and 
what  doesn’t  work.  I  guess  my 
style  is  the  product  of  some  early- 
on  development  by  a  couple  of  key 
people;  seeing  how  they  managed 
vs.  other  people  and  the  way  they 
managed  and  selecting  one  model 
[over]  the  other. 

So  I’ve  tried  out  my  style,  and  it 
works,  but  it’s  very  dependent  on 
the  situation. 

I  think  the  corporate  culture  is 
very  important  for  determining 
how  your  management  style  suc¬ 
ceeds.  I’ve  been  in  organizations 
where  people  are  very  high-per¬ 
forming,  domineering,  aggressive. 
Type  A  personalities  and  where 
that  type  of  environment  made  my 
style  less  effective. 

A  key  factor  that  went  into  my 
decision  to  come  to  Corning  was 
the  feeling  that  this  was  the  right 
environment  for  me  to  prosper.  I 
found  a  company  where  I  fit  and 
where  they  value  my  contribution 
based  on  my  style. 

Gerald  Mayfield,  president,  DMW 
Enterprises,  a  communications 
consulting  firm  in  Stamford, 
Conn. 

It  is  very  difficult  to  change 
your  style  consciously,  but  it’s  es¬ 


sential  to  do  for  those  who  are  go¬ 
ing  to  find  positions  of  increasing 
responsibility.  You  can  see  the 
trend  for  companies  to  put  more 
senior  people  in  charge  of  their  in¬ 
formation  systems  and  communica¬ 
tions  infrastructure;  the  CIO  is  a 
good  example  of  that.  Those  who 
aspire  to  that  position  have  to  un¬ 
dergo  a  fundamental  metamorpho¬ 
sis  from  what  has  made  them  suc¬ 
cessful  as  individual  telecommuni¬ 
cations  managers  to  someone  with 
a  broader  business  understanding. 

I  spent  quite  a  number  of  years 
within  AT&T  and  have  had  dozens 
of  professional  consulting  engage¬ 
ments  with  companies.  I  find  that 
there  are  certain  attributes  that 
are  tolerated  and  even  encouraged 
at  lower  levels  in  the  organization 
in  terms  of  how  the  jobs  are  accom¬ 
plished  —  the  aggressiveness,  the 
assertiveness  —  that  simply  don’t 
play  at  higher  levels.  Much  more 
finesse  is  required;  it’s  a  consensus 
building,  a  building  of  support 
bases. 

A  lot  of  companies  identify  peo¬ 
ple  with  this  consensus-building 
ability  fairly  early  in  their  careers. 
By  moving  these  people  into  differ¬ 
ent  departments,  positions  and  re¬ 
sponsibilities,  the  companies  seek 
to  broaden  and  polish  their  capa¬ 
bilities.  If  the  culture  of  the  com¬ 
pany  is  such  that  these  people  are 
selected,  rather  than  applying,  for 
the  so-called  fast  track.  I’m  fairly 
pessimistic  that  there’s  anything  a 
person  can  do  to  advance  them¬ 
selves  if  they’re  not  selected.  In 
that  case,  you  have  to  look  for  an¬ 
other  company.  But,  if  they  don’t 
have  that  fast-track  selection  pro¬ 
cess,  finding  a  mentor  is  vitally  im¬ 
portant. 

Ron  Kopitowsky,  vice-president 
for  advanced  planning  and  inter¬ 
national  communications,  Irving 
Trust  Co.,  New  York 

I  change  by  the  minute.  There 
are  no  two  situations  that  are  iden¬ 
tical.  There  are  some  things  I’m  do¬ 
ing  now,  some  things  I  did  yester¬ 
day  or  10  years  ago,  and  I’ll  do 
whatever  is  necessary  tomorrow. 
The  business  world  has  changed; 
management  above  me  has 
changed;  their  needs  have 
changed,  and  I  hope  I  can  adapt  to 
whatever  the  situation  is.  You 
might  have  seemingly  multiple  per¬ 
sonalities  at  times,  but  each  one  of 
them  must  be  part  of  you  and 
something  you’re  comfortable 
with. 

As  far  as  formal  or  informal 
styles,  it  really  depends  on  the  per¬ 
son.  There  are  some  people  who 
are  more  shirtsleeves,  first-name, 
let’s-get-down-to-it.  Others  are 
stuffier;  that’s  in  the  technical  en¬ 
vironment,  and  that’s  also  on  the 
banking  side. 

And  I’ve  seen  formal  and  infor¬ 
mal  styles  both  in  the  top  and  the 
bottom.  The  corporate  philosophy 
allows  them  to  coexist. 

In  managing  technology,  there 
may  be  different  strengths  and 
weaknesses  in  your  background, 
but  I  don’t  think  style  is  One  of 
them.  I  think  we  in  telecommunica¬ 
tions  have  just  as  many  different 
and  effective  styles  as  any  of  the 
bank’s  other  operating  areas.  □ 


“Delegating  is  a  key  element  of 
management  style  . . .  Managing  well 
is  being  able  to  expand  your  time 
through  the  work  of  others.” 


^  LAN  DECISIONS 


When  shopping 
for  a  work 
group  net, 
managers  need 
to  look  at  more 
than  what’s  on 
the  shelf. 


BY  GAIL  JAMES 
AND  GARY  KWOK 

Special  to  Network  World 


Today,  almost  any  company 
with  more  than  200  employees  has 
a  minicomputer  as  well  as  a  grow¬ 
ing  number  of  stand-alone  personal 
computers.  As  the  personal  com¬ 
puter  population  swells,  the  bene¬ 
fits  of  connecting  them  to  one  an¬ 
other  and  to  the  minicomputer  to 
allow  data  sharing  becomes  more 
apparent.  How  to  make  these  con¬ 
nections  is  less  clear. 

Network  decisions  must  consid¬ 
er  both  the  entire  company’s  com¬ 
puting  resources  and  computers 
within  a  department  or  work 
group. 

In  companies  not  already  locked 
in  to  IBM  Systems  Network  Archi¬ 
tecture  nets,  a  common  decision 
facing  network  managers  is  wheth¬ 
er  to  implement  minicomputer  ter¬ 
minal-server  local-area  networks 

Jaynes  is  president  and  Kwok  is 
manager  of  project  consulting  at 
Lanquest  Group,  an  independent 
network  consulting  and  engineer¬ 
ing  firm  in  Santa  Clara,  Calif 


or  distributed  personal  computer 
local  networks. 

Personal  computer  networks 

Personal  computer  local  net¬ 
works  typically  comprise  a  group 
of  personal  computers  and  a  micro¬ 
computer  file  server.  Devices  are 


connected  to  the  net  via  a  network 
adapter  card,  which  generally 
costs  $500  to  $800.  Processing 
work  load  is  distributed  among  the 
network  workstations.  Personal 
computer  local  nets  are  offered  by 
many  companies,  including  3Com 
Continued  on  next  page 
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Corp.,  Novell,  Inc.,  Banyan  Sys¬ 
tems,  Inc.  and  IBM,  which  manu¬ 
factures  the  Token-Ring  Network. 

In  the  early  1980s,  due  to  the 
limits  of  I/O-bound  disk  servers 
and  inefficient  network  operating 
systems,  the  average  number  of 
personal  computers  on  a  network 
was  only  five  to  10.  Today,  with 
improved  network  operating  sys¬ 
tems,  multiple  file  server  options 
and  greater  flexibility  in  cabling 
schemes,  clusters  of  personal  corn- 


such  systems  include  Bridge  Com¬ 
munications,  Inc.,  Ungermann- 
Bass,  Inc.,  Sytek,  Inc.,  Excelan,  Mi- 
com-Interlan,  Inc.  and  DEC,  which 
offers  DECnet. 

PC  nets  vs.  terminal  nets 

The  choice  between  personal 
computer-based  local  networks  and 
terminal  local  nets  must  be  based 
on  an  objective  review  of  the  fea¬ 
tures,  advantages,  disadvantages 
and  configurative  options  avail¬ 
able  for  each.  Such  an  examination 


On  a  terminal  local-area  net, 
speed  from  the  terminal  server  to 
the  network  is  high  —  for  example, 
lOM  bit/sec  for  Ethernet. 


puter  local  nets  can  be  connected 
into  a  single  company  wide  or  orga¬ 
nizationwide  network  joining  as 
many  as  1,000  personal  computers. 

In  a  personal  computer  network, 
connection  to  a  host  minicomputer 
is  generally  made  through  an  asyn¬ 
chronous  communications  port  in 
the  file  server  or  through  a  sepa¬ 
rate  asynchronous  communica¬ 
tions  server. 

There  are  also  cards  available 
for  minicomputers,  such  as  those 
from  Excelan,  Inc.,  that  plug  into 
the  minicomputer  to  allow  it  to  be 
connected  directly  to  the  network 
or  through  a  communications  con¬ 
troller  attached  to  the  network.  In 
this  case,  access  to  the  minicom¬ 
puter  is  not  limited  to  a  19. 2K  bit/ 
sec  asynchronous  speed  but  to  the 
channel  speed  of  the  network. 

Terminal  server  nets 

In  a  terminal  local-area  network, 
the  terminals  and  personal  com¬ 
puters  are  connected  to  the  mini¬ 
computer  over  the  network 
through  a  separate  communica¬ 
tions  server  or  communications 
controller.  These  systems  typically 
cost  between  $6,000  and  $12,000. 

Another  possible  configuration 
involves  a  card  that  is  plugged  into 
the  minicomputer  to  act  as  a  com¬ 
munications  server.  The  advan¬ 
tages  of  including  a  separate  com¬ 
munications  server  include 
reduced  cabling  costs  and  installa¬ 
tion  time  as  well  as  easier  moves 
and  changes. 

Other  advantages  of  a  separate 
server  include  not  needing  to  use 
ports  on  the  minicomputer  and  off¬ 
loading  communications  functions 
from  the  host,  thereby  freeing  up 
processing  resources.  Which  con¬ 
figuration  is  best  depends  largely 
upon  how  heavily  loaded  the  sys¬ 
tem  is. 

The  devices  on  the  network  can 
be  terminals,  such  as  Digital  Equip¬ 
ment  Corp.  VT-lOOs,  or  personal 
computers  running  terminal-emu¬ 
lation  software.  Unlike  personal 
computer  local  nets,  the  burden  of 
processing  in  a  terminal  network  is 
on  the  minicomputer. 

Terminal  local  nets  have  been  a 
popular  solution  for  replacing  di¬ 
rect-connect  wiring  in  minicomput¬ 
er  systems.  Companies  offering 


will  give  managers  benchmarks  to 
compare  their  needs  with  the 
available  local  net  technologies. 
Some  major  areas  of  consideration 
are: 

■  Workstation  flexibility.  On  a 

personal  computer  local  net,  since 
processing  is  distributed,  worksta¬ 
tions  must  be  intelligent  personal 
computers.  On  a  terminal  local- 
area  net,  workstations  connected 
to  the  terminal  server  may  be 
dumb  terminals  or  personal  com¬ 
puters  acting  as  dumb  terminals. 

■  Cost.  Outside  of  the  minicomput¬ 
er,  workstations  and  cabling  on  a 
terminal  local  network,  the  only 
additional  equipment  required  is 
the  terminal  server,  which  costs 
about  $6,000  to  $12,000. 

On  a  personal  computer  local 
net,  each  workstation  requires  its 
own  network  adapter  —  generally 
costing  $500  to  $800  each  —  and  a 
network  file  server.  Recently  de¬ 
veloped  technology  allows  part  of 
the  minicomputer  to  function  as 
the  file  server  as  well. 

In  addition,  there  is  the  cost  of 
the  asynchronous  communications 
server  to  connect  the  minicomput¬ 
er  to  the  network.  This  cost  can  be 
avoided  if  this  function  is  integrat¬ 
ed  into  the  file  server,  as  in  the 
case  of  Banyan’s  high-performance 
Banyan  Network  Server. 

■  Performance.  Depending  on  net¬ 
work  topology  —  for  example, 
Ethernet,  Token-Ring  or  Arcnet  — 
speed  from  a  personal  computer  to 
other  network  devices  on  a  person¬ 
al  computer  local  net  is  typically 
between  IM  and  lOM  bit/sec. 

Access  to  the  minicomputer, 
however,  is  limited  to  19.2K  bit/ 
sec  in  most  cases,  since  the  connec¬ 
tion  to  the  minicomputer  is  imple¬ 
mented  through  asynchronous 
communications.  If  the  minicom¬ 
puter  is  connected  directly  to  the 
network,  such  as  an  IBM  Sys¬ 
tem/36  on  a  Token-Ring  Network, 
speed  is  no  longer  as  limited. 

On  a  terminal  local-area  net, 
speed  from  the  terminal  server  to 
the  network  is  high  —  for  exam¬ 
ple,  lOM  bit/sec  for  Ethernet.  But 
it  is  low  from  the  asynchronous  de¬ 
vices,  such  as  personal  computers 
or  dumb  terminals,  to  the  terminal 
server.  This  limitation  will  exist 
whether  communication  is  be¬ 


tween  two  asynchronous  network 
devices  or  between  the  network 
node  and  the  minicomputer.  On  a 
personal  computer  local  net,  com¬ 
munications  between  network 
nodes  will  take  place  at  network 
speeds. 

The  selection  process 

So  which  network  is  the  right 
one?  There  is  no  simple  answer.  As 
with  “What  is  the  best  color?”  the 
answer  depends  on  the  situation. 
You  may  like  orange  sunsets  but 
not  orange  suits,  or  red  tomatoes 
but  not  red  financial  statements. 

The  right  decision  depends  on 
the  user’s  existing  equipment,  the 
role  of  the  work  group,  future 
growth,  the  type  of  applications 
run  on  the  network  and  cost. 

■  Existing  equipment.  The  first 
factor  to  consider  in  deciding 
which  type  of  network  is  most  ap¬ 
propriate  is  existing  equipment. 

If  the  existing  nodes  are  primar¬ 
ily  direct-wired  terminals  and  the 
need  is  to  connect  stand-alone  per¬ 
sonal  computers  to  the  minicom¬ 
puter,  then  terminal  local  nets 
make  more  sense.  Through  the  use 
of  terminal  servers,  cabling  costs 
can  be  reduced,  and,  more  impor¬ 
tantly,  so  can  the  cost  of  future 
workstation  moves. 

Terminal  local-area  networks 
provide  a  clean  solution  with  all 
nodes  connected  on  a  single  net¬ 
work  cable  and  all  activity  passing 
through  a  central  host. 

On  the  other  hand,  if  there  are 
only  a  few  terminals  and  the  com¬ 
pany  is  populated  primarily  with 
stand-alone  personal  computers, 
users  may  be  better  served  by  a 
personal  computer  local  net. 

■  Role  of  the  work  group.  What  is 
the  nature  of  the  work  group  and 
how  would  a  network  be  used? 
Does  each  work  group  function  in¬ 
dependently,  or  are  all  work 
groups  tied  to  a  common  function? 

If  there  are  multiple  indepen¬ 
dent  work  groups  and  the  primary 
activity  is  between  stations  in  each 
work  group,  then  personal  comput¬ 
er  local  nets  or  sub-local  nets  con¬ 
nected  with  bridges  offer  more 
flexibility  and  better  performance. 

If  there  are  multiple  work 
groups  with  strong  intercommuni¬ 
cation  needs,  there  is  no  clear-cut 


performs  adequately  today  may 
not  meet  requirements  tomorrow. 
With  terminal  local  nets,  the  bur¬ 
den  of  processing  is  on  the  mini¬ 
computer.  Adding  nodes  will  only 
degrade  performance  and  may 
eventually  require  adding  more 
CPU  horsepower. 

With  personal  computer  local- 
area  nets,  while  additional  traffic 
will  also  degrade  performance, 
processing  is  distributed  and  there 
is  no  single  point  of  failure,  except 
for  the  server. 

The  addition  of  personal  com¬ 
puters  also  adds  processing  capaci¬ 
ty  to  the  network.  Therefore,  per¬ 
sonal  computer  local  nets  can 
accommodate  additional  personal 
computers  without  significant  loss 
in  performance,  depending,  of 
course,  on  whether  the  personal 
computers  are  running  applica¬ 
tions  that  require  frequent  interac¬ 
tion  with  the  network  server. 

Both  types  of  local-area  nets 
will  lose  performance  as  nodes  are 
added.  But  there  is  no  way  to 
quantify  the  loss  without  knowing 
which  applications  are  being  used. 

Managers  must  also  look  at  the 
incremental  cost  of  adding  nodes. 
For  personal  computer  local  nets, 
each  additional  workstation  re¬ 
quires  a  network  adapter  card.  In 
the  case  of  the  terminal  local-area 
net,  if  there  is  an  open  port  on  the 
terminal  server,  there  is  no  addi¬ 
tional  cost,  except  for  the  cost  of 
the  workstation.  However,  if  all 
ports  on  the  terminal  server  are 
full,  then  the  addition  of  one  termi¬ 
nal  may  require  another  terminal 
server. 

Another  consideration  is  the  re¬ 
quirement  for  additional  process¬ 
ing  power  as  performance  de¬ 
grades.  On  a  terminal  local  net, 
this  may  take  the  form  of  an  addi¬ 
tional  minicomputer  host.  On  a 
personal  computer  local  net,  the 
server  can  be  a  less  expensive  mi¬ 
crocomputer,  such  as  a  personal 
computer  or  desktop  terminal.  The 
vast  majority  of  servers  for  per¬ 
sonal  computer  local  nets  are  mi¬ 
crocomputer-based,  though  a  few 
are  minicomputer-based. 

■  Application.  What  type  of  appli¬ 
cation  is  being  used  on  the  net¬ 
work?  An  aphorism  of  the  comput¬ 
er  industry  is  that  “software 


With  personal  computer  local-area 
nets,  processing  is  distributed  and 
there  is  no  single  point  of  failure, 
except  for  the  server. 


answer.  It  would  depend  on  the 
amount  of  traffic  between  work¬ 
stations. 

For  connecting  personal  comput¬ 
ers  to  one  another,  the  personal 
computer  local  net  is  the  clear 
choice.  If,  on  the  other  hand,  less 
emphasis  is  placed  on  the  impor¬ 
tance  of  individual  work  groups, 
then  the  case  for  terminal  local- 
area  nets  may  be  stronger. 

■  Future  growth.  If  the  number  of 
nodes  is  expected  to  increase  in  the 
future,  a  terminal  network  that 


drives  hardware.”  In  a  sense,  soft¬ 
ware  should  also  drive  the  net¬ 
work  decision. 

If  the  dominant  applications  are 
personal  computer-based,  install- 
.  ing  a  personal  computer  local  net 
would  take  advantage  of  the  in¬ 
stalled  base  of  software.  But  in 
some  instances,  the  applica,tion  is 
specialized.  A  number  of  minicom¬ 
puter  value-added  resellers  have 
developed  specialized  applications 
based  on  specific  hosts  such  as 
Continued  on  page  45 
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A  number  of  Management  Updates,  Data  Comm  Buyer’s  Guides,  Telecom  Buyer’s 
Guides,  PC  Buyer’s  Guides  and  Industry  Focuses  are  scheduled  to  run  in  NETWORK 
WORLD  during  1 988.  Each  of  these  features  will  focus  on  one  aspect  of  the  networking 
and  communications  industry  and  give  our  advertisers  a  chance  to  reach  a  more  select 
audience.  These  are  some  of  the  topics  the  features  will  cover: 

Management  Updates: 

Network  and  Communications  managers  gain  the  edge  they  need  --  and  advertisers  gain 
a  receptive  audience  --  from  in-depth  discussions  of  key  issues  in  Network  World’s  Man¬ 
agement  Updates.  The  focused  editorial  in  these  sections  provides  managers  with  invalu¬ 
able  assistance  in  planning  and  optimizing  their  networks. 

*  March  7  -  The  Network  as  a  Profit  Center 

*  April  4  -  Managing  Consultants 

*  May  2  -  Dealing  with  Problem  Employees 

May  23  -  PC  Management  Update:  Networking  PCs 

*  June  6  -  ISDN 

*  June  20  -  Telecom  Management  Update:  Short-haul  Transmission 
Industry  Focuses: 

This  year  Network  World  introduces  a  new  feature  that  takes  a  close  look  at  vertical  mar¬ 
kets  with  special  networking  needs.  The  Industry  Focus  sections  are  mailed  directly  to 
top  decision  makers  in  financial,  retail/point-of-sale,  government,  travel,  manufacturing, 
education  and  insurance  industries,  giving  you  added  reach  into  these  important  market 
segments. 

*  February  29  -  Government 
May  30  -  Education 

July  25  -  Financial  Services 

*  August  22  -  Travel 

*  August  29  -  Retail/Point-of-Sale 

Editorial  Show  Coverage: 

Bonus  Show  Distribution  -  Your  advertisement  reaches  thousands  of  show  attendees  at 
no  extra  cost,  when  Network  World  distributes  bonus  copies  at  the  industry’s  major 
trade  shows.  It’s  a  great  way  to  expand  your  mar¬ 
keting  opportunities  -  and  make  your  advertising  dollars  go  even  further. 

*  February  1  -  CN  Wrap-Up  Issue 

*  March  21  -  Interface  Preview  Issue 

March  28  -  Interface  Show  Issue  (Bonus  Show  Distribution) 

*  March  28  -  Wbrid  Congress  on  Computing  (WCC)  Show  Issue  (Bonus  Show 
Distribution) 

*  April  4  -  Interface  Wrap-up  Issue 

*  May  9  -  Comdex  Spring  Show  Issue  (Bonus  Show  Distribution) 

*  May  9  -  ICA  Preview  Issue 

*  May  1 6  -  ICA  Show  Issue  (Bonus  Show  Distribution) 

May  23  -  ICA  Wrap-up  Issue 

NETWORK  WORLD  publishes  every  Monday  with  an  ad  deadline  of  1 2  days  prior  to 
each  issue  date.  The  January  1 8th  Issue  will  be  closing  January  6th.  You  may  send  in 
copy  to  be  pubset  or  camera-ready  material  (velox  or  negative)  via  the  mail.  We  provide 
telecopier  service  and  will  also  take  ads  over  the  phone. 

Our  mailing  address  is 

NETWORK  WORLD 

Classified  Advertising,  PO  Box  9171,  375  Cochituate  Road,  Framingham,  MA  01701- 
9171.  Joan  Bayon  Pinsky,  Product  Classified  Advertising. 

Or  call  for  more  information  at:  1-800-343-6474  or,  in  Massachusetts,  (617)  879-0700. 
Joan  Bayon  Pinsky,  Product  Classified  Advertising  ext.  755. 


AT&T  Cellular 
Mobile  Phones 

-$899.00  PLUS  TAX- 

INCLUDES  FREE 

STANDARD  INSTALLATION  IN  MASS. 

•  Delivered  UPS  anywhere  in  the  U.S. 

•  Installed  by  local  authorized  installer. 

•  Full  2-year  warranty. 

Ca/I  Arista  Communications 
Today! 

(617)  875-4886 

*  Foreign  cars/sports  cars  may  require  additional  charge. 


SEND  YOUR  FORMS! 

Edit  ic  send  custom  forms  with 
any  communication  prgm.  This 
software  is  the  one  you  need. 
Pictures  are  worth  a  thousand 
words,  so  Demo  is  available  per 
request  on  company  letterhead. 

Write  to  us,  we  can  help  you. 
Kalt  Si  Associates,  2440  E.  Tudor 
Rd.  Suite  #138,  Anchorage,  AK 
99507  (907)  248-0133 


RF  LAN  DESIGN 
PC  SOFTWARE 


MAP  -  IEEE  COMPATIBLE 


Broadband  Syatem  Engineering  is 
a  very  afforcMIe  software  pack¬ 
age  for  designing  any  kind  of  RF 
broadband  network.  BSE  designs 
any  split  or  dual  cable  system  from 
1-600  Mhz.  Pre-configured  mfgr 
database  files  for  taps,  cable,  etc. 
Selecrts  taps  automaticaNy.  Up¬ 
dates  rf  levels/components  after 
an  insertion  or  deletion.  Prirrtout  of 
BOM  and  rf  level  performance.  Ask 
about  our  14  day  trial/eiection  to 
purchase.  $1495  Complete. 

MtTmcvimioii /•miuMU  AxotmiAatme 

■H  &  COP^ATBUS  -  DOS  7J0  Om  HOHOI 

ComNet  Engineering  Co. 

33 1 0  WBBtBm  Dr.  AHStln,  TX  70745 

512-892-2085 


Training 


T1  &  X.2S 

courses  now 
available! 

Transform  your  PC  into  a 
personal  instructor  with 


nELEtutor 


TELECOMMUNICATIONS  TRAINING  SERIES 

CALL  FOR  FREE  BROCHURE 

800-542-2242 


To  receive  more  information  about 

Network  World 

Classified 

advertising 

call: 

Joan  Bayon  Pinsky 

NWW  Classified  Advertising 
375  Cochituate  Road 
Framingham,  MA  01701 

800-343-6474 
(or  In  MA  617-879-0700) 
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COMPUTER 

CAREERS 


This  ad  goes  against 
everything 
we  believe  in. 

A  newspaper  ad  is  a  great  example  of  one-way  communication. 
Unfortunately,  we  don’t  believe  one-way  communication  is  so 
great. 

We’re  Excelan,  a  leader  in  high-performance  LAN  technolog)’  for 
the  engineering,  scientific  and  office  markets.  Our  innovative  sim¬ 
ulators/analyzers,  intelligent  front-end  boards  and  protocol  soft¬ 
ware  allow  totally  dissimilar  computers  such  as  Digital  VAX,  IBM 
PCs,  Macintosh,  Sun  Workstations,  and  Alliant  super-minicomput- 
ers  to  interact,  to  exchange  information,  to  communicate.  Our 
ability  to  seize  market  opportunities  has  been  proven  by  our 
20%  growth-rate  average  for  the  past  eight  consecutive  quarters. 

If  you  believe  in  advancing  LAN  technology  and  providing  high- 
performance,  industry-standard  LAN  solutions  to  the  industry, 
explore  these  opportunities  to  join  us. 

Software  Engineers 

VMS  Networking,  California 

These  positions  offer  the  opportunity  to  develop  high-quality  net¬ 
working  software  in  a  heterogeneous  environment  and  require 
the  desire  to  be  challenged  by  the  excitement  of  a  small,  grow¬ 
ing  company.  Your  qualifications  should  include  3-7  years’  related 
experience  with  VMS  internals,  including  in-depth  knowledge 
of  driver-level  and  system  software.  A  background  in  networking, 
distributed  applications  and  UNIX*/DOS  operating  systems  is 
desirable;  project  management  experience  is  a  plus. 

Senior  positions  require  the  qualifications  mentioned  above,  plus 
5-15  year^  experience  and  the  motivation  to  lead  a  small  group 
building  high-quality  products. 

Field  Sales  Engineers 

Technical  LAN  Sales,  Boston/Philadelphia 

As  a  Field  Sales  Representative,  you  will  use  your  excellent  peo¬ 
ple  skills  to  increase  sales  and  penetration  of  large  end-user,  VAR 
and  OEM  companies  in  the  Boston  or  Philadelphia  areas.  In  addi¬ 
tion,  you  will  provide  prospects  with  accurate  information  about 
Excelan  products  and  third-party  strategic  alliances. 

To  qualify,  you  should  have  a  BSCS  (or  equivalent  in  technical 
OJT  and  experience)  and  experience  in  sales  or  sales  support. 
Applications  engineering  background  is  a  plus  and  experience  in 
LAN  technology  is  strongly  desired.  A  strong  technical  under¬ 
standing  of  PCs,  UNIX,  DOS,  VMS  and  networking  knowledge  is 
also  desired. 

We  also  have  these  positions  available  in  San  Jose,  Califor¬ 
nia:  Software  Engineers,  Hardware  Design  Engineers,  Product 
Marketing  Manager  (PC  LANs),  Network  Support  Engineers 
(UNIX,  DOS,  or  VMS),  and  Customer  Service  Manager  (Software). 
In  addition,  we  have  Field  Sales  and  Applications  Engineer  posi¬ 
tions  available  in  Atlanta,  Chicago,  Detroit,  Houston,  Los  Angeles, 
New  York  City,  Seattle,  St.  Louis,  and  Washington,  D.C. 

Talk  back  to  us. 

We’d  like  to  hear  your  ideas  on  the  LAN  industry.  If  they’re  good 
ideas,  we’ll  get  behind  them  in  a  big  way.  In  feet,  our  R&D  bud¬ 
get  is  higher  than  industry  average. 

Please  send  your  resume  to:  Professional  Employment, 

Excelan,  2180  Fortune  Drive,  San  Jose,  CA  95131. 

We  are  proud  to  be  an  equal  opportunity 
employer. 

'UNIX  is  ^  trademark  of  AT&T  Bell  Laboratories. 


A  Local  Success  Story. 


DIRECTOR  OF  MIS 

We  are  conducting  a  search  for  one  of  our  clients, 

A  rapidly  growing  retailer  moving  to  data  base  technology  and  in-store  processors,  is 
searching  for  a  dynamic,  take-charge  MIS  director  interested  in  a  challenging  oppor¬ 
tunity.  The  candidate  must  have  experience  managing  an  MIS  department  as  a 
business;  planning,  budgeting  and  supporting  the  company’s  business  objectives 
with  technology. 

A  bachelor’s  degree  is  required;  retail/distribution  experience  is  a  plus. 

A  competitive  salary  and  an  excellent  benefits  package  is  offered.  All  inquiries  held 
in  confidence.  If  you  have  the  qualities  we  are  looking  for,  please  call  214/969-8371 
or  send  a  resume  to  Scott  Evans,  Arthur  Young,  2121  San  Jacinto,  Ste.  500,  Dallas, 
TX  75201. 

A  Arthur  Young 

A  MEMBER  OF  ARTHUR  YOUNG  INTERNATIONAL 

An  Equal  Opportunity  Employer  M/F 


Sr.  EDP 
Auditor 


Rrst  of  America  Bank 
Corporation,  an  $8.4  bil¬ 
lion  multi-state  banking 
organization,  has  an  ex¬ 
ceptional  opipodunity  for 
a  Sr.  EDP  Auditor  at  our 
corporate  headquarters. 
Our  environment  features 
the  IBM-3090. 

Requirements  include  a 
minimum  of  2-5  years  of 
experience,  including 
IBM  experience  using 
COBOL  and  CULPRIT 
programming.  Some  trav¬ 
el  is  required. 

This  high  visibility  posi¬ 
tion  is  provided  with  an 
excellent  salary  and  ben¬ 
efit  program,  including  re¬ 
location  assistance  arxf 
tuition  reimbursement. 
For  prompt  consider¬ 
ation,  please  send  re¬ 
sume  or  call: 

Personnel  Services 
Manager 

Rrst  of  America 
Bank  Corporation 

1 08  East 
Michigan  Ave. 
Kalamazoo,  Ml  49007 
(616)  388-7017 
Equal  Opportunity 
Employer  M/F/HA/ 

O  FIRSroFAMEllCA. 

Community  Banks  firsi 


DATA  PROCESSING 
PROGRAMMER  III 
$2,104  -  $2,606  monthly 

Riverside  County  Flood  Control 
arxt  Water  Conservation  District 
has  an  immediate  need  for  an  ex- 
perierKsd  Fortran  Programmer. 
Some  systems  analysis  will  be  re¬ 
quired  of  the  position.  Requires 
completion  of  60  semester/90 
quarter  units  from  a  recognized 
college  with  major  courserwork  in 
computer  scierK®,  business,  or  a 
related  field  (one  year  of  additional 
qualifying  experience  may  be  sub¬ 
stituted  for  the  required  edur®- 
tion),  and  two  years  of  experience 
in  programming  data  processing 
problems,  including  business  oL 
fice  applications  in  Fortran.  It  Is  de¬ 
sirable  to  have  training/experience 
involving  Hewlett  Packard  3000 
Systems.  Applications  accepted 
on  a  continuous  basis  until  filled. 
For  information  arxf  application, 
contact  Riverside  County  Persorv 
nel,  4080  Lemon  St.,  Rm.  109, 
Riverside,  CA  92501-3664;  (714) 
787-6125. 

EOEAA  M/F/H 


SYSTEMS 

SOFTWARE  DEVELOPMENT 

Fluency 

in  the  ‘language’  of  computer  software  has  made  ADR  the 
undisputed  leader  in  systems  design.  We  take  pride  in  our 
proven  ability  to  meet  the  needs  of  businesses — and  invite 
forward  thinking  individuals  seeking  to  contribute  their 
skills  to  the  development  of  sophisticated  computer 
products  to  join  our  team. 

We  have  excellent  opportunities  for  Software  Development 
Professionals  with  3  to  10  years  of  mainframe  IBM  Assem¬ 
bler  programming  experience  to  code  and  design  software, 
and  with  additional  expertise  in  the  following  areas: 

IMS/DC 

Prior  experience  in  large  systems,  design  and  development  a 
strong  plus.  A  background  in  ADR’s  IDEAL  or  DATACOM  DB 
helpful. 

TSO  or  TSO/E 

Internals  with  experience  designing  command  processors 
preferred.  Prior  exposure  to  ISPF/PDF  Dialog  Management  a 
strong  plus. 

CICS 

At  both  the  MACRO  and  Command  levels.  Preference  will  be 
given  to  candidates  with  VSE  Internals  experience. 

For  systems  professionals  fluent  in  the  language  of  success, 
ADR  offers  highly  competitive  salaries,  excellent  benefits 
and  the  opportunity  to  help  direct  the  future  of  systems 
software  development. 

Please  send  your  resume,  including  salary  history,  to 
Robin  Smith,  Human  Resources  -  CW,  Applied  Data 
Research,  Route  206  &  Orchard  Road,  CN-8,  Princeton, 

New  Jersey  08540.  An  affirmative  action/equal  opportunity 
employer. 


ADR 

AN  dcmSiHimCH  COMPANY 


Performance 
Begins  With  Us 
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Sales 


SALES  SUPPORT 
MANAGERS 

Kansas  Gty,  MO 


Explore  this  opportunity  to  join  US 
Sprint’s  Sales  Promotion  department  at 
the  forefront  of  the  telecommunications 
revolution. 

We’re  looking  for  sales  support  mana¬ 
gers  to  support  our  national  sales  and 
marketing  staffs  by  producing  effective 
support  programs  and  sales  tools/materials 
for  new  products,  pricing,  and  market  stra- 
t^es.  Duties  will  include  developing  and 
writing  product  application  support  litera¬ 
ture  and  maintaining  customer  and  product 
information  data. 

Requirements  include  a  college  degree; 
three  to  five  years  of  telecommunications 
and  managerial  experience  with  emphasis 
on  project  management;  and  at  least  three 
years  of  telecom/computer  experience. 
Familiarity  with  PC  and  word  processing 
equipment  and  excellent  communication 
and  organizational  skills  are  also  required. 

US  Sprint  offers  excellent  salaries  and 
benefits. 

For  immediate  consideration,  please  send 
your  resume  to  US  Sprint,  Dept.  LP-SSM, 
Box  8417,  Kansas  City,  MO  64114-8417. 
EOE. 


■ 


Sound  Good?  That’s  US  Sprint. 


US  Sprint 


Telecommunications 

Engineer 


Position  requires  BS  in  Electrical  Engi¬ 
neering  with  3  or  more  years  experience 
in  digital  communication  systems,  local 
and  wide  area  networking  and  network 
protocols.  Must  have  project  manage¬ 
ment  experience.  Design  and  develop¬ 
ment  of  data  communications  network 
experience  and  broadband  communica¬ 
tions  experience  would  be  desirable. 

Sverdrup  Technology,  Inc.  is  a  company 
engaged  in  providing  skilled  scientific, 
engineering  and  technical  support  for 
PROPULSION,  ENERGY,  and  SPACE 
programs  for  NASA  Lewis  Research 
Center  in  Cleveland,  Ohio. 


Located  in  Middleburg  Hts.,  Ohio,  a 
pleasant  small-town  suburb  of 
Cleveland,  we  offer  a  low  cost  of  living 
and  a  high  quality  of  life.  We  are  minutes 
away  from  Lake  Erie  and  water  sports, 
and  are  surrounded  by  the  famous  Emer¬ 
ald  Necklace  natural  park  system. 


If  you  qualify  and  are  interested  in  joining 
our  team  of  professionals,  please  submit 
your  resume  to:  Bruce  Cantwell, 
Personnel  Manager,  SVERDRUP 
TECHNOLOGY,  INC.,  P.O.  Box  30650- 
Midpark  Branch,  Middleburg  Hts.,  OH 
44130.  Principals  Only.  NO  PHONE 
CALLS,  PLEASE.  An  Equal  Opportunity 
Employer  M/F/H/V. 


Sverdrup 


Sverdrup  Technology.  Inc. 


COBOL  PROGRAMMER/ANALYST 
LEARN  DB2 

Outstanding  opportunity  for  results  oriented  P/A's  to  learn  the  latest 
technology  while  participating  in  the  startup  of  a  new  datacenter  for 
one  of  suburban  Boston's  leading  firms.  The  technoiogy  -  twin 
3090  s,  MVS/CICS/DB2/TELON  and  ALL  NEW  DEVELO^ENT  - 
no  maintenance. 

You  should  have  at  least  two  years  IBM  COBOL  experience,  be  will¬ 
ing  to  accept  the  challenge  of  aggressive  deadHnes.  and  be  able  to 
actively  participate  in  systems  analysis  and  design. 

In  return,  you  win  have  a  charx»  to  work  with  state  of  the  art  technol¬ 
ogy,  advarKe  your  career  and  enjoy  the  varied  beriefits  of  New  Eri- 
gland. 

Compensation  arxf  relocation  benefits  are  excellent. 

mWMAC 

Contact  Romac  and  Associates 
20  Walnut  Street 

Weflesley  Hills,  Massachusetts  02181 
(617)  239-0900 
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^Nome  of  our  best  MIS  profeS' 
sionals  came  to  Glaxo  to  work 
on  our  powerful  IBM  3090 
systems.  Some  were  attracted 
by  our  outstanding  variety  of 
sophisticated  data  management 
and  manipulation  software, 
such  as  CSP,  DBII,  QMF,  File 
Aid,  Excelerator,  FOCUS,  SAS, 
and  others,  more  specifically: 

•  IBM  3090/4381  OS/MVS 
XA  for  Business 
Applications 

•  Prime  4955/VAX/ 

VMS  8700,  8800 
for  Scientific 
Applications 

Others  were  drawn  by 
the  unusual  diversity  of 
technical  challenges  available 
at  the  nation’s  fastest  growing 
research'oriented  pharma- 
ceutical  firm. 

A  common  denominator? 
Every  one  of  these  people 
appreciates  our  commitment  to 
ongoing  acquisition  of  state-of- 
the-art  tools.  It’s  a  commitment 
backed  by  the  resources  of  a 
highly  profitable  company.  .  . 
one  that  genuinely  values  its 
technical  professionals,  and 
rewards  them  accordingly. 

If  your  qualifications  meet  our 
requirements,  it  stands  to 
reason  you’ll  want  to  join  us  in 
one  of  these  key  positions. 


Systems 

AjnalystsII 

Two  key  positions  are  currently 
available: 

•  One  position  supports  scienti¬ 
fic  end-users  using  specialized 
scientific  PC  software,  and 

•  One  position  supports  com¬ 
mercial  end-users  using  stand¬ 
ard  business  PC  software. 

The  successful  candidates  will 
provide  prompt  microcom¬ 
puter  software  assistance 
and  support  and 
problem  resolu¬ 
tion  to  over 
1,200  end-users 
in  a  Help  Desk 
environment.  The 
selected  individuals 
will  also  work  with  tech¬ 
nical  support  staffs  from 
MIS  functional  areas  to 
coordinate  the  timely  resolu¬ 
tion  of  complex  computer 
problems. 

To  qualify,  candidates  must 
possess  a  Bachelor’s  degree 
in  Computer  Science  or 
related  area  and  6-8 
years  of  end-user  com¬ 
puting  and  microcom¬ 
puter  experience, 
some  of  which  was 
in  a  Help  Desk  role. 

For  the  business  end-user  sup¬ 
port  position,  advanced  knowl¬ 
edge  of  microcomputer  operating 
systems  and  application  software, 
such  as  PC-DOS,  DisplayWrite  4, 
Smart  Database,  dBase  III  Plus 
and  Lotus  2A  is  required. 

For  the  scientific  end-user  sup¬ 
port  position,  advanced  knowl¬ 
edge  of  microcomputer  opierating 


systems  and  applications  software 
is  required  and  knowledge  of 
Chemtext,  PC-SAS,  Chembase, 
PC/Gene,  TGraf,  Chemtalk,  Sci- 
Mate,  RS/1,  MASS-11,  and 
MASS-1 1  DRAW  is  desirable. 

Strong  analytical  skills,  proven 
ability  to  solve  computer-related 
problems  with  an  emphasis  on 
software  troubleshooting,  and  ex¬ 
cellent  verbal  and  written  com¬ 
munication  skills  are  essential  for 
both  positions.  Prior  experience 
working  with  a  pharmaceutical 
company  or  scienti¬ 
fic  research  firm  is 
desirable,  as  is  SAS, 
CSP,  CICS,  MVS, 
QMF  and  DB2  pro¬ 
gramming  experience; 
DEC  VAX  All-In-1, 
IBM  DISOSS  and  PS/PC 
experience;  and  IBM 
Token-Ring  and/or  VAX 
Ethernet  network  support 
experience. 

Glaxo  offers  outstanding 
salaries  and  benefits,  a  policy 
of  promotion  from  within,  and 
much  more.  Surrounded  by 
three  major  universities,  our 
Research  Triangle  Park  head¬ 
quarters  are  located  near  beauti¬ 
ful  Raleigh,  NC,  just  three  hours 
from  the  Atlantic  Coast  to  the 
east  and  three  hours  from  the 
Smokey  Mountains  to  the  west. 
For  prompt  consideration, 
please  send  your  resume, 
including  salary  history,  to: 
Department  3650X822,  Glaxo 
Inc.,  P.O.  Box  13398,  Research 
Triangle  Park,  NC  27709.  An 
Equal  Opportunity  Employer 
M/F/H/V.  (No  phone  calls, 
please.)  No  private  agency  refer¬ 
rals,  please. 


Glaxo  Inc. 


I'i\c  Moore  Oriw 
Rcsc.irel'i  1  riangle  Park 
North  Carolina,  27709 


DP  PROFESSIONALS 

Immediate  opportunities  currently 
exist  for  Senior  Technical  Profes¬ 
sionals  with  the  following  exper¬ 
tise. 

SYSTEMS  PROGRAMMERS 

IBM  MVS,  VM  afxj  Communica¬ 
tions  Systems  Programmers  are 
needed.  Must  be  familiar  with  0/S 
Internals  and  related  software 
products  and  have  performed  0/S 
installations,  modifications  and 
performance  tuning.  Salaries  $39- 
$72K 

DATABASE  SPECIALISTS 

IMS,  DB2,  SQL/DS,  ORACLE, 
IDMS,  FOCUS.  ADABAS,  Design¬ 
ers,  Project  Leaders  and  DBA's 
are  needed  for  new  development 
opportunities.  Salaries:  $23-$67K. 
Positions  are  available  in  North 
East,  Mid-Atlantic  and  Sunbelt  lo¬ 
cations. 

For  more  information  call  Mike 
Loftis  at  (301)  770-5290  or  send 
resume  to: 

DCSI 

6290  Montrose  Road 
Rockville,  MD  20852 


CAREER 

OPPORTUNITIES 

‘COAST-TO-COAST’ 


Progr's-P/A's  To  $38K 

System  Analysts  To  $45K 

Proj.  Ldrs/M^  To  $48K 

DBAs  To$54K 

System  Prog'rs  To  $65K 

Sys.  S/W  Dev.  Mgr  To  $75K 

EDP  Auditors  To  $37K 


NOW  -  openings  in  Mfg,  Distr, 
Fm.  DP  &  Bank  industries.  2  or 
more  yrs  exp.  req'd  ih  IBM  S/3X, 
IBM  43XX,  30XX  and  any  2  or 
more  of:  COBOL,  ALC,  RPQII/III, 
MVS,  VM,  DOSA/SE,  IMS,  DB2. 
IDMS,  ADS/0,  CICS,  CMS 

Relocation  Paid  -  Fees  Paid 
Call  or  send  resume  to: 

Robert  Ekey,  CPC 
216/524-6565 

FOX-MORRIS 

4700  Rockside,  Ste  400 
Cleveland,  OH  44131 


DATA 

PROCESSING 

MANAGER 

Salary  $46.451-$56,461/Yr. 

Liberal  Benefits  and 
City  Paid  7%  Retirement 
Contribution 

To  rrianage,  direct,  coordinate  the 
activities  of  data  processing  ser¬ 
vices  to  the  various  dty  depart¬ 
ments;  to  coordinate  data  pro¬ 
cessing  activities  with  other 
divisions  and  departments,  arxf 
provide  highty-cornplex  staff  assis¬ 
tance  to  Flriarx*  Director.  Must 
posse^  Bachelor's  degree  from 
accredited  college  or  university, 
with  major  coursewoik  in  Comput¬ 
er  Science,  Systems  Analysis. 
Business  Administration  or  related 
field.  Requires  6  years  of  increas¬ 
ingly  responsible  experience  as  a 
Prograrrimer/Analysl  or  Systems 
Ans^t  involving  system  develop- 
merrt.  irxAJdng  2  years  of  supervi¬ 
sory  experience,  complete  de¬ 
tails.  Contact  CITY  OF  NEWPORT 
BEACH,  P.O.  Box  1768,  3300 
Newport  Blvd..  Newport  Beach. 
CA  92658-8915.  (71 4)  644-3300. 
Filing  deacAne:  March  11.  1988 
and  may  be  accompanied  by  brief 
resume.  Equal  Opportunity  Em- 
ptoyer. 


TELE/DATA  SEARCH 
TELECOMMUNICATION 
SPECIALISTS!! 

Numerous  openings  throughout  the  U.S.;  Currently  seek¬ 
ing  candidates  which  have  experience  in  one  or  more  of  the 
following  areas  of  expertise: 

•  Business/Communications  Systems  Ranning 

•  Telecommunications  Voice  &  Data  Analysts 

•  IBM  Teleprocessing  Software 

•  Local  Area  Networking 

•  Transmisskxi  Technology 

•  Communications  Architecture  (ISDN.  OSI,  SNA) 

•  PABX  Evaluatjon/lnstaHation 

•  General  Data  (Communications 

•  Network  Management  System  Development 

•  Communications/Systems  Programming  in  C 

•  Relational  Database  or  Expert  Systems 

•  Voice  &  Data  Sales/Sales  Management 

TELE/DATA  SEARCH 

303  Abbott  Road 
Buffalo,  NY  14220 
(716)  828-1550 
(71C)  828-1554  (Facsimile) 
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Himt  b 

youn  D?  C(mdu£iu(9  Co^ 

iii  pKe  £aay  JCeMcw. 

Seek  a  company  that  offers: 

Highly  competitive  salaries 

'Z  Diverse,  challenging  projects  for  Fortune  500  companies 
Opportunity  to  learn  new  skills 
Promotion  from  within 

^  Excellent  benefits,  including  medical/dental,  tuition 
refund,  and  Company  contributory  401  k  Plan 
'Z  Aggressive,  growth-oriented  goals 

You’ll  find  all  the  answers  at  TRECOM  Business  Systems,  Inc.,  a 
dynamic,  rapidly  growing  company  led  by  recognized  leaders  in 
the  consulting  services  industry  From  our  founding  in  January 
1 985,  we’ve  grown  to  over  475  data  processing  professionals 
serving  clients  in  the  New  York/New  Jersey  metropolitan  area. 

If  your  goals  are  high,  and  your  skills  include  at  least  2  years 
experience  in  the  following: 

■  UNIX  Applications  and  Internals  Experience 

■  C’ 

■  Relational  Databases 

■  STRATUS 

■  VAX  VMS 

We’d  like  to  talk  with  you.  Please  send  your  resume  in 
confidence  to:  Director  of  Recruiting, 


TRECOM 


Business  Systems  Inc. 

333  Thornall  Street  One  Galleria  Tower,  Suite  500 

Edison,  New  Jersey  08837  13355  Noel  Road 

(201)  549-4100  Dallas,  Texas  75240 

(214)  960-7015 

Come  see  us  at  UNIFORUM,  February  9-11, 1988 
INFOMART,  1 950  Stemmons  Freeway,  Dallas,  Texas 


An  Equal  Opportunity  Employer 


CW3 


TELECOMMUNICATIONS 

OPPORTUNITIES 


TELECOMMUNICATIONS 
NETWORK  PLANNING 
ENGINEER 

Adolph  Coors  Company,  located  in  Golden,  Colorado,  has 
an  immediate  opening  for  a  Telecommunications  Network 
Planning  Engineer. 

Prefer  a  BS  degree  in  Engineering,  Telecommunications, 
or  related  field  or  equivalent  combination  of  education  and 
experience.  Minimum  of  five  years  experience  in  data  and 
voice  communications,  system /network  design  (SNA, 
DNA/DECNET,  LAN,  and  PBX  data  switching),  architectural 
implementations  and  planning.  Experience  with  network 
monitoring  tools  (VTAM,  NCP,  MCCP,  NPDA,  LPDA).  Net- 
view  and  an  understanding  of  communications  software 
would  be  beneficial.  Strong  project  management.  Verbal 
and  written  communications  skills  are  required. 

TELECOMMUNICATIONS 

ENGINEER 

We  also  have  an  immediate  opening  for  a  Telecommunica¬ 
tions  Engineer  with  voice  and  data  communication  design 
experience. 

The  selected  candidate  will  have  two  plus  years  experience 
in  communications  system  design,  including  telephone 
switching  and  traffic  engineering.  Previous  experience  in 
major  system  selection  and  implementation  helpful.  Good 
oral  and  written  communication  skills  are  desired.  BSCC 
preferred,  other  technical  fields  acceptable. 

We  offer  an  excellent  salary,  relocation  and  company-paid 
benefits.  If  interested,  send  resume,  including  salary  his¬ 
tory,  to: 

Coors  Placement  Center 
311  10th  Street.  NH210.  Dept.  MP  39736 
Golden,  CO  80401 

an  equal  opportunity  employer  m/f/v/h 


National  Aeronautics  and 
Space  Administration 


IWNSA 

TELECOMMUNICATIONS 
APPLICATIONS  ENGINEER 


ADVANCED  COMMUNICATIONS 
TECHNOLOGY  SATELLITE 
(ACTS)  PROJECT 

Join  our  dynamic  development  team  and  participate  in  a 
highly  visible  experimental  communications  satellite  system 
called  ACTS  which  is  the  forerunner  of  the  next  generation 
of  commercial  communication  satellites. 

You  will  be  responsible  for  planning  and  coordinating  the 
voice,  data  and  video  application  experiments  using  the 
ACTS  system.  Your  duties  will  allow  you  to  interact  with  a 
wide  variety  of  government,  industry  and  university 
experimenters. 

Salary  range  is  $38,727  to  $50,346  depending  on  your 
education  and  experience. 

Qualifications: 

•  BS  or  Advanced  Degree  in  Engineering  or  Physics 

•  A  minimum  of  3  years  related  experience  in 

Telecommunications 

•  U.S.  Citizenship 

To  pursue  this  opportunity,  send  resume  and  salary  history 
to: 

Sandra  App,  MS  500-301 
National  Aeronautics  and  Space  Administration 
Lewis  Research  Center 
Cleveland,  OH  44135 

Resumes  must  be  received  by  March  11,  1988. 

NASA  IS  AN  EQUAL  OPPORTUNITY  EMPLOYER 


Teaching  Electronics/ 
Computer  Technology 
Tenure  Track  Position 

(Position  remain*  subjact  to 
finai  approval) 

RESPONSIBIUTIES:  Will:  a)  deve- 
lopAeach  undergraduate/graduate 
courses  in  electronics;  b)  serve  as 
advisor  to  students  with  electron¬ 
ic/computer  related  majors/min- 
ors;  c)  establish  relevant  relatlon- 
sNps  with  industry;  d)  provide 
necessary  technical  support  to 
other  department  faculty;  and  e) 
initiate/conduct  research/develop¬ 
ment  activities. 

QUAUFICATIONS:  Broad  back- 
^rouTKl  in  circuit  analysis:  AC/DC, 
industrial,  linear,  digital,  communi¬ 
cations,  acquisition  and  control,  in¬ 
strumentation,  and  electronic 
computer-aided  design.  Recen¬ 
t/relevant  Industrial  experience  is 
required.  Evidence  of  teaching  ex¬ 
cellence  required.  Minimum  of 
masters  degree  in  electrical  engi¬ 
neering,  enqineering  technology, 
or  closely  related  discipline.  A  doc¬ 
toral  Is  desired. 

RANK:  Depervient  on  qualifica¬ 
tions.  Targm  level  is  Assistant  Pro¬ 
fessor. 

New  110,000  square  foot  industri¬ 
al  oomprlex  will  be  in  operation  in 
January,  1989.  Application  materi¬ 
als  must  be  postmarked  no  later 
than  April  15,  1988.  Additional  in¬ 
formation  must  be  obtained  from 
Dr.  John  P.  Novosad,  Chairper¬ 
son,  Department  of  Industrial  and 
Engirieering  Technology,  Central 
Miwigan  University,  Mt.  Pleasant, 
Michigan  48859.  CMU  IS  AN 
AA/EO  INSTITUTION. 


EXPERIENCE  THE 
ADVENTURE  OF  AUSKA 

IBM  SYS  38 
PROG/ANALYST 

IBM  Programmer/Analyst  to  be  re¬ 
sponsible  for  analysis  and  pro¬ 
gram  development  of  new  and  ex¬ 
isting  applications  at  FBKS 
Memorial  Hospital.  Will  also  moni¬ 
tor  performance  of  Sys  38  operat¬ 
ing  systems.  Preferred  candidate 
will  have  a  BS  In  Computer  Sci¬ 
ence  or  equivalent  experience  in¬ 
cluding  2-3  years  programming 
with  RPG  III  &  CL.  Experrence  IBM 
36,  RPG  II,  and  microcomputers  a 
plus. 

Fairbanks  Memorial  Is  a  modem 
179  bed  acute  care  hospital  pro¬ 
viding  excellent  working  corxli- 
tkxis  with  excellent  salary  arxi 
benefits  along  with  the  opportunity 
to  enjoy  the  adventures  of  Alaska. 
Submit  Resume: 

Fairbanks  Memorial 
Hospital 

Human  Resources  Department 
1650  Cowles  St. 

Fairbanks,  Alaska  99701 
ph  (907)  452-8181 


Software  Professionals 


Everyone  talks  innovation. 


tryj 

At  GE  we  create  it. 


Small  miracles  on 
a  grand  scale... 


GE  Consulting  Services  is  a  recognized  leader  in 
software  consulting,  as  a  developer  of  technology, 
as  a  developer  of  solutions  for  complex  business 
environments. 


for  the  systems 
professional 
with  growth  on 
your  mind... 


itfy  I 

and  North  (Carolina  for  qualified  Analysts  and 
Programmers  who  will  design,  code,  test,  maintain 
and  enhance  application  systems  for  our  clients.  All 
positions  require  the  ability  to  adapt  to  new 
environments  and  2  years  experience  in  one  of  the 
following  areas: 

•  COBOL,  IMS  DB/DC 

•  IDMS,  AOS/O 

•  UNIX*,“CMNFORMIX 

•  DEC:  VAX,  VMS,  FORTRAN 

•  ADABAS/NATURAL 

•  COBOL,  CICS  (Command) 

•  FOCUS,  RAMIS 


in  an 

atmosphere  of 

rewarding 

discovery. 


At  GE,  the  serious  technical  professional  will 
discover  an  environment  uniquely  conducive  to 
both  personal  and  professional  growth. 

Respect  tor  creative  solutions,  personalized  recc^- 
nition,  an  environment  of  thorough  professionalism, 
superior  salaries  and  comprehensive  benefits  are 
among  our  many  incentives.  To  explore  your 
potential,  please  send  resume  with  salary  history  to: 

GE  Consulting  S«rvlc*s 
Employ**  Relations,  Dept.  BS1/25 
851  Tiafalgar  Court,  Suita  230 
Maitland,  FL  32751. 


An  Equal  Opportunity  Employer 

‘UNIX  is  a  trademark  of  AT&T  Bell  Laboratories. 


SALES 

EXECUTIVE 

Do  you  have  a  proven  track  record 
with  two  years  selling  experience 
In  the  IBM  3X  environment?  Have 
you  sold  computer  services,  i.e. 
application  programming,  consult¬ 
ing,  communications  services, 
conversions,  etc.?  If  so,  we  ask 
you  to  consider  our  benefits,  in¬ 
cluding  incredible  opportunities 
and  top  compensation. 

ACSystems 

ACS  SYSTEMS 
360  Herndon  Parkway 
Suite  2100 

Herndon,  Virginia  22070 
. .  Attn:  Yale  A.  Tankua 


HP3000 

CONSULTING 

list  is  looking  for  highly 
motivated  individuals  to 
join  our  staff.  We  are  not 
a  contract  programming 
house,  but  a  consulting 
firm  designed  to  meet  the 
needs  of  the  HP  market¬ 
place.  Knowledge  of  CO¬ 
BOL  Is  a  must.  Compre¬ 
hensive  benefits  and 
competitive  salaries. 
Send  resume  to: 

Mark  Shirman 
MSI 

63  Nahatan  Street 
Norwood,  MA  02062 


move 

SOUTH^^^ 

IBM  -  DEC  -  HP 


From  P/A's  to  DP  Managers 
We  have  16  years  experience, 
carefully  selected  affiliates,  and 
company  clients  (rom  VA  to 
TX  to  FL  A  confidential  job 
search  is  yours  at  no  expense 
and  placements  are  tee  paid. 
Call  or  write  Harry  Booros 
904-477-8022 

Landrum  Personnel  Resources 

PO,  Box  15699C. 

Pensacola.  FL  32514 
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Join  us 
in  Phoenix! 


Computers  can't  do  the  whole  Job.  At  American 
Express  we  depend  not  only  on  the  most  sophisti¬ 
cated  systems,  but  on  the  most  talented  individuals. 
We  currently  have  the  following  opportunities  avail¬ 
able. 

Sr.  Software  Specialist 

Responsible  for  installation,  evaluation,  mainte¬ 
nance  and  support  of  IMS  DB/DC  System  Software 
and  related  program  products.  Will  also  interface 
with  management,  provide  operational  training  in 
the  use  of  IMS  and  be  on-call  7  days  a  week.  Five 
years  data  processing  experience  to  include  three 
years  IMS  DB/DC  system  programming,  installa¬ 
tion,  operation,  maintenance  and  tuning.  The  ability 
to  work  well  under  pressure  and  excellent  oral  and 
written  communication  skills  are  necessary. 

Senior 

Programmer/Analysts 

Requires  at  least  1  year  experience  coding  BAL  in 
AGP  or  TPF  environment  and  technical  leadership 
with  large  systems  in  an  on-line  environment. 
Knowledge  of  IBM  Assembly  language,  CMS  and 
COBOL  is  desired. 

Programmer  Anaiysts 

On-line  Applications 

Positions  available  at  various  levels.  Requirements 
include  2-6  years  experience  in  CICS,  COBOL, 
TSO/SPF,  JCL  and  OS/VS  utilities,  or  additional 
experience  in  on-line  DB/DC  or  DB2  systems  analy¬ 
sis  and  design,  and  user  interface. 

We  provide  a  comprehensive  benefits  program  plus 
an  excellent  opportunity  for  growth.  Send  resume 

to  P.  Taylor,  AMERICAN  EXPRESS,  P.O.  Box 
53781,  Phoenix,  Arizona  85072-3781. 

An  Equal  Opportunity  Employer 


UpSj  United  Parcel  Service 


SYSTEMS 
PROFESSIONALS 

It  Takes  A  Lot  More  Than 
The  Best  Technology 
To  Move  Millions  Of  Packages  A  Day. 

It  takes  people  who  can  make  that  technology  perform.  And  the 
management  commitment  to  make  it  work.  UPS  has  it  all.  That’s 
why  Fortune  Magazine  has  named  us  the  nation’s  most  admired 
transportation  company  for  the  last  four  years. 

Our  commitment  to  applying  advanced  systems  to  the  transporta¬ 
tion  industry  is  matched  by  our  commitment  to  our  most  valuable 
resource- people.  We’ve  made  a  significant  investment  to  create  a 
sophisticated  IBM  Mainframe,  OS/MVS,  CICS  and  DB2  environ¬ 
ment,  and  we’re  building  the  team  to  support  our  technology. 
Fortune  Magazine  says:  “What  makes  UPS  stand  out  is  its  ability  to  attract,  develop  and  keep  talented 
people.”  That’s  where  you  come  in.  Right  now  we  need  people  at  our  Paramus,  New  Jersey  location 

Data  Base 

IMS  or  DB2  Professionals 

Communications 

IBM  Systems  Network  Architecture 
International  Communications 
Voice/Data  Facilities  Sharing 
T  1.5  Networking 

PC 

LAN  Specialists 
PC  Support  Specialists 


with  at  least  2  years’  experience  in  the  following  areas: 

Applications  Development 

Programmers 
Programmer  Analysts 
Technical  Specialists 
Project  Leaders 

Systems  Programmers 

MVS,  CICS,  DOS/VSE,  VTAM,  IMS  DB/DC, 

Systems  88  and  IBM  8100 

Dperations 

DASD  Analysts 
Capacity  Planners 
Computer  Operations  Supervisors 
Quality  Assurance  Analysts 


People 
Making  A 
Difference. 


You  can  really  make  a  difference  in  the  future  of  UPS,  and  in  your  own.  Your  dedication  will  be  rewarded 
with  outstanding  salaries,  benefits  and  growth  potential.  Please  send  your  resume,  in  confidence,  to: 
Personnel  Manager,  United  Parcel  Service,  Dept.  CW-21,  PO  Box  1687,  Paramus,  NJ  07653.  An  Equal 
Opportunity  Employer. 


SYS/3  8 


PROFESSIONALS 

Keane,  Inc.  is  a  $50M  software  services  company.  We  are  cur¬ 
rently  staffing  a  major  project  to  support  IBM  System/38  operat¬ 
ing  software.  As  a  result,  we  are  looking  to  fill  a  wide  variety  of 
positions.  To  qualify,  you  must  have  a  minimum  of  two  years  of 
programming  (any  language)  on  a  S/38,  and  expertise  in  one  of 
the  following  areas. 

OPERATIONS 
DATA  BASE 
COMMUNICATIONS 
APPLICATIONS 

The  successful  candidate  will  have:  a  demonstrated  ability  to  learn 
new  skills,  strong  commitment  to  project  goals,  and  proven  in¬ 
terpersonal  abilities.  These  high  visibility  opportunities  offer  ex¬ 
cellent  technical  and  professional  growth,  as  well  as  individualized 
training. 

Generous  relocation  packages  are  available.  We  offer  competi¬ 
tive  salaries  and  a  superb  benefits  package.  Local  interviews  will 
be  scheduled.  For  further  information,  cail  Barbara  Gavin 
at:  (612)  546-3481,  or  send  your  resume  to  her  attention 
at:  Keane,  Inc.,  10201  Wayzata  Boulevard,  Suite  350, 
Minnetonka,  MN  55343. 


KEANE  An  equal  opportunity  employer 


■ 


THE  ESSENTIAL  PROFESSIONALS 


ASSISTANT  VICE  PRESIDENT 
UNIVERSITY  SYSTEMS 
THE  OHIO  STATE  UNIVERSITY 


The  Ohio  State  University  Office  of 
Business  &  Administration  is  seek¬ 
ing  an  Assistant  Vice  President  to 
direct  and  manage  the  Office  of 
University  Systems.  This  individual 
will  develop  and  implement  poli¬ 
cies  regarding  administrative  and 
txjsiness  data  processing,  voice, 
data  and  video  networks,  and  tele¬ 
phony  services;  plan,  organize  and 
direct  data  processing  activities, 
including  systems  analysis,  pro¬ 
gramming  and  computer  opera¬ 
tions;  manage,  recruit,  and  select 
staff;  coordinate  computer  opera¬ 
tions  with  other  computer  centers; 
manage  an  18,000  station  cam- 
pus-wide  teiephone  switch  indud- 
irig  data  and  video  communica¬ 
tions  networks;  and  prepare 
reports  on  data  processing  and 
communications  dans,  projects, 
performance  and  fiscal  activities. 

Candidates  must  have  a  master's 
c^ree  or  an  equivalent  combina¬ 
tion  of  education  arxl  experience. 
Extensive  progressively  responsi¬ 
ble  management  experience,  pref¬ 
erably  In  a  university  environment, 
and  experience  with  a  large  arxf 
complex  MSV/XA  data  processing 
operations  with  a  budget  exceed¬ 
ing  $5.0  million  and  a  staff  of  1 00 
persons  preferred.  Telephony  ex¬ 
perience  with  premise  based 
switch  servir^  10,000  stations 
and  communication  facilities  in- 
duding  microwave  and  fiber  optic 
drcuits  Is  desired. 

Salary:  Negotiable.  To  assure  con¬ 
sideration.  materials  must  be  re¬ 
ceived  by  February  19,  1988. 
Serxl  resume  and  a  cover  letter  to: 
Professional  Employment  Ser¬ 
vices,  The  Ohio  State  University, 
Lobby,  Archer  House,  2130  Neil 
Avenue,  Columbos,  OH  43210.  An 
Equal  Opportunity,  Affirmative  Ac¬ 
tion  Emptoyer. 


When  your  career  leaves  you  cold, 
it^s  time  to  chart  a  new  course. 


A  direct  route  to  the  hottest  computer  contracting  assignments  in  the  New  England  area. 
That’s  what  The  Computer  Merchant  has  to  offer  the  highly  qualified  data  processing 
and  software  professionals  who  make  up  our  respected  team.  If  you  have  skills  in  either 
IDMS,  DB2,  CICS,  or  INGRESS  and  have  at  least  5  years’  technical  background,  with 
motivation  and  standards  to  match  our  own,  it’s  time  we  met.  It’s  time  to  build  your 
experience  and  expertise  with  the  unique  company  that  guarantees  your  work,  gives 
finder  fees  for  client  referrals  and  provides  the  best  compensation  package  in  the  business. 
For  more  information  on  the  best  course  of  action  for  your  career,  contact: 

The  80  Washington  Street,  Building  E 

COmDUter  Norwell.  MA  02061 

„  T  *  ...  (617)  878-1070 

iviercnant,  Lid.  Fax  (24  hours)  878-4712 
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CNR,  Inc. 

CNR,  Inc.,  Is  a  rapidly  expanding  company  specializing  in  the 
application  of  high  technology  to  all  aspects  of  communica¬ 
tions.  CNR  has,  since  its  fourKiing  in  1972,  demonstrated  par¬ 
ticular  expertise  in  secure  and  reliable  communications.  The 
company's  new  communications  concepts,  generated  and 
refined  in  its  cwn  R&D  program,  are  developed  into  working 
prototypes  and  advanced  communication  products  through 
a  process  which  emphasizes  the  active  involvement  of 
engineering  staff  members  in  all  aspects  of  the  company's 
operation.  CNR  is  located  in  Needham  Heights, 
Massachusetts,  adjacent  to  Route  128  and  Route  9. 

Products  and  Activities 

CNR’s  active  research  and  development  programs  are  in¬ 
tegrated  and  focused  towards  the  development  of  complete 
digital  transmission  communication  systems.  These  systems 
rely  on  CNR’s  advanced  technologies  for  error  correcting 
coding  and  highly  reliable  network  protocols.  CNR’s  com¬ 
munication  systems  may  utilize  high  frequency  radio,  satellite, 
meteor  burst  and  landline  transmission;  CNR’s  communica¬ 
tion  devices,  primarily  message  switches,  network  protocol 
controllers  and  modems,  often  require  the  development  of 
new  hardware  and  software  approaches  to  achieve  their  func¬ 
tional  and  performance  goals.  Our  systems  are  consistently 
proven  superior  to  all  competition. 

The  Opportunity 

Software  Engineers 

Currently  we  have  several  openings  for  qualified  engineers 
with  5  plus  years’  experience  in  systems  or  software.  In-depth 
experience  in  any  of  the  following  areas  required: 

■  SUN/UNIX  ■  C  Programming 

■  80186/80286  ■  Ethernet 

■  VRTX  ■  Software  Testing 

In  addition  to  highly  competitive  salaries  and  a  strong  benefit 

package,  CNR  offers  both  stock  options  and  a  generous  profit 
sharing  plan  to  new  employees. 

Please  forward  your  resume  to:  Human  Resources,  CNR, 
Inc.,  220  Reservoir  St.,  Needham,  MA  02194. 

CNR,  Inc. 


CNR  is  primarily  involved  with  Government-sponsored  contracts  and 
requires  U.S.  citizenship  for  these  positions.  Only  applications  from 
individuals  will  be  considered.  CNR  is  an  Equal  Opportunity  Employer. 


CALIFORNIA  LEADER  OFFERS 
FAST-TRACK,  HIGH  GROWTH. 
OPPORTUNITIES 

We  are  a  fast  growing  pioneer  in  the  development  of  future  UNIX* 
and  integrated  UNIX/DOS  operating  systems. 

We're  looking  for  professionals  who  can  share  our  enthusiasm  in 
setting  new  standards,  and  who  can  help  us  manage  planned  100% 
growth  rates. 

PRODUCT  DEVELOPMENT  MANAGER 

You  must  be  a  creative  person,  with  10  years  UNIX  background, 
including  at  least  three  years  management  of  software  groups  of 
10  or  more  spirited  professionals.  You'll  need  a  BS  in  Computer 
Science,  with  an  MS  or  MBA  degree  preferred. 

PRODUCT  MARKETMG  MANAGER 

You'll  be  responsible  for  marketing  research,  planning, .  budgeting, 
co-ordinating  our  software  products.  You'll  interface  with  our  staffs 
in  Quality  Control;  Software  Development;  Marketing;  Sales.  You'll 
need  five  years'  experience. 

ADVERTISilG/PR  MANAGB) 

You'll  be  responsible  for  all  external  communications  and  interface 
progran^t,  including  trade  shows.  You'll  need  excellent  oral,  writ¬ 
ten  communications  skills;  knowledge  of  applicable  print  media; 
6-8  years  in  computer  industry. 

We  offer  an  excellent  salary/benefits  package,  and  relocation  assist¬ 
ance,  if  required.  Plus  a  high-energy,  exciting  work  environment. 
For  immediate  consideration,  please  send  a  resume  with  salary  his¬ 
tory  now,  in  confidence,  to; 

P.O.  Box  66607 
Los  Angeles,  CA  90066 


An  Equal  Opportunity  Employer  M/F/H/V 
•UNIX  is  a  trademark  of  AT&T  Bell  Laboratories. 


Who  says, 'There  is  no 
LAN  development  in 
Southern  California"? 

MICOM  Systems,  Inc.  invites  you  to  take  part  in 
the  development  of  innovative  new  data  com¬ 
munications  products,  as  well  as  the  ideal  envi¬ 
ronment  of  Ventura  County,  California. 

If  you  have  a  BSEE/CS  and  at  least  8  years  of 
real  time  programming  experience  in  a  com¬ 
mercial  environment,  we  can  offer  you  the  chal¬ 
lenges  you  seek.  Experience  is  necessary  in 
most  of  the  following  areas; 

•  LAN  dcvalopmcnt  (802.3,  OSI) 

•  C  programming  languaga 

•  Structurad  daaign  axparlanca 

•  PC  orlantatad  davalopmant 

We  offer  a  competitve  salary  and  excellent 
benefits.  Join  us  as  we  aim  for  new  heights  of 
achievement. 

Please  forward  your  resume  &  salary  history  to; 

Dick  Ballagh 

mwr 

4100  Loa  Angalaa  Avanua 
SimI  Vallay,  CA  93062-8100 
Equal  Opportunity  Enployor 


PROGRAMMER/ANALYST 

Community  Coffee  Company,  a  prominent  r^ional 
manufacturing  company  serving  a  variety  of  retail  food 
and  institutional  markets  in  Louisiana,  Mississippi  & 
Texas,  is  seeking  candidates  for  the  position  of  Pro¬ 
grammer/Analyst  at  our  Baton  Rouge  LA  corporate  lo¬ 
cation.  Qualificatbns  include: 

•  Minimum  2-4  years  S/38  experience, 

•  Extensive  RPG  III,  CL,  Communications, 

PC  Interface  experience 

•  Systems  development  and  project  management 
track  record  preferably  in  manufacturing/ 
distribution, 

•  BS  in  Computer  Science  or  related  field. 

Send  resume  with  salary  history  &  requirements  to: 

COMMUNITY  COFFEE  CO.,  INC.,  PERSONNEL  DE¬ 
PARTMENT,  P.O.  BOX  791,  BATON  ROUGE,  LA 
70821 


r  SYSTEMS/  ^ 
APPLICATIONS 


IMMEDIATE 

OPPORTUNITIES 


PROGRAMMERS 


Wfe  have  urgent  client  require¬ 
ments  for  skilled  DP  Professionals 
to  work  with: 


Software  Alternatives,  Inc.  is  a 
nalionaliy  recognized  soft¬ 
ware  development  firm  with 
over  200  professionals  in  tO 
cities  dedicated  to  the  sales 


a  MAJOR  OIL  COMPANY 
a  FORTUNE  50 
COMPUTER  FIRM 
a$700M 

MIS  CONSULTING  GROUP 


and  support  of  IBM  43XX  and 
S/36/38  computers.  Our 
growth  plans  for  the  Chicago, 
Columbus  and  Toledo  areas 
In  1988  have  created  chaF 
lenging  opportunities  lor  In¬ 
dividuals  with  the  following 
experience: 

•  MVSA/MA/SE  •IMS/IDMS 

•  MARKETING  •COBOL 

•  CICS  •  RPG  11/111 

For  more  information,  please 
write: 


Software 
Alternatives,  Inc. 


Mark  Craver 
4841  Monroe  Street 
Toledo.  OH  43623 


Skills  of  particular  interest  are: 
SYSTEMS  PROGRAMMERS  - 
MVS,  VM  and  DOS  with  salaries 
$32-55K. 

DATABASE  SPECIALISTS  - 

IDMS,  IMS,  MODEL  204,  ADA- 
BAS,  IBM  DB2  designers,  pro¬ 
grammers  and  DBA  s  with  Sala¬ 
ries  $29-50K. 

UNIX/C  -  Software  engineers  and 
system  programmers.  Salaries 
$27-49K. 

IBM  PROGRAMMER/ANALYST  - 

COBOL  and/or  ALC.  P/A  thru  Pro¬ 
ject  Leaders.  Salaries  $22-39K. 

PROGRAMMERS  -  HP3000,  DEC/ 
VAX,  TANDEM,  S/38,  S/36.  Sala¬ 
ries  $23-45K. 

Locations:  Northeast,  Sunbelt, 
Mid-Atlantic  and  West. 

For  more  information  call  Tom  at 
(301)  840-0460  or  send  resume 
to: 

J.  Randall  Associates 
P.O.  Box  1521 
Rockville,  Mb  20850 
Attn:  Tom  Arnold 


SYSTEMS  ANALYST  II 
Data  Communications 
Specialists 
Salary  dependent 
upon  qualifications 


COMPANY  FEE-PAID 
AGENCY 

$28K-$57K 


Oklahoma  City  is  seeking  candF 
dates  with  broad  knowledw  of 
data  communications  hardware 
arxt  software.  Including  peripheral- 
to-mainframe,  PC  LAN’s,  and 
computer  networks  with  bridges 
and  gateways  to  multi-verKior  net¬ 
works  and  mainframes.  MIS  is 
moving  toward  distributed,  multi¬ 
vendor  data  processing  with  ex¬ 
tensive  intersystem  communica¬ 
tion.  Successful  candidate  will 
assist  in  the  planning,  develop¬ 
ment,  arxJ  impternentation  of  sys¬ 
tems  in  that  environment.  Please 
submit  resume  by  February  26, 
1988  to: 

The  City  of  Oklahoma  City 

Peraonnel  Dept 
Civic  Center  Music  Hall 
Room  B-8 

201  Channing  Square 
Oklahoma  City,  OK  73102 
(405)  231-2530 


•  DEC/NET  -  DEC  to  IBM  connec¬ 
tivity  •  Programmer/Analysts  to 
Project  Leaders.  If  you  are  a  sys¬ 
tems  professional  with  back¬ 
grounds  in  at  least  two;  CICS, 
Command  or  Macro  Levels,  DB2, 
IMS  DBDC,  IDMS,  COBOL,  DEC/ 
NET,  ADABASE,  DECA/AX,  VMS, 
-  either  on  the  applications  or  tech¬ 
nical  side,  we  have  openings 
throughout  New  England  in  multi¬ 
ple  industries.  Our  clients  offer  ex¬ 
cellent  benefits,  relocation  and  a 
challenging  professional  atmo¬ 
sphere.  Please  send  a  copy  of 
your  resume  in  confidence  to: 

Sandy  Weiner 

CAREER  TECHNOLCXSY  ASSOC. 

.•  37  Jerome  Ave 

Bloomfield,  CT  06002 
Or  call  (203)  243-0454 


Toll  Collection 
Equipment  &. 
Communication 
Systems  Manager 

tiiiiiiiiiiimiiimmiiiiiiiiiiiiiiiiiiiiiiimiiNiiiii 

The  Massachusetts  Turnpike  Authority  has 
an  excellent  opportunity  for  an  individual 
experienced  in  communications  and  compu¬ 
terized  electronic  systems  to  oversee  a  newly 
organized  team  in  the  maintenance  and 
repair  of  communications  and  toll  collection 
systems. 

This  position  will  require  a  unique  combina¬ 
tion  of  in-depth  technical  knowledge  and 
strong  administrative  skills.  You  will  assist  in 
the  recruitment,  development  and  retention 
of  a  skilled  technical  staff  responsible  for 
maintaining,  troubleshooting  and  repairing 
electronic  computerized  equipment  for  toll 
collection,  telephone,  data  transmission  and 
mobile  radio  systems. 

Your  background  should  reveal  sound  re¬ 
source  and  management  skills.  You  should 
have  at  least  5  years  of  experience  of  on-site 
electronics  equipment  maintenance  plus  a 
good  knowledge  of  computers  and  communi 
cations.  A  bachelor's  degree  in  electronics  or 
equivalent  is  a  requirement. 

The  Massachusetts  Turnpike  Authority  offers 
excellent  benefits  and  competitive  salary.  If 
you  are  qualified,  send  your  resume  to  Direc¬ 
tor  of  Personnel. 

Massachusetts  Turnpike  Authorily 

10  Park  Plaza,  Suite  5170 
Boston,  MA  02116 

An  equal  opportunity  employer 


DATA 

PROCESSING 

PROFESSIONALS 

Join  one  of  the  fastest 
growing  consulting  firms 
in  the  Southeast!  Over¬ 
whelming  demand  has 
created  new  tunings  in 
the  areas  serviced  by  our 
NASHVILLE,  TN;  CHAR¬ 
LOTTE,  NO;  and  CO¬ 
LUMBIA,  SC  offices  in 
the  following  areas: 

‘PICK 

*  BURROUGHS  A 
SERIES 

*  DB2/SQL 

*  CICS  &  IMS  DB 

*  NATURAL/ADABAS 

•GFS 

*  TPF  RESERVATION 

*  VAX,  RDB 

*  TANDEM/PATHWAY 

*  COBOL/SYSTEM  36 

*  BASIS 

*  PROCESS  CONTROL 

‘Q  CLEARANCE 

‘  MODEL  204 

*  APTS’  NUMERICAL 
CONTROL 

*  CICS  &  DOS  or  MVS 

‘IDMS 

We  offer  excellent  bene¬ 
fits  and  competitive  sala¬ 
ries.  Call  or  send  resume 
to  our  Corporate  Office, 
today: 


PROGRAMMER/ANALYSTS 
&  SYSTEMS  PROGRAMMERS 

FORCAROUNAS 
AND  SOUTHEAST 

We  have  opportunities  for 
on-line  and  database  pro¬ 
grammers  and  systems 
programmers  for  both  in- 
house  and  consulting  po¬ 
sitions.  Fee  Paid.  Please 
call  or  send  resume  to: 

Keith  Reichle,  CPC 
Systems  Searoh,  Inc. 

203  Heritage  Park 
Lake  Wylie,  S.C.  29710 
803/831-2129 

(local  to  Charlotte,  NC) 


COMPUTER 

CAREERS 

NETWORK 

Now  you  can  recruit  the  best  quali¬ 
fied  computer  and  communica¬ 
tions  professionals  regionally,  na¬ 
tionally  and  weekly. 

How? 

With  IDG  Communications  new 
Computer  Careers  Network. 
Choose  from  the  Network's  eight 
computer-related  newspapers  arxl 
tailor  youre  recruHmenf  message 
to  the  type  of  talented  profession¬ 
als  you  need  to  reach  -  profes¬ 
sionals  that  read  Computerworld, 
InfoWortd,  Network  World,  Digital 
News,  Federal  Computer  Vtfeek, 
and  Computer  Currents.  Then, 
target  your  audience  by  region.  Or 
blanket  the  entire  nation. 


AMERICAN 

COMPUTER 

PROFESSIONALS 


P.O.  Box  5125 


Columbia,  SC  29250 
(800)  332-0555 
^uat  opportunity 


CAREER  OPPORTUNITIES 

•  Permanent  Positions 

•  Contract  Assignments 

•  Sunbelt  Locawxts 

•  Relocation  &  Fee  Paid 

IBM  TANDEM  VAX 

COBOLSRPG  3SBALSORACLE 
FOCUSSIMS/DBDCSIDMS/ADS 
DBIISADABAS/NATURALSCICS 
DL  1  •  IDEAL  •  PATHWAY  •  TAL 
DOSSMVSSVM«VSAM«VTAM 
CSP  •  SQL  •  SNA  •  NCP  •  VMS 
UNIX«C*DECNET*ETHERNET 

Salaries:  $25  -  50,000 


Pkinipt 


Personnel  Services 

P.O.  Box  4245 
Rock  Hill.  SC  29731 


Call  your  local  sales  representative 
today  for  more  information  about 
Computer  Careers  Network’s  re¬ 
gional,  national  and  weekly  reach. 

Sales  Offices 

John  Corrigan,  Recruitment  Ad¬ 
vertising  Sales  Director,  375  Co- 
chituate  Road,  Box  9171,  Fra¬ 
mingham,  MA  01701-9171; 
617^79-0700.  BOSTON:  375  Co- 
chltuate  Road,  Box  9171,  Fra¬ 
mingham,  MA  01701-9171 ,  Al  De- 
Mille,  Regional  Manager,  Nan^ 
Psrcival,  Account  Executive;  800- 
343-6474.  (in  Massachusetts, 
617-879-0700).  NEW  YORK:  Pa- 
ramus  Plaza  I,  140  Route  17 
North,  Paramus,  NJ  07652;  Vter- 
ren  Kolber,  Regional  Manager, 
201-967-1350;  %  Novack,  Ac¬ 
count  Executive  800-343-^74. 
WASHINGTON,  D.C.:  3110  Fair- 
view  Park  Drive,  Ste  1040,  Falls 
Church,  VA  220A2;  Katie  Kress, 
Regional  Manager,  703-876-5100; 
Pauline  Smith,  Account  Executive 
800-343-6474.  CHICAGO;  2600 
South  River  Road,  Ste.  304,  Des- 
Plaines,  IL  60018;  Patricia  Pow¬ 
ers,  Regional  Manager,  312-827- 
4433;  Ellen  Casey,  Account 
Exective  800-343-6474.  LOS  AN¬ 
GELES:  18004  Sky  Park  Circle. 
Ste.  too,  Irvine,  CA 92714;  Barba¬ 
ra  Murphy,  Regional  Manager, 
714-827-0164;  Chris  Glenn,  Ac¬ 
count  Executive,  800-343-6474. 
SAN  FRANCISCO:  18004  Sky 
Park  Circle,  Ste.  100,  Irvine,  CA 
92714;  Barbara  Murphy,  Regional 
Manager,  714-827-0164;  Chris 
Glenn,  Account  Executive,  800- 
343-6474. 


SARAH  RHODES,  DPS 
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RBHCs  take  first 

continued  from  page  1 

At  press  time,  Southwestern  Bell 
Corp.,  Nynex  Corp.  and  Bell  Atlan¬ 
tic  Corp.  had  filed  their  ONA  plans 
with  the  the  FCC,  and  the  remain¬ 
ing  companies  were  expected  to 
file  by  the  Feb.  1  deadline. 

In  simple  terms,  ONA  is  a  form 
of  equal  access  for  the  enhanced 
services  providers.  Under  the  ONA 
plan,  the  RBHCs  are  required  to 
unbundle  network  services  into  so- 
called  Basic  Service  Elements 
(BSE)  and  make  them  available  to 
competing  enhanced  services  pro¬ 
viders.  ONA  requires  the  compa¬ 
nies  to  provide  BSEs  to  competi¬ 
tors  at  the  same  prices  the  carriers 
charge  themselves. 

ONA  does  not  explicitly  require 
the  carriers  to  make  BSEs  avail¬ 
able  to  end  users,  although  the 
RBHCs  said  they  will  do  so  if  cus¬ 
tomers  request  it. 

“ONA  will  allow  network-based 
services  to  proliferate,”  which  will 
benefit  users,  enhanced  services 
providers  and  the  RBHCs,  said  Da¬ 
vid  Berry,  Bell  Atlantic’s  vice-pres¬ 
ident  of  regulatory  affairs.  New 
services  will  increase  network 


Checking  out 
connections 

continued  from  page  38 

DEC  VAXes,  Hewlett-Packard  Co. 
HPSOOOs  or  Data  General  Corp. 
minicomputers. 

These  applications  will  not  run 
in  personal  computer-based  local 
net  servers,  but  some  may  run  in 
some  minicomputer-based  servers. 
■  Cost  considerations.  In  most 
cases,  terminal  local-area  nets  will 
be  less  expensive  to  implement 
than  personal  computer  local  net¬ 
works.  Expenses  for  personal  com¬ 
puter  local  nets  include  the  cost  of 


step  to  ONA 

traffic  and  corporate  revenues,  he 
said. 

The  types  of  enhanced  services 
that  are  expected  to  develop  as  a 
result  of  ONA  include  voice  mes¬ 
saging,  electronic  mail,  home  bank¬ 
ing,  stock  quotation  and  order  en¬ 
try. 

While  the  RBHCs  are  hopeful 
that  ONA  will  foster  new  business 
opportunities,  their  enthusiasm 
was  dampened  last  September 


when  U.S.  District  Court  Judge 
Harold  Greene  imposed  limitations 
on  the  types  of  enhanced  or  infor¬ 
mation  services  they  can  market. 

Greene  said  the  RBHCs  could 
sell  new  enhanced  transmission 
services  that  build  upon  their  basic 
local  exchange  networks  but  pro¬ 
hibited  them  from  selling  services 
that  would  allow  them  to  control 
the  content  of  the  information 


the  file  server,  $7,000  to  $15,000 
for  a  microcomputer-based  unit; 
the  cost  of  a  network  adapter  card 
for  each  personal  computer  work¬ 
station,  $500  to  $800;  and  on  some 
networks,  the  cost  of  an  asynchro¬ 
nous  communications  server  that 
links  to  the  minicomputer.  In  addi¬ 
tion,  workstations  on  a  personal 
computer  local  net  must  be  person¬ 
al  computers. 

For  terminal  local  nets,  worksta¬ 
tions  may  either  be  personal  com¬ 
puters  or  less  costly  terminals.  The 
only  other  cost  is  the  terminal 
server,  or  communications  server, 
which  is  about  $6,000  to  $12,000 
for  eight  to  32  ports. 


transmitted  over  their  networks. 

The  RBHCs  have  been  meeting 
with  information  services  provid¬ 
ers  and  end  users  for  almost  two 
years  to  identify  the  network  fea¬ 
tures  that  should  be  unbundled 
and  made  available  to  the  public. 

The  RBHCs’  ONA  plans  identi¬ 
fied  more  than  100  network  fea¬ 
tures  that  will  eventually  be  made 
available  to  enhanced  services  pro¬ 
viders.  Initially,  each  RBHC  will 
offer  about  20  BSEs,  including 
such  functions  as  call  number  iden¬ 
tification,  call  block,  call  forward¬ 


ing,  hunt  groups,  call  redirect,  con¬ 
ditioning  and  bridging. 

The  ONA  filings  do  not  specifi¬ 
cally  state  that  BSEs  are  also  avail¬ 
able  to  corporate  communications 
users,  but  RBHC  officials  said  us¬ 
ers  could  very  well  make  use  of 
these  building  blocks  to  construct 
their  own  information  services. 

Users  initially  complained  that 
the  RBHCs  were  ignoring  them  in 


If  money  is  no  object,  users  can 
have  the  best  of  both  worlds.  Some 
companies  implement  hybrid  sys¬ 
tems  of  personal  computer  and  ter¬ 
minal  local  nets.  With  these,  per¬ 
sonal  computers  can  be  connected 
on  a  personal  computer  local  net. 
They  can  then  communicate  with 
one  another  and  with  the  file  serv¬ 
er  at  network  speed. 

Terminals  can  also  be  attached 
on  this  hybrid  system.  Communica¬ 
tions  with  the  minicomputer  would 
be  implemented  through  a  terminal 
server  in  the  case  of  the  terminals 
or  through  an  asynchronous  file 
server  in  the  case  of  personal  com¬ 
puters.  The  trade-off  is  cost.  Not 
only  is  there  the  cost  of  the  termi¬ 
nal  server,  there’s  also  the  cost  of 
the  file  server  or  communications 
server  and  adapter  card  for  each 
personal  computer. 

Other  considerations 

Even  with  all  of  the  above  infor¬ 
mation,  there  will  still  be  other  im¬ 
portant  considerations  for  the 
manager  charged  with  examining 
network  options. 

Other  considerations  include  the 
potential  use  of  voice  and  video 
traffic  on  the  network  as  well  as 
the  physical  limitations  imposed 
by  the  building  and  the  locations 
of  users  within  it.  These  physical 
limitations  may  narrow  options  for 
cabling  and  hardware.  A  manager 
wishing  to  integrate  voice,  data 
and  video,  for  example,  is  limited 
to  broadband  networks. 

Broadband  networks  can  be  ei¬ 
ther  terminal  local  nets,  as  in  the 
case  of  networks  from  Ungermann- 
Bass,  Bridge  and  Sytek,  or  personal 
computer  local  nets,  as  in  the  case 
of  those  offered  by  Allen-Bradley 
Co.  and  IBM. 

Choosing  a  network  takes  a  lot 
of  consideration,  because  the  only 
conclusion  reachable  about  the 
right  network  solution  is  that 
there  is  no  pat  answer.  □ 


the  formulation  of  ONA  services, 
but  the  RBHCs  said  they  have  tried 
to  ameliorate  the  problem  by  meet¬ 
ing  with  corporate  users  to  deter¬ 
mine  their  needs. 

“All  of  the  ONA-based  services 
listed  in  our  FCC  filing  can  be  pur¬ 
chased  by  both  vendors  and  users, 
although  we  feel  they  are  most  ap¬ 
plicable  to  the  enhanced  services 
providers,”  said  Michael  Picciano, 
Nynex  senior  director  of  ONA 
planning. 

Industry  analysts  such  as  Robin 
Williamson,  a  principal  with  Booz, 
Allen  &  Hamilton,  Inc.  in  New 
York,  predicted  that  users  will 
take  on  an  increasingly  prominent 
role  in  the  RBHCs’  ONA  plans. 

John  Compitello,  vice-president 
for  voice  communications  at  Irving 
Trust  Co.  in  New  York,  said  users 
groups  are  already  starting  to  see 
some  progress. 

“One  year  ago,  the  RBHCs  were 
very  closed-minded  about  end-user 
ONA  services.  Now  they’re  start¬ 
ing  to  listen  because  they  realize 
there’s  tremendous  market  poten¬ 
tial  in  selling  ONA  services  to  end 
users,”  said  Compitello,  who  is 
also  chairman  of  the  Public  Policy 
Committee  of  the  Association  of 
Data  Communications  Users. 

Kenneth  Phillips,  vice-president 
of  telecommunications  policy  at  Ci¬ 
ticorp  in  New  York,  agreed.  “The 
RBHCs  are  going  to  realize  that 
ONA  services  tailored  for  large 
corporations  can  be  a  tremendous 
source  of  new  revenue,”  he  said. 

Williamson  said  the  RBHCs  have 
much  to  gain  from  end  users.  “Ulti¬ 
mately,  everything  depends  on  the 
end  user.  Sophisticated  users  teach 
the  industry  what’s  needed.  Lead¬ 
ing-edge  users  are  already  operat¬ 
ing  networks  and  know  what  ser¬ 
vices  will  succeed.” 

The  FCC  is  expected  to  take  sev¬ 
eral  months  to  review  the  ONA 
plans  before  rendering  a  decision 
that  will  allow  the  RBHCs  to  mar¬ 
ket  ONA  services.  “We  expect  to 
begin  seeing  these  services  around 
1989,  but  it  will  be  three  to  five 
years  before  we  see  the  full  bene¬ 
fits  of  ONA,”  Compitello  said. 

The  following  is  a  brief  descrip¬ 
tion  of  the  RBHCs’  ONA  plans: 

■  Ameritech  said  it  plans  to  intro¬ 
duce  21  initial  BSEs  in  metropoli¬ 
tan  areas  within  its  five-state  op¬ 
erating  region  but  did  not  say 
when. 

■  Bell  Atlantic  said  it  will  provide 
29  BSEs  in  12  metropolitan  areas 
within  its  seven-state  region  begin¬ 
ning  in  1989. 

■  BellSouth  Corp.  declined  to  elab¬ 
orate  on  its  ONA  plans  until  Feb.  1 . 

■  Nynex  identified  19  new  BSEs 
and  will  begin  making  services 
available  in  September  1989  in 
New  York  and  New  England  metro¬ 
politan  areas. 

■  Pacific  Telesis  Group  identified  a 
total  of  61  BSEs  that  will  be  avail¬ 
able  in  September  1989  in  Califor¬ 
nia  and  Nevada. 

■  Southwestern  Bell  Corp.  will  in¬ 
troduce  20  BSEs  beginning  a  year 
from  when  its  plan  is  approved  by 
the  FCC. 

■  US  West,  Inc.  identified  31  exist¬ 
ing  network  features  that  could  be 
BSEs  and  12  new  capabilities  that 
could  become  future  offerings.  □ 


Letters: 


Editor: 

No  partnerships  between  buy¬ 
er  and  seller?  Lord  help  us.  Are 
we  really  ready  to  go  back  to 
the  dark  ages  of  marketing  in 
our  industry? 

Your  editorial  a  few  weeks 
back,  “Vendors  aren’t  partners” 
(Dec.  7),  seems  to  miss  the 
whole  point  of  today’s  market¬ 
ing  efforts.  Vendors  that  don’t 
attempt  to  gain  a  customer’s 
trust  in  some  degree  of  partner¬ 
ship  are  not  long  for  this  indus¬ 
try.  The  days  of  research  and 
development  or  engineering  driv¬ 
ing  the  train  of  progress  are 
over.  We’ve  been  into  the  new 
age  of  marketing  for  several 
years. 

Vendors  need  input  early  on 
from  users.  It’s  not  “What  can 
you  use?”  It’s  “What  do  you 
need?”  Without  the  trust  built 
up  by' close  cooperation,  those 
needs  won’t  be  fulfilled. 

The  telecommunications  sys¬ 
tems  integrator  is  an  outgrowth 


of  this  wave  of  marketing.  We 
recognize  that  users  cannot  keep 
up  with  every  new  R&D  an¬ 
nouncement  and  countless  new 
single-box  or  software  suppliers. 
We  are  out  there  helping  cus¬ 
tomers  in  a  “quasi  partnership” 
that,  we  hope,  proves  beneficial 
to  both. 

It  is  no  longer  a  one-box 
world.  Yes,  manufacturers  have 
something  to  sell.  Yes,  they 
should  be  responsive.  Yes,  they 
should  pay  attention  to  details 
of  contracts  and  carry  on  busi¬ 
ness  as  professionals  should  in 
an  ethical  manner.  You’re 
preaching  to  the  choir  there. 

But  don’t  forget  the  close  re¬ 
lationship  needed  to  breed  prog¬ 
ress  in  our  society  —  it’s  the 
basis  for  our  future.  Down  with 
partnerships?  No  way.  Let’s 
learn  to  be  better  partners  in  all 
our  business  relationships. 

Don  Rimmer 
Executive  vice-president 
and  partner 
Digital  Support  Systems,  Inc. 

Letters  may  be  edited  for 
space  and  clarity. 


“The  RBHCs  are  going  to  realize  that  ONA  services 
tailored  for  large  corporations  can  be  a  tremendous  source 
of  new  revenue,”  Phillips  said. 
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Bank  hones  its  strategic  edge 


US  Sprint 
slashes  rates 

continued  from  page  2 
state  and  intrastate  calls,  as  well 
as  a  virtual  banding  price  scheme. 
US  Sprint  said  users  of  the  service 
will  realize  savings  of  10%  to  15% 
over  AT&T’s  similar  Readyline  ser¬ 
vice. 

Openline  800  will  use  WATS  ac¬ 
cess  lines  and  is  targeted  at  compa¬ 
nies  with  between  200  and  1,200 
hours  of  800  service  per  location 
per  month.  US  Sprint  said  the  ser¬ 
vice  offers  users  8%  to  12%  sav¬ 
ings  over  similar  AT&T  service. 

The  carrier  also  announced  six 
new  routing  features  that  can  be 
used  with  its  current  Ultra  800  and 
Direct  800  services,  as  well  as  with 
Fonline  800  and  Openline  800. 
They  are:  area  code  routing,  time- 
of-day  routing,  day-of-week  rout¬ 
ing,  day-of-year  routing,  area  code 
selection  and  call  allocator. 

US  Sprint  said  the  cost  of  calls 
made  between  VPN  sites,  known  as 
on-network  calls,  will  drop  an  av¬ 
erage  of  7.7%.  Calls  originating 
from  or  terminating  at  off-net  loca¬ 
tions  will  not  be  affected  by  the 
VPN  price  cuts. 

VPN  pricing  is  currently  line-av¬ 
eraged.  This  means  the  carrier  di¬ 
vides  the  user’s  amount  of  traffic 


continued  from  page  2 

AT&T’s  private  branch  exchanges, 
key  systems  and  computer  prod¬ 
ucts  remained  flat,  at  1986  levels. 
Sales  of  transmission  products, 
particularly  some  older  analog 
products,  declined  over  the  year. 
AT&T  would  not  divulge  financial 
details  about  specific  product 
lines. 

AT&T  said  revenue  from  equip¬ 
ment  rentals  continued  to  decline, 
falling  30%  in  1987.  Once  a  strong 
source  of  revenue,  rentals  of  tele¬ 
phone  equipment  contributed 
slightly  more  than  10%  of  total 
revenue  in  1987. 

George  Dellinger,  a  partner  with 
Washington  Analysis  Corp.  in 
Washington,  D.C.,  said  rate  regula¬ 
tion  continues  to  hamper  AT&T’s 
revenue  growth. 

“AT&T  will  continue  to  spin  its 
wheels  [with  revenue  growth]  until 
the  profit  ceilings  are  lifted  off  its 


IBM  adds  to 
X.25  line 

continued  from  page  7 
total  throughput  of  3.088M  bit/sec. 
When  configured  with  parallel  T-1 
links,  the  device  can  dedicate 
3.088M  bit/sec  of  bandwidth  to 
one  direction  of  transmission. 

While  welcome,  analysts  said 
the  extra  bandwidth  falls  short  of 
customer  needs.  They  said  a  main¬ 
frame  transfers  data  at  a  rate  of 
24M  bit/sec  and  the  3737  can  move 
data  at  a  rate  of  only  3M  bit/sec. 
“Customers  really  need  a  T-3  con¬ 
nection  for  channel-to-channel 
communications,’’  Dzubeck  said. 

In  a  press  briefing,  Ellen  Han¬ 
cock,  president  of  IBM’s  Communi¬ 
cation  Products  Division,  said  the 


in  minutes  by  the  number  of  access 
lines  to  determine  what  volume 
discount  the  user  receives.  US 
Sprint  will  replace  its  current  vol¬ 
ume  discount  plan  with  a  plan  that 
assesses  volume  discounts  based 
on  total  usage. 

VPN  Optimum,  a  new  service 
category  that  combines  the 
strengths  of  VPN  WATS  and 
UltraWATS  pricing  for  off-net¬ 
work  calls,  was  created.  VPN  Opti¬ 
mum  does  not  carry  a  subscription 
cost.  The  new  service  category  pro¬ 
vides  both  large  and  small  users  a 
single  scheme  for  pricing  of  off- 
network  calls. 

US  Sprint  said  a  total  of  13  new 
VPN  features,  including  Forced 
Network  Routing,  a  new  version  of 
switched  access  and  Class-of-Ser- 
vice  Screening,  will  be  introduced 
this  year. 

Forced  Network  Routing  will  en¬ 
able  the  user  to  access  a  VPN  net¬ 
work  using  a  10-digit  dialing  plan, 
instead  of  the  service’s  seven-digit 
dialing  scheme. 

Many  large  corporations  cur¬ 
rently  use  10-digit  dialing  plans. 
Those  users  have  decided  against 
switching  to  seven-digit  plans  be¬ 
cause  this  would  require  the  cre¬ 
ation  of  new  on-line  and  hard-copy 
directories  —  an  expensive  under¬ 
taking.  □ 


long-distance  business,’’  he  said. 
He  expects  the  Federal  Communi¬ 
cations  Commission  to  lift  those 
ceilings  and  adopt  a  price  cap  plan 
for  regulating  AT&T  in  early  1989, 
a  move  “that  would  offset  the  de¬ 
clines  in  rental  revenue,’’  he  said. 

AT&T  has  struggled  to  keep 
costs  under  control.  In  1987,  the 
carrier  completed  roughly  half  of  a 
wide-ranging  plan  to  consolidate 
facilities  and  staff  positions  using 
money  from  a  $2.2  billion  pretax 
write-down  taken  in  1986.  Gardner 
said  the  work  force,  which  now 
numbers  303,000,  has  been  re¬ 
duced  by  14,000  since  1986.  A 
number  of  plant  consolidations 
have  eliminated  much  of  the  ex¬ 
cess  capacity  the  company  had  in 
chip  manufacturing  and  repair  and 
in  distribution  facilities.  Consoli¬ 
dation  efforts  will  continue 
throughout  this  year,  she  added.  □ 


company  plans  to  improve  its  voice 
network  management  capabilities 
and  will  develop  new  software 
packages  designed  to  handle  facili¬ 
ties  management,  network  optimi¬ 
zation  and  accounting.  She  said  the 
packages  will  be  based  on  IBM’s 
DB2,  a  mainframe  data  base  man¬ 
agement  system. 

Hancock’s  remarks  indicate  that 
IBM  is  responding  to  AT&T’s  net¬ 
work  management  challenge. 

Last  fall,  AT&T  announced  its 
Unified  Network  Management  Ar¬ 
chitecture,  a  blueprint  for  integrat¬ 
ed  network  management  products. 
It  includes  a  wide  range  of  voice 
management  capabilities.  Analysts 
report  NetView  will  have  to  match 
those  capabilities  in  order  to 
emerge  as  the  de  facto  standard.  D 


continued  from  page  1 

every  year  since  1982,  represent¬ 
ing  business  taken  from  banks 
with  less  foresight. 

But  now  BayBanks  is  giving  its 
competitors  access  to  the  very  gold 
mine  it  used  to  build  its  business. 
The  bank  swapped  exclusivity  for 
greater  customer  convenience  by 
joining  a  regional  ATM  network 
that  gives  local  competitors  access 
to  BayBanks’  800  ATMs. 

“Proprietary  ATM  systems  have 
pretty  much  outlived  their  useful¬ 
ness,”  said  John  Love,  publisher  of 
“Bank  Network  News,”  an  indus¬ 
try  newsletter  in  Chicago.  “The 
rules  of  the  game  have  changed.” 

Membership  in  regional  and  na¬ 
tional  ATM  networks  is  on  an  up¬ 
swing  nationwide,  Love  said.  Late¬ 
comers  get  to  Jump  on  the  ATM 
bandwagon  without  having  to  in¬ 
stall  many  machines.  Early  ATM 
proponents  get  new  customers  and 
collect  fees  from  other  banks 
whose  customers  use  their  ATMs. 

BayBanks  competitor  Bank  of 
Boston  Corp.,  which  has  150  of  its 
own  ATMs,  gained  access  to  Bay- 
Banks  ATMs  in  November  when  it 
joined  the  New  York  Cash  Ex¬ 
change  (NYCE)  regional  ATM  net. 
BayBanks  joined  NYCE  last  year. 

“Let  [Bank  of  Boston]  customers 
use  our  X-Press  24  machines,”  said 
Ann  Humphrey,  a  senior  vice-pres¬ 
ident  at  BayBanks.  “We  want  to 
show  them  what  they’re  missing.” 

Other  ATM  giants  think  the 
same  way.  Chances  are  getting 
greater  every  day  that  one  bank’s 
card  will  be  accepted  in  another 
bank’s  ATM,  according  to  the 
American  Bankers  Association 
(ABA)  in  Washington,  D.C. 

About  half  of  all  U.S.  banks 
with  ATMs  belong  to  nationwide 
networks  such  as  those  operated 
by  Plus  System,  Inc.  and  Cirrus 
System,  Inc.,  said  Ed  Alwood,  an 
ABA  spokesman.  Some  of  these 
banks  and  many  others  belong  to 
regional  networks,  too,  he  said. 

But  with  the  race  toward  great¬ 
er  convenience  under  way,  even 
many  regional  networks  are  seen 
as  too  limited  and  are  disappearing 
via  merger.  Love  said. 

“When  I  started  this  newsletter 
six  years  ago,  there  were  about 
200  regional  networks,”  he  said. 
“Many  of  those  have  merged  [into 
bigger  networks],  and  now  there 
are  about  100.  There  won’t  be  more 
than  30  networks  by  the  early 
1990s.” 

Livia  S.  Asher,  vice-president  at 
Fox-Pitt  Kelton,  Inc.,  an  invest¬ 
ment  firm  in  New  York,  said,  “In 
10  or  20  years,  there  will  probably 
be  a  universal  banking  card.” 

Many  networks  are  connected 
through  interstate  bank  mergers, 
observers  said.  When  a  bank  ac¬ 
quires  another  bank  that  is  hooked 
into  a  different  network,  it  tries  to 
avoid  paying  an  extra  network  fee 
by  either  pushing  the  ATM  net¬ 
works  to  merge  or  pulling  out  of 
one  of  the  networks,  they  said. 

In  some  states,  including  Geor¬ 
gia  and  Connecticut,  a  high  per¬ 
centage  of  financial  institutions 
with  ATMs  have  migrated  toward 
a  single  regional  network. 


“It’s  been  one  of  those  rare  win- 
win  situations,”  said  Georgia  Inter¬ 
change  Network,  Inc.  President 
Ron  Dennis,  who  added  that  more 
than  two-thirds  of  Georgia  banks 
with  ATMs  are  members  of  his 
company’s  Avail  network.  In 
March,  cardholders  from  Avail  will 
gain  access  to  ATMs  in  Florida  and 
Alabama’s  major  networks,  he 
said. 

Banks  small  and  large  are  bene¬ 
ficiaries  of  ballooning  networks, 
said  Jim  Callan,  senior  director  for 
the  Electronic  Funds  Transfer  As¬ 
sociation  in  Washington. 

“Small  banks  increase  their  mar¬ 
ket  share  without  spending  a  great 
deal  of  money,”  Callan  said.  “They 
can  use  that  money  for  marketing 
their  expanded  systems  or  to  in¬ 
vest  in  new  services.” 

About  the  only  disadvantage  of 
these  sprawling  networks  is  that 
some  banks  could  dump  the  burden 
of  installing  new  ATMs  on  their 
fellow  network  members.  As  yet, 
banks  have  not  reported  this  as  a 
problem. 


In  some  states,  financial 
institutions  with  ATMs 
have  migrated  toward  a 
single  regional  network. 


In  fact,  an  upsurge  is  expected 
in  the  ATM  market  as  older  ma¬ 
chines  need  to  be  replaced.  Inex¬ 
pensive,  one-purpose  machines  — 
that  is,  fast  cash  only  —  are  also 
expected  to  become  more  prevalent 
in  places  like  airports  and  fast- 
food  restaurants  that  have  not  yet 
been  saturated  with  ATMs,  Callan 
said. 

There  are  still  a  few  network 
holdouts.  Citibank,  N.A.  in  New 
York  and  BANC  ONE  Corp.  in  Co¬ 
lumbus,  Ohio,  are  among  the  few 
banks  that  claim  to  have  kept  their 
ATMs  to  themselves. 

Citibank’s  10-year-old  system  is 
so  spread  out  in  the  Empire  State 
that  it  doesn’t  have  much  to  gain 
by  sharing  its  money  machines, 
said  Bill  McGuire,  Citibank’s  assis¬ 
tant  vice-president.  Citibank  has 
about  800  machines  in  the  New 
York  metropolitan  area,  he  said. 
“Our  customers  are  satisfied,” 
McGuire  said.  “That  is  our  main 
concern.” 

Citibank  has  taken  advantage  of 
national  networks  in  that  its  cards 
can  be  used  in  some  7,000  other 
machines,  like  MasterTeller  from 
MasterCard  International,  Inc., 
McGuire  said.  But  such  systems  do 
not  allow  other  banks’  cardholders 
to  use  Citibank  machines,  he  said. 

Citibank  might  have  to  rethink 
these  policies,  however,  said  Hen¬ 
ry  Mundt,  senior  vice-president  at 
Cirrus  System,  which  has  been  ac¬ 
quired  by  MasterCard  Internation¬ 
al.  Within  two  years,  MasterTeller 
will  be  phased  into  Cirrus,  which 
requires  members  to  share  ATMs, 
he  said. 

“They  have  reasons  for  going  it 
alone,”  Asher  said.  “Perhaps  they 
want  to  avoid  customers  from  oth¬ 
er  banks  crowding  their  ATMs.”D 
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The  Model  410  is  a  redundant 
version  of  the  Model  210,  the  first 
redundant  front-end  processor  IBM 
has  offered. 

Available  in  September,  the 
3745  Model  410  will  feature  two 
central  processors,  each  capable  of 
supporting  8M  bytes  of  random-ac¬ 
cess  memory,  two  internal  buses 
and  two  hard-disk  drives.  In  the 
event  of  a  component  failure,  cus¬ 
tomers  can  switch  over  the  backup 
equipment. 

According  to  L.  David  Passmore, 
principal  at  Network  Strategies, 
Inc.,  a  Fairfax,  Va.,  consulting 
firm,  customers  that  worry  about 
reliability  often  buy  two  front-end 
processors  and  link  them  using  a 
matrix  switch.  He  said  the  redun¬ 
dant  IBM  3745  presents  a  less  ex¬ 
pensive  alternative. 

The  IBM  3745  Model  410  is  not 
truly  fault  tolerant,  analysts  said, 
because  network  operators  have  to 
intervene  manually  to  switch  in 
spare  devices. 

“IBM  would  have  to  rewrite  al¬ 
most  all  of  its  communications 
software  to  support  a  fault-toler¬ 
ant  system,”  Passrnore  said.  “It 
makes  more  sense  for  the  company 
to  add  redundancy,  rather  than 
make  its  front  ends  completely 
fault  tolerant.” 

Frank  Dzubeck,  president  of 
Communications  Network  Archi¬ 
tects,  Inc.,  a  consultancy  in  Wash¬ 
ington,  D.C.,  said  the  IBM  3745  has 
the  power  to  support  T-1  and  other 
high-speed  digital  network  facili¬ 
ties  that  the  current  IBM  3725 
lacks.  Power  limitations  often 
make  the  3725  a  bottleneck  in 
large  networks. 

IBM  said  its  3745  can  support  up 
to  eight  T-1  lines,  but  analysts  said 


it  is  more  realistic  to  expect  the 
front  end  to  be  able  to  support  only 
two  or  three  T-ls. 

Horsepower  is  still  an  issue.  The 
3745  can  support  8M  bytes  of 
memory  per  processor,  but  eight 
T-1  lines  operating  at  a  speed  of 
1.544M  bit/sec  would  require  12M 
bytes  of  memory,  according  to 
Passmore. 

He  also  pointed  out  that  the  8M- 
byte  processor  memory  is  used  to 
handle  machine  functions  other 
than  T-1  support.  Typically,  only 
4M  bytes  of  memory  would  be 
available  for  T-1  links,  meaning 
processors  could  support  the  data 
throughput  equivalent  of  roughly 
21/2  T-ls. 

New  versions  of  NCP 

IBM  also  unveiled  new  versions 
of  the  Network  Control  Program 
(NCP)  —  front-end  processor  soft¬ 
ware  —  for  the  IBM  3745  and  the 
older  3725.  NCP  works  in  conjunc¬ 
tion  with  IBM’s  host-based  VTAM 
software  to  establish  connections 
within  SNA  networks. 

The  newly  announced  NCP  5  Re¬ 
lease  1  enables  a  3745  to  support 
dial-up  connections  and  is  said  to 
provide  more  efficient  support 
than  earlier  NCP  versions  for  mul¬ 
tidrop  leased-line  circuits. 

The  new  version  of  NCP,  cou¬ 
pled  with  a  new  release  of  VTAM 
announced  last  June,  will  also  en¬ 
able  customers  to  add  and  delete 
network  devices  dynamically.  Pre¬ 
viously,  customers  had  to  take 
down  the  whole  network  to  make 
changes. 

In  addition,  NCP  Version  5  Re¬ 
lease  2,  which  will  be  available  in 
December,  will  enable  a  3745  to  be 
configured  as  a  PU  2.1  device  with¬ 
in  an  SNA  network. 

As  a  PU  2.1  device,  the  front- 
end  processor  will  be  able  to  initi¬ 
ate  so-called  bind  commands  to  cre¬ 


ate  sessions  with  remote  devices. 
Currently,  only  VTAM  can  initiate 
bind  commands.  The  new  software 
will  minimize  the  degree  of  host  in¬ 
tervention  necessary  to  route  traf¬ 
fic  through  an  SNA  network. 

NCP  Version  5  Release  2.1,  also 
slated  for  December  release,  will 
enable  a  front-end  processor  to  es¬ 
tablish  connections  to  other  com¬ 
munications  controllers  over  an 
IBM  Token-Ring  Network. 

For  existing  3725  and  3720 
front-end  processors,  IBM  an¬ 
nounced:  NCP  Version  4  Release  2, 
which  enables  a  3725  or  3720  to 
support  switched  and  multipoint 
wide-area  network  connections; 
NCP  Version  4  Release  3,  which  en¬ 
ables  a  3725  to  support  PU  2.1  ca¬ 
pabilities;  and  Version  4  Release 
3.1,  designed  to  allow  the  3725  to 
support  peer-to-peer  NCP  connec¬ 
tions  over  an  IBM  Token-Ring  Net¬ 
work. 

IBM  also  changed  the  pricing 
structure  for  NCP. 

Customers,  who  were  once 
charged  a  set  price  for  each  ver¬ 
sion  of  NCP,  will  now  be  charged 
according  to  options  used  and 
front-end  configuration.  Dzubeck 
said  the  pricing  may  make  the  soft¬ 
ware  more  appealing  to  small  cus¬ 
tomers  who  do  not  require  sophis¬ 
ticated  features. 

Analysts  agreed  that  the  new 
front  ends  will  put  more  pressure 
on  NCR  Comten,  Inc.,  which  has 
been  struggling  to  increase  its 
share  of  the  IBM-compatible  front- 
end  processor  market. 

Atul  Kapoor,  vice-president  at 
Kaptronix,  Inc.,  a  Haworth,  N.J., 
consulting  firm,  said  IBM  views  its 
front-end  products  as  central  to  its 
SNA  strategy.  With  IBM  aggres¬ 
sively  attacking  the  front-end  pro¬ 
cessor  market,  NCR  has  fewer  op¬ 
portunities  to  differentiate  its 
products.  □ 


CAT.ENDAR 

Feb.  8-9,  Washington,  D.C.  — 
T-1  Users  Conference.  Contact: 
TeleStrategies,  Inc.,  1355  Beverly 
Road,  McLean,  Va.  22101. 

Feb.  8-11,  Dallas  —  UnlForum 
88:  The  Fifth  Annual  Internation¬ 
al  Conference  of  Unix  Systems 
Users.  Contact:  UniForum  1988, 
Suite  205,  2400  E.  Devon  Ave.,  Des 
Plaines,  Ill.  60018. 

Feb.  16-18,  New  York  —  Dexpo 
East  ’88  Conference.  Contact:  Ex- 
poconsul  International,  Inc.,  3  In¬ 
dependence  Way,  Princeton,  N.J. 
08540. 

Feb.  22-23,  Tempe,  Ariz.  —  Wir¬ 
ing  Intelligent  Buildings.  Contact: 
Arizona  State  University,  College 
of  Engineering  and  Applied  Sci¬ 
ences,  Center  for  Professional 
Development,  Tempe,  Ariz.  85287. 

Feb.  22-24,  San  Francisco  — 
Data  Communications  Network 
Design  and  Optimization.  Contact: 
Institute  for  Advanced  Technol¬ 
ogy,  1450  Energy  Park  Drive,  St. 
Paul,  Minn.  55108. 

Feb.  24-26,  Monterey,  Calif.  — 
Advanced  Local  Telecommunica¬ 
tions  &  The  Future  of  the  RBOCs. 

Contact:  Probe  Research,  Inc., 
P.O.  Box  590,  Morristown,  N.J. 
07960. 

Feb.  25,  Houston  —  The  Nuts 
and  Bolts  of  Voice/Data  Integra¬ 
tion.  Contact:  Southwest  Commu¬ 
nications  Association,  P.O.  Box 
53417,  Houston,  Texas  77052. 

Feb.  25-26,  Washington,  D.C.  — 
Satellite  Technology:  A  Seminar 
for  the  Non-Technical  Manager  & 
Executive.  Contact:  Phillips  Pub¬ 
lishing,  Inc.,  7811  Montrose  Road, 
Potomac,  Md.  20854. 

Feb.  25-26,  New  York  —  Tele¬ 
processing  for  Operations  Per¬ 
sonnel.  Contact:  WHJ  Associates, 
Inc.,  P.O.  Box  11276,  Newington, 
Conn.  06111. 

Feb.  28-March  4,  Bal  Harbour, 
Fla.  —  American  Bankers  Associ¬ 
ation’s  1988  Bank  Telecommuni¬ 
cations  Conference.  Contact: 
American  Bankers  Association, 
1120  Connecticut  Ave.,  N.W., 
Washington,  D.C.  20036 

Feb.  29-March  2,  Chicago  — 
Troubleshooting  Data  Communi¬ 
cations  Networks.  Contact:  Ameri¬ 
can  Institute,  Inc.,  55  Main  St., 
Madison,  N.J.  07940 

March  2-4,  Washington,  D.C.  — 
Satellite  VII:  New  Market  Oppor¬ 
tunities  in  Satellite  Communica¬ 
tions  and  Broadcasting.  Contact: 
Phillips  Publishing,  Inc.,  7811 
Montrose  Road,  Potomac,  Md. 
20854. 

March  3,  Hollywood,  Fla.  — 
EDI/X.400.  Contact:  Electronic 
Mail  Association,  1919  Pennsylva¬ 
nia  Ave.,  N.W.,  Washington,  D.C. 
20006. 
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Amdahl  introduces  a  prince 
of  a  cemmunications  processor. 


Our  new  4725  builds  on  the  strengths 
of  its  4705  predecessors  -  installed 
around  the  world  -  to  give  you  a 
uniquely  cost-effective  way  to  boost 
your  network’s  performance. 

The  4725  runs  3725  ACF/NCP 
software,  and  delivers  a  through¬ 
put  capability  that  s  significantly 
higher  than  its  only  rivals. 

So  you  can  do  what  you  tell  us 
you  need  to  do :  run  more  lines  at 
higher  speeds. 

Reconfiguring’s  a  snap. 

You  can  add  capability  quickly— 
often  without  having  to  order,  and 
wait  for,  parts.  We  understand  that 
your  traffic  can  t  wait. 


It’S  supported  by  people  who  know 
your  business. 

Experience  is  the  best  teacher, 
and  we’ve  learned  a  lot  in  the  eight 
years  we’ve  invested  in  developing 
communications  processors. 

We  understand  your  needs  and 
concerns,  and  we  know  how  to 
anticipate  and  respond  to  them. 
We  can  make  things  easier  for  you. 

More  productivity  for  your  money. 

That’s  our  new  4725’s  ultimate 
value  to  you,  and  no  other  commu¬ 
nications  processor  can  match  it. 
Call  your  local  Amdahl  repre¬ 
sentative  for  details. 


Amdahl  Corporation 
1250  East  Arques  Avenue 
Sunnyvale,  CA  94088-3470 


It’S  compatible. 

The  4725  works  with  many 
other  vendors’ equipment,  so  you 
can  “mix  and  match”  and  protect 
previous  investments.  We  also 
understand  your  economic  realities. 


amdahl 

The  UE  Choice 


